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The BEAVER MODEL-A SPECIAL is a ‘full 
pipe machine. It cuts, threads, reams and ch 
sizes of pipe from % to 2-inch—not merely 
Larger sizes, 244 to 12-inch, may be + 
with geared tools and drive shaft. 
thread solid rounds, bolts, etc, 
complete with quick-opening fully 
dies to thread % to 2-Inch pipe. — 


Sold only through Legitim 


om iant 


» 








WHEEL CUTOFF vs KNIFE CUTOFF 


We are in a “neutral corner” in this controversy because the BEAVER MODEL-A Pipe Machine may be had with either 
a knife-type or wheel-type cutoff. However, the WHEEL cutoff has 10 definite advantages which are worthy of serious 
consideration: 


i. Cuts All Sizes. The wheel cutoff handles all sizes. @. Simplicity. The whee! cutoff has no mechanism to 
1. to 2-inch. The knife cutoff has range 1. to 2-inch. get out of order. No gears. scrolls. ete. No “gauge” 


required to set. 


=. Cuts Solid Rounds. The wheel cutoff cults solid » B New W heels—2Z4 


, cents. Whereas replacement 
rounds bars and bolts up to l-inch. Knife cutoff does not. 


cutting knives cost from $1 (Beaver) to 56 (competitive) 
anew cutter wheel—-which will ordinarily last for weeks 
3B. It’s Faster. Two-inch pipe cut in ten seconds with costs but 21 cents. Standard part-—any “make” will fit. 
wheel cutoff. Knife cutoff requires 15 to 45—depending B 

— 


aor No “fin™. A knife cutoff leaves a “fin” on the 
on dullness of knives. 


projecting pipe end. The wheel cutoff leaves no “fin” and 


ba 7 ; practically no burr with modern thin wheels. 
a. No “Chatter”. No “chatter” or broken cutting 


points when using the simple wheel cutoff. 9. Easier Cutting. Power applied directly back of 
cutting wheel by large handy starwheel. Easier cutting. 


oe No DULL Knives. Knives become duller with WO. Cuts Shorter Lengths. Loosen one screw and the 
each succeeding cut. Cutter wheels are inclined to be Beaver Wheel Cutoff may be removed as a unit for cutting 
self-sharpening. close up to chuck. A big advantage. 


ind, finally—just for good measure—the wheel cutoff will cut all kinds of pipe—steel, wrought 
iron, brass copper, etc. Special wheels (24 cents) available for cast iron pipe or thin-wall tubing. 


BEAVER PIPE IQDLS 


1100 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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MILLING CUTTERS FROM STOCK 
When you want them 


Your immediate needs for standard types 
and sizes of Milling Cutters will be filled 


from our stocks, located at strategic points 





throughout the country. 


NATIONAL cutters, made from Hammer 
Forged Blanks, designed and heat treated 
to meet modern requirements, are avail- 
able from factory or distributor's stocks 


located near you. 


Special tools on short notice. 








TWIST DRILLS, REAMERS, HOBS, 4 
MILLING CUTTERS, SPECIAL TOOLS 








& TOOL COMPANY 


DETROIT, U.S.A. 





FACTORY BRANCHES 
New York Chicago Philadelphia Cleveland 
DISTRIBUTORS IN PRINCIPAL CITIES 


NATIONAL TWIST DRILL 


TAP AND DIE DIVISION 
WINTER BROS. CO., WRENTHAM, MASS. 
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THERE CAN b| 


NO LOMPROMISE! 


ONLY SUFFICIENT RANGE 
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There is no substitute for a spring washer... 


PRO NL!t A SPFeLine ISHENH HAS hn € Netis Zi 
To keep bolted parts tight... a washer must wage a constant battle 
against wear and vibration—must continue to function even after 
play develops. No bolt or nut ever loosened initially from vibration 
or shock because it turned backwards upon its threads. The friction and 
adhesion in the threads is infinitely more than enough to resist back - 
ward turning due to vibration and shock so long as the pressures set 
up by the wrenching in the original assembly are maintained. This 


requires the range of Live Action only 4 SPRING WASHER provides. 


SPRING WASHER INDUSTRY 


616 WRIGLEY BUILDING, CHICAGO, ILL, 
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MACKLIN COMPANY 


Vanufacturers of GRINDING WHEELS Jackson, Michigan, U.S. A. 
Sales Ofhices Chic 40) New York Detront Vitt-burgh ( leseland ( inetinnats 
VMilwauhes Meu pia 








Many a Dayton Cog-Belt Drive 
has been bought because the V-Belt 
is easy on bearings. This point is 
effectively explained on the page of 
the Sales Manual reproduced above 
—just one example of the way every 
advantage of Dayton Cog-Belts is 
shown. 

That’s why Mill Supply Salesmen 
find the Manual a great help in sell- 
ing Dayton Cog-Belts. They say it’s 
the greatest sales book ever pub- 
lished. 

Besides illustrating the advantages 
of V-Belt Drives and the superior 
features of Daytons, the Manual con- 
tains 200 pictures of actual instal- 


TO DAYTON COG-BELT 
SALESMEN 


V-BELTS 


——AND 


IT’S EASY AS © 


TO SELL THE SUPERIORITY OF 
DAYTON COG-BELTS WITH THE 
DAYTON SALES MANUAL 


lations. These pictures are especially 
interesting to the belt buyer, be- 
cause they show just how Dayton 
Cog-Belt Drives are applied. 

If you handle Dayton Cog-Belts, 
use the Manual wherever there’s the 
possibility of making a sale. If you 


COMPACT * DURABLE * 


don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MBG. CO. 
DAYTON, OHIO 
World's Largest Manufacturers of V-Belts 


Manufacturers also of Dayton Fan Belts, Dayton 
Red Tube Radiator Hose, Dayton Thorobred Tires, 
Dayco Printers’ Rol.ers 


EFFICIENT 


Hay yeoua 
COG-BELT DRIVES 


COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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drop forged steel 


SMALL GATE VALVES 
Still the Greatest 
VALUE 
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HENRY VOGT MACHINE CO., Inc. 
LOUISVILLE, KENTUCKY 


PHILADELPHIA CLEVELAND 
CINCINNATI KANSAS CITY ° 


NEW YORK DALLAS 


CHICAGO 


VOGT DROP FORGED — Your Ges Jewice Guwruntlee 
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AIR, STEAM, WATER AND SUCTION 





In severe service, not only on large government projects and in the 
building of the nation’s highways but in all types of industrial plants— 
steel mills, foundries, machine shops, textile mills—Condor Hose of the 
proper type for air, water, steam or suction service has established a 
record for dependability and long life. 


Condor Hose is bought by users who recognize in its consistently long 
life a good investment, manifested by the material reduction of hose 
replacement costs. A trial will convince your customers. 


SUCTION HOSE — Condor Sand Suction Hose is unequalled for heavy- 
duty sand and dredging service. Has an unusually thick, tough rubber 
tube. Other types of suction hose, equally efficient for general con- 
tractor's service, are available. 








JOBBERS 
Gondot HOSE 


and other Condor 
Products build customer 
satisfaction and repeat 
order business. 





Get details on the 
Manhattan Franchise 





Write for General Catalog 





THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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RIGHT SPOTS 
in a Mill Supply 
DISTRIBUTORS 


How to make steam traps a real profit leader 
in your line? ASK YARWAY TRAP 
DISTRIBUTORS. 


They will tell you about the: 


Universal acceptance of this unique trap. 
Many thousands in use in leading industrial 
plants have proven their superiority beyond 
a doubt . . . built a business that is running 
the Yarway plant day and night to supply 
the demand. 


Ease of Stocking — An investment of only 
$350 is all that is required to do a business 
up to $5,000 ... a stock that takes up only 
1% sq. ft. of shelf space .. . that is attractive- 


ly and conveniently packaged for moderu 
merchandising. 


Rapid Turnover— Averaging over twelve 
times per year...makes your inventory 
dollars work harder for you. 


Sound Distribution Policy—Liberal, definite 
and permanent, deserving your confidence 
and cooperation. 


Low Price —A price that usually makes it 
cheaper for the user to install a new Yarway 
Trap than to repair another type trap. 


National Advertising—Reaching a half mil- 
lion readers of business papers annually... 
carries the Yarway message continuously 
and with powerful effectiveness to trap 
buyers everywhere. 


If you haven’t already... get the complete 
Yarway story. A postcard will bring facts. 


YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 


*Impulse Principle Explained: If you are interested in the complete 
thermo-dynamic explanation of this trap's operation— write for your 
copy of a paper recently presented before the American Society of 
Mechanical Engineers and published in the August 1936 issue of 
Mechanical Engineering Magazine. Sent on request. 


STAINLESS STEEL | 
HEAT-TREATED 
VALVE AND SEAT 





YAR WAY IMPULSE STEAM TRAP § 


WILLIAMS’ CARBON STEEL WRENCHES 


Big sellers because they enjoy an industry-wide reputation 
as tough, well-balanced, dependable tools. Reasonable price 
coupled with exceptional quality puts Williams’ Carbon Steel 
Wrenches in the big volume class. 50 patterns—over 1000 
sizes to meet every need of industry. 


WILLIAMS’ “SUPERECTOR’’ WRENCHES 


Rugged, rapid, improved in design, The “SUPERECTOR” 
presents a heavy service ratchet wrench—instantly revers- 
ible—with such outstanding features as Quadruple Pawls 
instead of the usual two; drop-forged handle and other 
advantages that assure a substantial demand for this power- 
ful, fast-action tool. 5 sizes —24” to 53”. Both Hex and 
Square Sockets, with hole extending clear thru. Openings 
1-1/16 to 4-5/8” turn nuts on any length of bolt. 


J. H. WILLIAMS & CO. 
75 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 

Detachable Socket Wrenches, “C” Clamps, Lathe Dogs, Tool 

Holders, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, 
Chain Pipe Tongs and Vises, etc., ete., 
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ADVANCE DISTRIBUTORS can offer industry the "BADGER" 
Car-Mover, the Standard of Car-pushing equipment. 


STILL THE FAVORITE OF MANY 
RAILROADS AND LARGE INDUSTRIES 


The Improved BADGER Car-Mover. Has the speed and push 
and is preferred by most shippers for the 
average car-pushing job. 





The SUPER-DUTY Car-Mover. Manufactured because of heavier 
car loading. This mover has no equal for heavy duty service. 


STEEL CASTINGS INSURE 
LONG WEAR AND DURABILITY 


A SAFE WRENCH for tripping the trap doors of hopper bottom 


railway cars. 


AUTOMATICALLY ADJUSTS GRIP TO FIT 
ANY WINDING UP FIXTURE ON THE CAR 


LEADERS WITH THE DISTRIBUTORS FOR OVER 25 YEARS 


ADVANCE comeany APPLETON WIS. 
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A CLEAR ROAD 


TO THE RICH HOSE MARKET 





VERY obstacle in the way to a larger volume 
and a larger ‘“‘net” on hose is cleared away for 
distributors who handle the famous “Electric 

Hose” line. With the full protection and assistance 
that is afforded under the Policy printed here, dis- 


tributors can really ‘go places” in this rich market. 


Coupled with this Policy is a complete program 
which should prove most interesting to recognized 
distributors in certain territories where strong repre- 
sentation is wanted. The facts will be presented in full 


to those who write to F.H. Thomas, Vice President. 
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On Direct-Selling: It is our fixed objective to sell through our dist 
utors, and not to compete for business which they can obtain; further, 
firmly encourage buyers to place orders through distributors. 


On Selective Distribution: It is our determination to limit distribut 
to a point which assures profitable sales volume for active distributors. 
On Protection of Stocking Distributors: We shall favor and prog 
distributors who adequately stock products in current demand in ¢ 
territory. 
On Profit Margin and Price Maintenance: Adequate margin s 
be provided, and established prices shall be strictly maintained. 
On Stock Turn-over Problems: Full cooperation will be given in 
effort to maintain rapid turn-over. 
On Sales Cooperation and Promotion: Inquiries and orders recei 
direct shall be immediately referred to distributors, wherever we h 
active outlets able to satisfy customers’ requirements. 

The primary function of branches and factory representatives shall 
to develop new customers and assist distributors in serving present 
tomers. They shall not compete for or handle orders direct which co 
be secured and handled with full satisfaction to the customer through 4 
distributors. 

Consistent, intensive advertising and adequate printed matter and si 
helps will be provided. 








Invoices covering original cost of pipe and installation — that to many 
persons constitutes pipe’s price. But it is only a part. Others go a step 
further — they include with original cost the amounts they must pay 
for replacement material and labor in case of pipe failure. But, even 
though this group is more correct in arriving at pipe’s price, they have 
omitted important and often neglected items — lost production time 
and wasted overhead expense due to shut-downs caused by pipe failure. 

Engineers, operating men and owners appreciative of these facts — of 
the unnecessarily high price that pipe can exact—give the same attention 
and thought to the selection of pipe that they give to machines, buildings 
and processing materials. Many of them standardize on Republic Pipe — 
because they know that they can expect the same high quality for which 
all Republic Steel products have established a world-wide reputation. 


butt weld, lap weld and 


Repu blic Steel peetteareeste 


electric weld pipe of steel, 


CORPORATION iets teen 


Copper Molybdenum Iron. 


GENERAL OFFICES---CLEVELAND, OHIO Write for literature. 


When writing Republic Steel Corp. for further information please address Department M8. 
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@ Reciprocity as practiced by large industrials 
may be an evil or it may be the acme of 
purchasing efficiency. We are not prepared to 
argue the point. 

We do believe, however, that the “reciproc- 
ity club,” applied by industrial distributors 
to their sources of supply, is not only an evil 
but that it will have the effect of a boomerang. 

For the sake of those distributors who have 
never thought of using their purchasing power 
in this manner, let it be said that some mem- 
bers of the trade are making a regular prac- 
tice of soliciting their sources of supply, no 
matter where located, for a portion of their 
supply business. 

What is the effect of such practices? In the 
first place, the manufacturers involved are 
made roaring, swearing mad. The distributors 
who write them for business do not know this, 
of course, since manufacturers are only hu- 
man. Being human, however, they quite nat- 
urally paint the whole trade with the same 
brush and industrial distributors everywhere 
suffer a severe loss of prestige. 

Secondly, the local distributors who regu- 
larly contact the manufacturer involved, give 
him regular and emergency service, find their 
volume dwindling for reasons they cannot 
fathom. 

Finally, the distributor who succeeds in 
“putting the bee” on several of his sources of 
supply, obtaining a few dollars worth of “long- 
distance” business, loses thereby one of his 
greatest assets, the unhampered right to select 


Mie 


SYP PLTSS 


NOVEMBER, 1936 
s 


JAMES A. CHANNON 
Editor 


RETAIN YOUR INTEGRITY 


for his customers those lines of industrial 
supplies which he honestly believes to be the 
best. What manufacturers, having been forced 
into diverting supply business from local dis- 
tributors to others in all parts of the country, 
could be blamed for using this to keep distri- 
butors sold on their lines even though they 
may lack the quality of others? 

The loss of prestige for the whole distribut- 
ing industry is serious at this time, with 
volume increasing daily and the chance to 
fully capitalize on the hard work of the past 
five years at hand. The stealing of orders 
from distributors in a town 1000 miles away 
is certainly not ethical. Worst of all, however, 
is the loss of the right to look every manu- 
facturer in the eye and tell him to go to Hell. 

We believe that the distributors who have 
used their purchasing power to secure a few 
hundred dollars worth of supply business from 
their sources of supply have done so thought- 
lessly, that they haven’t considered the pos- 
sibility of setting up a vicious circle which 
would harm themselves, other distributors and 
their manufacturer friends, many of whom 
stood by like good soldiers during the trying 
years just passed. 

We urge that they carefully consider the 
ultimate cost of their temporary gains before 
going after business which is not rightfully 
theirs, since they are in no position to render 
the service which has made the term “indus- 
trial distributor’ mean something to the 
industrial plants of the country. 
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THE REPUBLIC 
S-POINT POLICY 


* Aline of rubber items sufficiently complete to permit ef- 
fectively supplying the requirements of the trade solicited. 


*® A quality of product uniformly good and capable of de- 
livering service results that should reasonably be expected. 


*% A price basis inducing and making possible aggres- 
sive competition with reasonable profit return. 


@ The big boy u e big apple—unless he’s guided *% Freedom from competition from his source of supply, 
either direct or indirect, among the trade covered by his 
by a strong policy set up at home. day to day solicitations. 


*% Selling helps of reasonable amounts so that his sales 
force may be given the advantage of specialized train- 
there are no secret departures. Our job is to help the distributor ing and a knowledge of the product sold. 


Republic has a strong factory-distributor policy from which 


get the big orders as well as the small ones. This policy has 
proved sound over a long period of years and in no instance 


has the factory kept the “big apple”. 


Distributors throughout the country are enjoying greatly in- 
creased business in Republic Mechanical Rubber Products. We 
have a complete, high quality line priced for aggressive com- 


petition. It will pay you to investigate. 


_-* 
; —_ ~ 
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REPUBLIC RUBBER 
mw — 
Manufacturers of HOSE Vs: YOUNGSTOWN eOHIO 


BELTING @® PACKING 
MOLDED PRODUCTS LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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WELCOME 
MISSIONARY — MEN 

1. | WILL TAKE You TO THE 
BEST PROSPECTS ON YOUR 
LINE 

2. 6 WILL APPREC 
INSTRUCTIONS on 

Your PRODUCTs 


———eee 
TEASE REMEM 





ANUFACTURERS undoubtedly have a legiti- 
mate growl coming on the subject of the 
improper use of their missionary men by distribu- 


tors. 


Literally hundreds of cases of inadequate 


planning or of no planning at all have been reported 


to us by irate sales managers. 


Yet, in discussing 


the problem with distributors, we find that there 


are distinctly two sides to the question. 


Distri- 


butors’ salesmen complain that missionary men 
arrive unannounced, that some are not well posted 
and that many become terribly upset when any 
other subject than the line in question is discussed. 
This wholesale pointing of fingers doesn’t solve the 
problem and the institution of missionary men in 
the supply business is far too valuable to be 


scrapped. 


It is valuable enough to justify careful 


planning and foresight on the part of manufac- 


turers and distributors. 





@ The Industrial Supply Research 
Bureau program, 1937 model, will 
make its bow to the industry this 
month. It is a sound program. It 
calls for spending nearly all of 
every dollar subscribed for real, 
honest-to-goodness promotion for 
the industrial supply trade. It 
will be carried out by conscientious, 
capable advertising men who know 
how to buy promotion right. It of- 
fers every member of the National, 
Southern and American Associa- 


tions an opportunity to take part in 
a big-scale drive for new business. 
It adds value to association mem- 
bership. It needs but one thing— 
the wholehearted support of every 
distributor. No one need worry 
about the manufacturers cooperat- 
ing once it is made clear to them 
that the distributors really want 
to do something for themselves. 


@Mr. Robinson and Mr. Patman 
still seem to be very much in the 
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hair of many distributors and 
manufacturers. Despite a contin- 
ued flow of opinions and addresses 
by one of the authors, everyone, 
with the possible exception of the 
Federal Trade Commission, is still 
in the dark as to its full meaning 
and its possibilities for good and 
evil. Test cases are on the docket 
and should give the first real in- 
dication of which way the adminis- 
trative wind will blow. In the mean- 
time, Mr. Patman promises a new 
bill for the next session of Congress 
which will stop up all the leaks in 
the present law. 

@In a report to his boss, one 
distributor’s salesman writes: 

“IT have carefully read and 
studied the 32-page article in the 
September of MILL Sup- 
PLIES, regarding the importance 
of the industrial supply distributor. 

“I feel the argunients and facts 
set forth therein should well fortify 
any mill supply salesman to combat 
the argument into which he fre- 
quently runs, regarding direct fac- 
tory selling, and the many advan- 
tages of purchasing through the 
local supply houses,—saving not 
only his purchasing and engineer- 
ing departments costly time, but 
also the saving to be effected by 
quick service and various items 
covered on one order, one check, 
and so forth, to one supply house. 

“IT am saving this particular is- 
sue, feeling it will come in handy 
at times for reference to the various 
facts brought out therein on this 
subject.” 


issue 


@ November will see Thanksgiving, 
the Army-Navy game and the 
gathering of distributors in various 
centers for semi-annual meetings. 
The Central States group will meet 
in Chicago on November 19. 
Officials look for an attendance of 
600 to 700 distributors and manu- 
facturers. Alvin Smith will con- 
duct group meetings in many 
Southern centers throughout the 
month. Late in the month, the 
executive committees of the Na- 
tional and Southern Associations 
will meet at the Westchester-Bilt- 
more Country Club. To the second 
day’s session will be invited all 
Eastern distributors. Its a busy 
month and one which should be 
productive of constructive ideas for 
industry welfare. 





HE Governing Board of the 

Industrial Supply Research Bu- 
reau came to the Ambassador Hotel, 
Atlantic City, on October 17, to 
consider the report of its Advertis- 
ing Advisory Committee. The Board 
members were hopeful. They had 
confidence in the three advertising 
men and the agency these men had 
selected. 

When they left Atlantic City at 
the end of the next day, however, 
their hopeful attitude had changed 
to one of confidence—confidence 
that the plan presented was a sound 
one and that they had been given 
the tools to sell it to the industry. 

Present at the meeting were 
Alvin M. Smith, Smith-Courtney 
Company, Richmond, Virginia, 
chairman; C. A. Channon, Great 
Lakes Supply Company, Chicago; 
Harold Buzby, Keystone Lubricat- 
ing Company; David C. Jones, The 
Lunkenheimer Company, advisory 
member; H. W. Barclay, Mill and 
Factory, advisory member; J. A. 
Channon, MILL SUPPLIES, ad- 
visory member; J. F. Apsey, Black 
and Decker Manufacturing Com- 
pany, member, Advertising Com- 
mittee; C. C. Chamberlain, Jen- 
kins Brothers, member, Advertising 
Committee; C. O. Hedner, Yale and 
Towne Manufacturing ‘Company, 
member, Advertising Committee; 
and Darrell Prutzman, Rickard and 
Company, advertising agency. 

Mr. Prutzman, who presented the 
plan to the Governing Board, used 
a series of charts 40-inches by 50- 
inches, a few of which are shown 
on the opposite page. 


The Program 

The new ISRB program is de- 
signed to secure for distributors 
that portion of the supply business 
which is now going to direct-selling 
manufacturers. It is an advertis- 
ing program, pure and simple, and 
like all good campaigns consists of 
consistent publication advertising 
and the means for a definite follow- 
through. 

It is planned to run striking copy 
each month in leading industrial 
magazines which reach the men 
responsible for establishing pur- 
chasing practices and those re- 
sponsible for actual buying and 
specification. The copy will point 
out the economies which can be 
effected by utilizing the distribu- 
tor’s services to the fullest extent. 
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A REAL 
ADVERTISING 


Campaign No.1 


FORCEFUL PUBLICATION ADVERTISING 


Here are two typical Ads. .. skillfully designed to stop the reader. . . and ‘sell’ 
him. Month after month ads Like this will hammer-home the truth that it pays to 

buy through Distributors. Done this way your advertising is bound tobe effective 
- ees . - 


the mar 
 salcometle we 


w 














While all will benefit — 


Those Who Support the Program will be able to 
REAP THE GREATEST REWARD 


All contributor-members will be able to obtain fora 

few cents THIS OFFICIAL LAPEL EMBLEM for salesmen. .. , 
anemblem,which will be shown in every Ad and featuredin the (NIDF) 
initial Ads. Soon Industrial Buyers will come to know it as the a 

insignia of the recognized Distributors who make available the 

valuable service which is advertised to them. It canbe worn also 

by manufactuser- representatives to show both Indus- 
trial Buyers and Distributors their belief in the 
Distributor as the mast economical source of supplies. 
An additional identification with the same 
purposes is THIS OFFICIAL SIGN — done 
in gold, red, black and white on es 
material and equipped with both ha 
chain and easel — for use in store or of 
This also is provided for a small price. 





Why N.LDF? Due to the obvious desirability of identifying the Advertising Program and of awiding the confusion 
that would be caused by the word “Research in the name Industrial Supply Research Bureau it is recommended that 
the program be carriad out under the title~“NATIONAL INDUSTRIAL DISTRIBUTORS FOUNDATION of the Ls.as.‘ 
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ISRB Governing Board meets in 


Atlantic City, 


approves business- 


like advertising campaign and starts 
ball rolling to secure subscriptions. 





PROGRAM 


With FULL STRENGTH in each part —this Flying Wedge “attack 
WILL CLEAR YOUR WAY TO SHARE *500,000,000 


5. AN 3 e 4 rg 
*3s PDI UD? ; a 


| The SPEARHEAD is ready togoNOW! 


It is the strongest, most completely -equipped- 
for-action-Program ever planned. . . the 
| NEWADVERTISING-SALES PROMOTION PROGRAM of the I.5.R.B. 








— —_ 
J& *A MOVIE" =a 
A TALKING SLIDE FILM 

Based on sound Fact not fancy. .. it will present in an interesting way 

the Cooperative Service available through recoonized Inaustrial Distributors. 

It will pive Pacts and figures and all the good reasons why a Buyer actually SAVES 

by using the Distributor’s facilities for obtaining supplie: 
DO INDUSTRIAL DisTRIBUTORS 
SERVE INDUSTRY 
ECONOMICALLY 

| 
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It will “build up” the distributors’ 
salesmen who are employed by con- 
tributors through publicity on a 
badge which will be furnished to 
all those who join in this coopera- 
tive movement. 

The badge idea is designed to 
help those distributors and manu- 
facturers who help pay the bill to 
capitalize on their investments. 

While the publication advertising 
will carry the brunt of the cam- 
paign, the Advertising Committee 
suggested several types of “follow- 
through” designed to turn the ad- 
vertisements into orders. 

First, speeches are to be pre- 
pared for use by contributing mem- 
bers in addressing purchasing agent 
groups. Articles are to be written 
for industrial magazines. Signs for 
use by manufacturers in exhibiting 
their products will be furnished. 

Next, direct mail pieces, im- 
printed, of course, will be prepared 
to follow up each advertisement. 
These will be furnished to con- 
tributing distributors at cost. 

Finally, and most important, it 
is planned to prepare a “slide- 
talkie,” such as has been used by 
several manufacturers. When this 
has been made, contributing dis- 
tributors will be able to purchase 
the film and record from the Re- 
search Bureau for five dollars or 
less. Owning these, any distribu- 
tor will then be able to tell the 
story of the services he renders in 
a dramatic fashion at very low cost, 
for it is only necessary to call the 
nearest Western Union office in 
order to secure a projector. Projec- 
tors, with an operator if necessary, 
will be delivered and called for at 
a charge of only a few dollars. 

Thus, with a strong publication 
advertising campaign to carry the 
brunt of the attack and with direct 
mail and the “movie” to follow-up 
and turn the advertising into 
orders, the Advertising Committee 
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Buzby, C. A. Channon, Jones and 
Smith, Governing Board members. 


presented to the Governing Board 
a complete promotion job for the 
industry. 

During the progress of the cam- 
paign, it is planned to keep mem- 
bers informed of coming advertis- 
ing through copy in a distributor 
paper and through bulletins. 


Reactions 

Members of the Governing Board 
were enthusiastic over the whole 
program. As one member ex- 
pressed it: “At last we are down 
to the fundamentals of this whole 
idea—advertising the distributor’s 
services. We may as well admit 
that we have been a long time get- 
ting there but, by golly, we’ve got 
it now. My company’s subscrip- 
tion will be in the mail on Monday.” 

And another: “For the first time 
we have something concrete to sell. 
Any manufacturer or distributor 
who refuses to participate in this 
‘bargain-rate’ advertising campaign 
is overlooking a real buy.” 

The Governing Board plans to 
present the program as quickly as 
possible to all members of the 
National, Southern and American 
Associations. The general feeling 
is that once the members of the 
distributor associations have ex- 
pressed (with checks) their desire 
for this promotion campaign in 
their behalf, the manufacturers who 
sell through distributors will be 
more than willing to lend a hand 
financially. 


Sunday meeting in full swing—no dis- 
senting votes. 





Key Distributors 


In order to get the story before 
all members of the distributor asso- 
ciations as quickly as possible, the 
Governing Board requested 21 key 
distributors, selected on a terri- 
torial basis, to help. 

While not all had been heard 
from at the time of the Atlantic 
City meeting, the following came 
on for a preview on Sunday, Octo- 
ber 18: Robert S. Page, The Henry 
Walke Company, Incorporated, Nor- 
folk, Virginia; G. F. R. Bahnson, 
William H. Taylor and Company, 
Incorporated, Allentown, Pennsyl- 
vania; and W. T. Ryan, Cutter, 
Wood and Sanderson Company, 
Cambridge, Massachusetts. 

After hearing Mr. Prutzman’s 
presentation of the program and 
seeing a typical “slide-talkie” such 





Buzby with three association secre- 
taries, Eckhardt, Smith and Hanson. 


as will be used to drive the story 
home, these men, without exception, 
enthusiastically agreed to contact 
all association members in their 
respective territories without delay. 

In addition to this prompt activ- 
ity, Mr. Hedner will present the 
program to the large gathering of 
midwest distributors in Chicago on 
November 9, and Alvin Smith, 
chairman of the Research Bureau 
will tell the story to all members 
of the Southern Association in the 
course of his annual series of group 
meetings, which are planned for 
the month of November. 


Starting Date 

The secretaries of the three asso- 
ciations attended the Sunday meet- 
ing. At its conclusion it was 
decided to produce 1,000 copies of 
the program in booklet form and 
to mail these immediately to all 
members of the three associations. 
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Key distributors, Page 


and Ryan 
listen to the story with 


interest. 


(right) 


It was the concensus that this 
mailing together with the strong 
personal efforts of the “key” dis- 
tributors, should pull in sufficient 
funds by the middle of December 
to definitely assure insertion of ad- 
vertisements in January issues of 
business publications. 

In accordance with the resolu- 
tion adopted at the last convention, 
no advertising can start until 
$10,000 has been raised. Consider- 
ing the soundness of the plan and 
the “real buy” offered, it seems 
highly probable that this goal will 
be doubled or tripled and that con- 
tributions should reach this point 
within a month. 


Scope of the Program 
The program, as presented, is 
flexible. That is, if only $10,000 is 
subscribed, part of the job can be 
done. Advertising can be carried 
in some business papers and the 
direct mai! follow-up prepared. 
However, as the subscriptions 
mount, the volume of publicity will 
increase, the follow-up material will 
be more complete and the results 
proportionately better. 





Above—Dave Jones, Advisory Mem- 
ber, Governing Board. Below — 
Prutzman tells his story with charts. 
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LET US SPRAY 


Saving material and time, air painting has 


many uses. 


When you sell the gun you’re 


just beginning, for there are plenty of auxili- 
aries needed in booth, airconditioners, turn- 
table, pressure tanks and ventilating units. 


NCE, painting was a slow, 

difficult and costly manufac- 
turing operation but air painting 
cured that, getting paint on smooth- 
ly, rapidly and cheaply, no matter 
what the shape or texture of a sur- 
face. In such industries as the 
automobile and in metal manufac- 
turing generally, air painting is 
used more commonly than any other 
method, including trim and strip- 
ing as well as application of the 
base coats. 

The tool or “airbrush” is basic- 
ally just a nozzle with an adjust- 
able valve into which paint and air 
are introduced. The air breaks up 
the paint into fine particles and 
blasts it from the nozzle onto the 
surface being coated. Paint may 


enter from a tank above the gun, 
be sucked or siphoned up from be- 
neath it, or may flow in under pres- 
sure through a hose, depending 
upon the service. In striping or 
similar small-quantity work, guns 
with paint tanks mounted right on 
them are used, the tanks being 
above for heavy, viscous paints and 
below for light ones. In high- 
production covering of large areas, 
paint is carried from a _ pressure 
container to the brush through a 
hose. 

In selling paint-spraying equip- 
ment, these are points to be stressed 
regarding the gun: It should be 
light, so it will not tire the oper- 
ator’s hand. It should have an 
“easy” trigger, so the operator’s 
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trigger finger does not tire readily 
in using it. It should be conver- 
tible for siphon, gravity or hose 
feed; except where it is to be used 
in production on a one job basis. The 
head should be adjustable for dif- 
ferent patterns in width, shape and 
speed of coating to suit variations 
in material and work. Flow of the 
paint should be variable to give a 
desired depth of coat with a given 
painting speed. The nozzle should 
not be prone to passing droplets of 
paint or to splitting the spray, in 
either case causing a poor painting 
job. The needle and nozzle should 
be of materials capable of resisting 
small amounts of abrasive or dirt 
in the paint, as well as resisting 
clogging from possible impurities 
or scum which is left in by mistake. 
Knowing users will expect all these 
things, you should be ready with 
affirmative answers. 

Don’t think that spray equip- 
ment is suitable for use only where 
metal surfaces are receiving flat 
coats. A wide variety of guns are 
available for doing everything from 
retouching photographs to striping 
an automobile body or lacquering a 
perfume bottle. One manufacturer 
says he can paint anything from a 
lead pencil to a locomotive or paint- 
ing a battleship—any job that in- 
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volves painting may also involve 
spray painting, including mainten- 
ance and touch-up work. This 
means appreciable paint and time 
savings. 

As to materials, spray guns will 
handle water colors, oil paints, 
varnishes, lacquers, enamels, or al- 
most any other finishes or materials 
that do not remain in suspension. 
In the automotive field, they are 
also used to apply deadening ma- 
terials inside an automobile body, 
for applying lubricants and water- 
proofing compounds, and so forth. 
In exterior finishing, they are 
used for applying waterproofing, 
cement washes, emulsified asphalts, 
roofing materials, and so forth. 
Even in porcelain manufacture, 
spray guns apply the glaze, and in 
golf-ball making they apply the sur- 
face coating of enamel. In the 
making of wax-paper cups, cartons, 
bags, cans, they apply the wax, which 
must be preheated and applied 
while hot, so the gun must be able 
to withstand this also. In the food 
industry to apply butter, thin vege- 
table oil and sugar coatings. Often, 
two guns are used to coat both sides 
of an object or a sheet of material 
in one pass past the guns. Round 
or roughly cylindrical objects may 
be placed on a turntable, hand, foot 
or motor-operated, thus permitting 
the spray gun to be held in rela- 
tively the same position and insur- 
ing a regular, smooth, even coat. 

This brings up the whole general 
matter of auxiliaries. When you 
sell someone a spray gun, he will 
also need hose, air fittings, air- 
conditioners, paint containers and 
so forth. If he is coating small 
objects, he will need a special booth 
or bench to take fumes and fine 
paint mist away, both to avoid any 
fire hazard and to safeguard the 
health of the workmen. To with- 
draw the mist, he will need a ven- 
tilating unit—usually a sparkless, 
fully enclosed motor driving an 
aluminum (for non-sparking) fan. 
He.will need special, high-intensity, 
daylight lighting fixtures to be sure 
each piece is properly coated and 
evenly colored. If parts are cylin- 
drical, he will need a_ turntable, 
hand or motor drive, depending on 
work and production. If he is using 
paints, he should have an agitator 
to keep the paint thoroughly mixed 
in the container, as well as a special 
container, either to set on the 
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ground or to be hung from a special 
hoist. He may need some form of 
air-conditioning equipment for the 
painting room, separators to re- 
move impurities (water, oil, rust, 
and dirt) from the compressed-air 
line, a small compressor, and fluid 
regulators. All these things are 
usually available from the manu- 
facturer of the spray-painting 
equipment, and are especially de- 
signed for this work. If a particu- 
lar job looks doubtful, the spray- 
gun maker’s engineers can help 
you work it out. 

Remember, too, the operations 
which are associated with air-paint- 
ing, .such as rubbing, sanding, 
polishing, drying—all these should 
offer some opportunity for sales of 
supplies as well as basic equipment. 

Painting operations in produc- 
tion are so specialized that no gen- 
eralized data will be of much 
assistance to you—each job re- 
quires different treatment. But air- 
painting also shines in maintenance 
work, and here methods and pro- 
cedures are much less well known. 
Often, proper maintenance is only 
an ideal in some executive’s mind— 
it has been too expensive for him 
to consider. Here spray painting 
may help him to bring maintenance 


Large areas in hard-to-get-at places 
can be readily repainted by spraying. 


t 
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costs down to a point where he can 
do a proper job—which means more 
sales of maintenance equipment for 
you. To that end, there has been 
prepared a table of maintenance 
painting, showing how it should be 
done. It does not show spraying 
specifically, but shows what paints 
should be used and how surfaces 
should be prepared for them. If 
the prospect has only a little work 
to be done, brushing may be 
cheaper; if there’s a lot, spraying 
equipment will save time and paint 
and give a smoother job in most 
cases. 
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Hagerty Sells ‘Em 
with Movies 


OVING pictures are being 

used effectively by the Hag- 
erty Brothers Company, Peoria, to 
sell the “key men” of industry in 
the Peoria territory on the lines 
carried by this progressive house, 
and the services it is equipped to 
render. 

Paul J. Hagerty, president of the 
company, is the man behind the 
camera, and, in most instances, the 
chap who runs off the reels before 
interested groups. 

Mr. Hagerty has taken pictures 
of his organization, the building it 
occupies, stocks of equipment, tools 
and supplies in the warehouse; 
equipment sold by Hagerty in oper- 
ation in various plants, and the 
actual work of installing equip- 
ment, such aS pumps, compressors 
and refractory materials. The story 
of the very successful industrial 
show staged by Hagerty Brothers 
Company last March is also re- 
corded in movies taken by Mr. 
Hagerty. 

These pictures—and some sup- 
plied by refractory and pipe manu- 
facturers represented by the Hag- 
erty company—are usually shown 
before groups representing a num- 
ber of industrials in a_ locality. 
Through some good customer, Mr. 
Hagerty arranges the showing be- 
fore a union of stationary engi- 
neers or a club of mechanical engi- 
neers or some other appropriate 
organization—in either the organi- 


(Continued on Page 104) 
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An Interview by Carl Coe with 
RENE H. GARROT 


Purchasing Agent, Southern Division, 


United Fruit Company 
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DISTRIBUTORS SERVICE 
“The Great White Fleet’ 


HE United Fruit Company is 

one of the world’s largest buy- 
ers of supplies, both from the stand- 
point of volume and variety. In 
remote stretches of humid Central 
America vast plantations of this 
company crowd back the resent- 
ful jungle and here an army of men 
toil over the matter of your break- 
fast fruit. 

From the very clothing on their 
backs to the breakfast bacon, sup- 
plies are obtained through requi- 
sitions to the regular purchasing 
department. Locomotive drive 
rods, bandages, telephone wire, and 
aspirin tablets are all needed in 
this vast far flung organization 
that owns its own railroad, steam- 
ship line, docks and plantations. 

It is natural, therefore, to wonder 
about the distributor policy of this 
gigantic corporation with ware- 
houses and terminals at America’s 
principal ports and many in foreign 
countries. 

Concerns that would fit into the 
vest pocket of the United Fruit 
Company often point with pride to 
their direct buying policy as an 
indication of their importance. 
What, we wondered, would Rene 
H. Garrot, purchasing agent of the 


Southern Division have to say 
about the industrial distributor? 
A firm of this size would buy di- 
rect—or would they? 

The office of Mr. Garrot radiated 
cool brisk efficiency, despite the 
damp heat of New Orleans. Mr. 
Garrot was busy, but in keeping 
with the company policy, not too 
busy to extend a cordial welcome 
to visitors. 

He pardoned himself as he si- 
lenced one of the telephones on his 
desk, clamoring for attention. 
“Yes, yes,” his fingers worried the 
flap of a newly arrived telegram 
envelope. “All right, three o’clock 
Thursday.” The receiver went 
down and he turned to me. 

I came briefly to the point about 
United Fruit Company purchases. 

He semed surprised at the ques- 
tion. “Of course we buy from dis- 
tributors,” he said, “couldn’t get 
along without them.” 

“But you use such a vast quan- 
tity of supplies—isn’t it more prof- 
itable to deal direct?” I asked. 

“Naturally we do a great deal of 
direct buying,” he explained, “but 
items which are normally classified 
as mill supplies are purchased 
mainly through distributors. It’s 


MILL SUPPLIES © NOVEMBER 1936 


a faster and less expensive way of 
doing business—gives us a more 
flexible setup. 

“The distributors with whom we 
deal are, for all practical purposes, 
working for us. Their wholehearted 


cooperation goes into offering 
value and prompt efficient service. 
The only actual difference is that 
we have less capital invested in 
shelf-warming items waiting for 
use by our operating department at 
some indefinite future date. 

“Buying through the distributor 
is simplicity itself so far as routine 
purchases are concerned. On a list 
opposite the name of every needed 
supply item are the brands of that 
item which have been approved for 
use by this company. These brands 
have all been subjected to labora- 
tory or field tests. From time to 
time we add to this list after dem- 
onstrations by manufacturers or 
distributors have shown us _ the 
quality of an item. : 

“Engineers assigned to our vari- 
ous divisions select their needs 
from the approved list. One excep- 
tion to this policy is made in our 
medical department. Physicians 
order any type or brand of supplies 
they deem necessary. 

“We have been dealing with local 
industrial distributors for so many 
years that they seem to be a part 
of our own organization. From past 
purchases they are able to estimate 
our current needs and keep their 
stocks in readiness for our calls. 
Deliveries are made without delay 
from local stocks and their inti- 
mate knowledge of our needs en- 
ables them to fill orders with a 
minimum of error.” 
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SALES RECORDS 
PROVE WORTH 





“Ten years have proved definitely to us the 
efficiency of our system of recording sales of 
specific items to individual customers,” says 
R. L. Simpson, President of the C. T. Patter- 
son Company, Incorporated, New Orleans, 


who is pictured above. 


“It is an invaluable 


aid to us in our efforts to concentrate our sales 
work on profitable items.” 


XCELLENT control is 

maintained by the C. T. Pat- 
terson Company, Incorporated, 
New Orleans, through an accur- 
ately kept record of purchases by 
individual customers, broken down 
according to commodities, and a 
salesman’s control card. 

A sheet is maintained for every 
customer on the company’s books 
and each sale made to the customer 
is recorded on his card, the sale 
being automatically split up ac- 
cording to commodities on a Moon- 
Hopkins posting machine. 

It will be noted that the column 
headings on the illustrated 
herewith, some items 


sales 


ecard, 
include 
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which are not to be classified as 
industrial supply items, hence it is 
advisable to explain that the C. T. 
Patterson Company has three dis- 
tinct divisions—industrial, 
specialty resale products and elec- 
trical appliances—and the sales 
forces of the three divisions are 
entirely separate. 

R. L. Simpson, president of the 
Patterson organization, emphasizes 
the fact that the split-up indicated 
by the column headings is by no 
means the complete breakdown, as 
symbols are used alongside entries 
where it is necessary to indicate 
specific items sold. 

Customers’ 


sales 


sheets are assorted 
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into territories which are divided 
into two classes: country, accord- 
ing to towns; city, according to cus- 
tomers. 

Each sale on the customer’s card 
is added to the previous total, 
which enables the company to keep 
up to the minute the total of pur- 
chases to date. Sales are classified 
as direct and _ indirect—marked 
“M” for mail or indirect, “S” for 
salesmen on direct orders brought 
in by him. The sheets are then 
ready to be posted. 

Following posting, each  sales- 
man’s sheets for the day are added 
and the figures posted on a con- 
trol card, also illustrated. This 
card shows the daily amount of 
sales for the salesman plus the 
previous totals; also the business 
he produced directly and indirectly. 

Finally, a general control card 
is kept’ which shows the total sales 
of all territories and the classes 
of goods sold. 

At the end of the month sales 
for each territory are segregated 
and these figures must balance 
with each salesman’s control card. 
This record also shows the amount 
of each class of goods sold. 

Sales executives watch the card 
records carefully, and the salesman 
is advised as soon as it is noted 
that sales of individual lines gen- 
erally, sales to individual custom- 
ers generally, or sales of specific 
items to individual customers are 
falling off. 

“This system has been in effect 
in our organization for ten years 
now, so we feel we have had ample 
time in which to test its effective- 
ness,” states Mr. Simpson. “And 
I can say unhesitatingly that it has 
been a real benefit to us. 

“We concentrate on the sale of 
profitable items with good markets, 





A control sheet like the one above 
is kept for every salesman. Direct 
and indirect sales made by him 
are recorded daily 


Every customer on the books of 
the Patterson Company is repre- 
sented by a card such as this, on 
which are recorded all sales, 
broken down according to com- 
modities. A further breakdown 
than is provided for in the column 
headings is obtained through the 
use of symbols alongside entries. 
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and our records show us definitely 
whether we are going along as we 
should be. If sales fall off in any 


certain customers are good custom- 
ers on certain lines while they are 
not purchasing others for which 
they should be prospects. We then 


line, it is easy to determine what 
customers have let up in their buy- 
ing of that line’ and the reasons 
for this let-up are investigated. 
“At the same time, our analyses 
of the sales records show us that 


devote especial attention to selling 
these customers the lines in ques- 
tion. 

“Thus the system we employ for 
recording sales of specific items to 


individual customers is not only a 
check by which we may determine 
whether we are maintaining our 
sales to individual accounts or in- 
creasing them normally with the 
trend of the times; it is a guide to 
us in widening our markets for 
good profitable lines. We wouldn't 
be without it.” 























‘a GEORGE SMITH CONTROL SHEET > 
AUGUST-193 
DIRECT SALES INDIRECT SALES 
PREVIOUS wae a TOTAL oo pan | PREVIOL Ss TOTAL GRAND TOTAL 
— TOTAL TO DATE aE? TOTAL TO DAT! TO DATE 
ast} ti‘; | 
231 231 231 
2ND 20 90 52 
3RD | NO SALES 
4TH ; » 
5 231 236 135 90 225 461 
6TH 
35 236 271 239 225 464 735 
7TH | 1978 464 2442 2713 
8TH | 
135 1 271 406 | 135 2442 2577 2983 
10TH 989 2577 3566 8972 
12TH 
67 406 473 | 4059 
13TH 
58 473 531 | 4097 
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Pointers on 


SELLING WRENCHES 


An Interview with 


WILLIAM W. EDWARDS 


General Manager, Federal Hardware 
Company, Inc., New York, N. Y. 


VERYONE 


Everyone 


uses wrenches. 
thinks they know 
everything about them. That might 
mean that every industrial supply 
house and supply salesman pushed 
wrenches. Of course it does not 
work out that way. Often it’s the 
things that everyone knows. all 
about that can be helped along with 
some real attention from someone. 

But because knows 
about wrenches, there is not as good 
a story about selling them as with 
some other products. There is not 
the same chance to use product in- 
formation in helping the customer 
find exactly the right tool that there 


everyone 


W. W. “Bill” 
Edwards, Fed- 
eral’s hard- 
hitting general 
manager. 
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is with grinding wheels, portable 
electric tools, or even drills. 

Since the editor of MILL SUP- 
PLIES set me to thinking about 
why Federal Hardware has a nice 
wrench volume, it has seemed to 
me to sum up under three points. 

First of all, you must pick a good 
line. Of course it must be a high 
quality line; one you and your 
salesmen can be proud of. Because 
wrenches are not specialities, quali- 
ty is one of the most important 
talking points. 

The line must be a good one, but 
more than that, it must be well 
advertised. Our experience is that 
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sales 


building up wrench 
continually working on prospects by 
telling of the merits of the line we 


means 


want them to try. That means 
tying our house up to the line. It 
means that there is no such thing 
as pushing two lines equally. And 
it means that it is important that 
we have a line that is being adver- 
tised by the manufacturer. 

Make your choice of a line and 
stick to it. You can’t build up a 
volume in one line and then shift 
to another. 

When you have picked a line, 
stock it. That is the second essen- 
tial. Keep a good stock on hand. 
There are about 1,000 feet of 
shelving loaded with wrenches in 
our stockroom. When a customer 
wants a wrench, it is right there 
ready for him. 

“Stock the line well,’”’ means more 
than buying a big stock. It means 
keeping that stock well balanced 
as to sizes and kinds of wrenches. 
This is not the place to describe 
our perpetual inventory plan; most 
industrial distributors know how 
such plans operate. Our perpetual 
inventory plan is one of the reasons 
why we sell more and more 
wrenches. Withdrawals from stock 


UMI 
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are entered daily, as the orders go 


through. Orders for new stock are 
sent to the manufacturer so as to 
keep the inventory up. We do not 
wait until we are out and then load- 
up; we keep our stock balanced. 
Our men do not have to look in 
unopened boxes—our stock is on 
the shelves and it is complete. If 
nine wrenches is what we have 
found to be an adequate stock of 
an item, there are nine wrenches 
on the shelf. If three are sold, 
three more are ordered. 

The third essential is: “Show the 
line.” When a new model comes 
out, each of our salesman carry 
one of the wrenches with them. 
They show it to the purchasing 
agent and then—with his permis- 
sion—they show it to the men in 
the plant. That sounds like old 
stuff—it is old stuff to every sales 
manager and to most salesmen. But 
it is important; showing wrenches 
will build wrench volume. In con- 
tacting wrench users throughout 
the plant, we build-up the prestige 
of the line; we point out the fea- 
tures of the wrench and show why 
it will do a good job. 

You must have a good line and 
men must believe in it, if they are 


Three essentials 
for building 
wrench. sales: 
Pick a good line; 
stock it; show it. 
Photo shows por- 
tion of Federal 
stock. 


to take it out, show it, and do real 
constructive selling. Sometime ago 
one of our men had a new wrench 
with him out in the plant of one 
of our customers. He knew that in 
that shop wrenches had hard use; 
he knew that some they were using 
had not stood-up. So he asked them 
to put that wrench to the toughest 
test they could think of. “Take it 
out in the yard,” he said, “fix up 
something you think it can’t do. 
Put a pipe on the handle and try 
it out.” He knew and they knew 
that that was no way to use wrench. 
And the test took a lot of time for 
any immediate business that might 
come. But he believed in the line 
and he wanted the men in that 
plant to believe in it. He wasn’t 
selling that one model; he was 
selling the prestige of a line. Today 
he is getting a nice volume out of 
that plant. 

Even though wrenches lack some 
of the talking points of products 
where more engineering knowledge 
is involved, the salesmen must work 
at selling them. The man who sells 
the most wrenches will keep his 
eyes open in the plant. Even with 
wrenches he will see places where 
he can suggest a better tool for 
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the job. He can upgrade the cus- 
tomer’s wrenches all the time; sell 
him a better tool, a tool that will be 
a more economical buy in the long 
run. And he can keep the customer 
and his men informed as to im- 
provements in wrenches—tell them 
of the latest fashions. 

Those are the three essentials to 
building-up wrench sales as I see 
them: Pick a good line; stock it; 
and show it. They apply to most 
products carried in supply houses, 
too. And they are not new. Maybe 
the trick is to pay some attention 
to wrenches if you want to sell 
them. Don’t forget that everyone 
is a prospect. 

Those three points won't sell 
wrenches unless your men are 
salesmen. The approach is the im- 
portant thing. Too many men talk 
mill supplies generally—or are even 
more general and just drop in to 
say hello. Whether you are pushing 
wrenches or something else, let the 
prospective customer know you 
have it and tell him something 
specific and interesting about it. 

That doesn’t mean being discour- 
teous to the prospect. Even though 
there is a lot of friendliness in 
the world, there are many times 
when a man is busy and appreciates 
attention to business on the part 
of the callers. It doesn’t mean, 
necessarily, that the salesman has 
to follow our exact outline in his 
sales talk. But it does mean that 
he must have enough of a purpose 
and a plan to guide the conversa- 
tion. If the salesman has found 
facts or has been furnished with 
facts about the product—facts of 
real interest to those who use that 
sort of product—he will be able to 
interest the prospect. No forced 
steering will be necessary. 

The salesman’s conversation must 
have teeth in it; it’s the teeth in 
the cog-wheels that keep the 
machine moving. If the salesman 
is filled-up with information about 
his products, he can keep the 
wheels moving in the direction he 
wishes. If he hasn’t much to say 
about what he is selling, the wheels 
may move, but in the wrong direc- 
tion. Another call will be half 
wasted on baseball or football. 

But that is just good selling; it 
applies to any product. Most of the 
reasons why we sell a good many 
wrenches would apply just as well 
to other products. 
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S AN incentive to concentrat- 
ed sales effort on high quality 


lines with good profit margins, 
3uford 3rothers, Incorporated, 
Nashville, stages an_ interesting 


weekly contest among its salesmen. 

Six lines are selected for the con- 
test each week, and the lines are 
so rotated that all those which the 
company considers as leaders re- 
ceive their fair share of attention. 

Prizes are awarded on a basis of 
points: which may be earned in the 
following ways: 

Ten points for each $100 worth 
of business on any or all of the six 
selected lines during the week of 
the contest. 


Twenty points for each addi- 
tional $100 worth of business on 
any or all of these lines over a 


total of $500. 

Ten points for the largest num- 
ber of orders received on any or 
all of the six lines, and ten points 
for the largest number of new ac- 
counts on the selected lines. 

Ten points for submitting a re- 
port of the week’s business on the 
selected lines by the Monday fol- 
lowing the week of the contest. 

The salesman who does not get 
his report in by closing time on the 
Monday following each contest is 
penalized 20 points. 

Credit in the contest is given 
only on orders actually written by 
the salesman in person. Mail sales 
of these lines do not count. The 
reasons for this are obvious. For 
one thing: if mail sales were ac- 
cepted, the results of the contest 
might not be determined for an 
undue length of time. In the second 





J. L. NORTON 





RESULTS FOR SECOND 
FOUR WEEKS PERIOD 
Total Points Scored........... 600 
Position in Final Score........ First 
Total Orders Written......... 87 
New Accounts....... er 1 
Total Volume ; . $3,713.04 
Average Unit Sale 42.67 

Veu 
Lines Used Orders Accounts Volume 
Tools & Equipment 25 0 $677.18 
Manhattan Products 23 0 2,087.66 
Disston Products. . 6 0 122.08 
Jenkins Valves.... 2 0 33.30 
Pipe & Fittings. 11 0 108.11 
Shafting Iron & 
eee 15 0 420.97 
Wire Rope 5 1 263.74 


7 lines out of 16 used during four week 
period. 
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CONTEST 


SPURS EFFORTS ON 
LEADING LINES 





Loyd H. Smith, President, Buford Brothers, Nashville. 


Buford Brothers, Nashville, offers cash 
prizes for volume, number of orders 
and new accounts in effort to increase 


sales on quality lines. 


Results have 


been gratifying to management and 
salesmen. 


place, some such orders might come 
in without the salesman having 
made any special effort on the ac- 
from which they are re- 
ceived during the contest week. 


counts 


“These weekly sales contests 
have proved very much worth- 
while,” says Loyd Smith, vice- 


president and general manager of 
3uford Brothers, Incorporated: 
who conceived and developed the 
plan. 

“They have aroused a great deal 
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of interest among our salesmen 
and have very materially increased 
our sales on profitable lines, with- 
out affecting adversely our busi- 
ness on so-called volume lines. 
“But most of all, they have given 
us assurance that our salesmen 
are improving their knowledge on 
our leaders and making real sales 
efforts on these lines. In making 
these efforts the salesmen are doing 
what we want them most to do, 
namely, trying to sell our custom- 


UMI 
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ROUTE SHEET 
Week Beginning , Vine 18- LGIC 
U 
















MONDAY 


ers and prospects on the quality of 
the lines we handle so that buyers 
will remember our lines when giv- 
ing repeat orders. They are seek- 
ing out definite markets for our 
leaders and then presenting them 
to the trade in a way that empha- 
sizes their real merit and the value 
to the customer in using them. To 
my mind, this is the only sound 
basis for salesmanship in the mill 
supply field today. It certainly is 






10 Fay thre — 
sin Kitt Zed. ax<ten ene ae 
otel Monday Night 


Town Monday Night 


bringing results to us.” 

Another feature of the weekly 
report is a place on the back for 
the salesmen to show their route 
list for the following week. 


Week] 
Si Dele, y Report panes Major Lines Contests close at the end of a 


Mcesnaan y four-week period: and a recapitu- 
y seme. No onoens ~ YU fEh. _ lation is made of each salesman’s 





TUESDAY 
























1_ Gates Accessory Group ne sto u Me results, and a combined recapitu- 
lation of all salesmen. Copies of 
these are mailed each salesman so 


2 Paints and Lacquers 


3 Storage Batteries 


that he may know what he is doing 


Le and what the others are doing. 
Ten dollars is given the high 


man at the end of each four week 


” period, five dollars to the second 
7 and two-fifty to the third. These 


4 Thompson Products 








5 Prestone and Super Pyro 
6 Piston Rings 
7 Brake Lining 


$_Toole and Equipment prizes keep the men keyed up and 


9 Manhattan Products L000. 6% enthused over tne contest. 


ooreggy IN ein ag Cigarettes 


NX 


> 

12 Pipe and Fittings — - 23 3 Q UY For Sales 
19 Shafting - tron and Steel y ~3> 

14 Horse Shoes and Nails . JES P 2 


15 Rime and Spokes 


— 





cigarettes. 
16 Wire Rope 


— 7 7 7 The John Day Rubber and Supply 

os Weekly Totals 21-7 /0/ Lo _ Company, Omaha, keeps a package 

Use only six lines = O 13 20 O of cigarettes and matches on its 
during any one week —— -- 7 


service counter at all times. 
yj . -— y Seldom does one package have 
EZ. - a Yy mesh a spre ~_* -_ at — 
a Ud oan ae aaaeear ae 
rane lls glue 
COMPARATIVE REPORT—FIRST CONTEST A little thing, you think? Cer- 


tainly it’s a little thing, but it’s 


y HIS is a story about a cigarette 
or rather, a package of 


i 


i 





Total Total New Total Average Lines 





Salesman Points Position Orders Accounts Volume Sale Used one of those very important “little 
1en J. L. Norton..... 350 Ist 59 1 $2,552.62 $43.26 7 things,” one of those niceties that 
. B. G. Greene.... 305 2nd 97 8 2,183.28 22.50 9 : fe . gmail y 
sed L.A.Smith..... 301 3rd 68 5 2,018.45 29.68 9 go a long way in creating and 

th- A. J. Simpson... 248 4th 165 7 1,587.14 9.62 10 maintaining good will. 
i W.L. Cannon... 150 5th 74 1 1,108.50 14.98 15 . ae momen < reNn- 
si- . F. Day, secretary and gen 
J. T. Powers..... 129 6th 80 0 897.96 11.22 10 John ; : _ 
C.T. Anderson.. 90 7th 40 0 803.20 20.08 10 eral manager of the Day company, 
ven Sam Wheat..... 85 8th 19 0 706.00 37.15 8 feels that this friendly gest ure puts 
nen ite! ny ined EDLC customers at ease when they have 
on FIRST PLACES ON VARIOUS POINTS to wait a bit for counter service. 
ales 7 - 1. Total Points ...... J. L. Norton And the fact that an average of 
ing 2. Orders Written . . . og Sy a-cnag twenty men a day take one of the 
. 3. New Accounts .... B. G. Greene . i a a : “aRGF 
stad 4. Total Volume .... J. L. Norton cigarettes, light it and ‘smoke it 
do, 5. Average Sales . J. L. Norton indicates that he is not far wrong 

om- 6. Lines Used W. L. Cannon in his reasoning. 
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Harry W. Eck- 
land, manager of 
the industrial de- 
partment of More- 
house and Wells 
(extreme left), 
watches while R. 
G. Faverty of the 
Independent 
Pneumatic Tool 
Company dis- 
cusses “Thor” 
portable electric 
tools with two po- 
tential customers. 
























































B. D. Toney (light suit, left fore- 
ground) studies the Cincinnati Tool 
Company’s display with H. H. Har- 
grave of the latter company. Across 
the table, E. H. Seymour of the 
Turner Brass Works (left) discusses 
one of his company’s products with 
R. Lone of The Lufkin Rule Com- 
pany, his “next door neighbor.” 





Picture taken during the dinner hour 
lull shows A. C. Kinzdorfer of The 
B. F. Goodrich Company making belts 
endless, while C. R. Kline (left) and 
S. R. Potter of the Goodrich organiza- 
tion look on. George Farmer, Safety 
Belt Lacer Company, takes advantage 
of the brief respite to glance at the 
evening paper. At the end of the aisle 
are the displays of E. C. Atkins and 
Company, Minnesota Mining and 


Manufacturing Company, and _ the 
Johnson Belting Company. 


this “shot” was taken. 


Ted G. O'Leary of The L. S. Starrett 
Company (left) and J. H. Freed of the 
Nicholson File Company were both 
“doing their stuff” for visitors when 









Part of the Morehouse and Wells 
staff that put in some mighty hard 
“licks” to insure the success of the 
industrial and electrical exhibit. 


Morehouse and Wells Service 


NDUSTRIAL and electrical Deca- 

tur, including customers and pros- 
pects from the surrounding territory, 
turned out in force for the interesting 
and educational “show” staged by the 
Morehouse and Wells Company in the 
Hotel Orland of the down-state Illi- 
nois city September 30 and October 1. 

Four years ago, Morehouse and 
Wells, a widely known wholesale hard- 
ware organization, entered .the elec- 
trical supply business, while about 
nine months ago it went into the mill 
supply business on a really extensive 
scale. So these two divisions com- 
bine to show the products of their 
leading manufacturers. 

In charge of the affair was B. D. 
Toney, general sales manager and 
head of the electrical department, and 
he was assisted by Harry W. Eckland, 
manager of the industrial depart- 
ment. Sixty manufacturers cooperated 
through the presentation of displays, 
in charge of direct representatives. 

The main ball room of the Orlando 





“Here’s how she goes,” says R. H. 
Irwin, Yale and Towne, to his visitor. 
Another interested caller stops at he 
booth of Whitman and Barnes. 























was used for the booths of manufac- 
turers of industrial and electrical sup- 
plies. In an adjoining room were 
electrical appliance displays, while a 
third room in the large suite was em- 
ployed for serving a buffet lunch to 
exhibit visitors. The rooms were at- 
tractively decorated and the manu- 
facturers’ exhibits drew interested 
attention from the throngs of visitors. 

The “right people” were drawn to 
the exhibit by careful advance mail 
sales promotion plus personal efforts 
on the part of Morehouse and Wells 
executives and salesmen. Every visi- 
tor was given a number as he 
registered. He wore this number on 
his coat lapel, so it was a simple 
matter for the manufacturers’ men to 
make note of prospects who showed 
especial interest in their lines. These 


assigned numbers were also used for 
drawings to determine the winners of 
door prizes donated by manufacturers, 
which were later mailed to the for- 
tunate show visitors. 





In the foreground of this scene is a 
corner of the Ridge Tool Company 
exhibit, with R. D. Fye in attendance. 
In the background are the exhibits of 
The Billings and Spencer Company 
(Walter T. Linde of Higgins and 
Linde), The Yale and Towne Manu- 
facturing Company and Whitman and 
Barnes. 
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1. A chain hoist is: (1) a device 
for lifting chain, (2) a hoisting 


arrangement strengthened by 
chain, (3) one of a _ series or 
“chain” of hoists, (4) a hoist sold 


by a chain store, (5) a chain- 
operated hoist. 


2. A center gage is: (1) the cen- 
ter one of three gages, (2) a gage 
for grinding and positioning the 
threading tool on a lathe, (3) a de- 
vice for finding the center of a 
round bar, (4) a method of ar- 





ranging football players, (5) a de- 
vice for measuring centers. 


3. A thread gage is: (1) an as- 
sembly of short arms, each show- 
ing a different number of threads 
per inch, (2) a plate with many 
holes, through which threads are 
drawn to determine their size, (3) 
a gage made of thread for delicate 
measuring, (4) the distance be- 
tween wheels on an automobile, 
(5) a device for stopping a thread- 
ing machine after a given length 
of thread has been run. 


4. Skids are: (1) what you get 
when you get fired, (2) small plat- 
forms raised from the floor upon 
which machines or goods in process 
are set for ease of handling, (3) 
what happens on an icy pavement, 
(4) part of a game, the hop, skid 
and jump, (5) expressions like 
“quit your skidding.” 


A boring bar is: (1) an unin- 
teresting saloon, (2) a drill, (3) 








an exercising machine, (4) a lathe 
toolhelder for internal cutting, (5) 
a too'tholder supported at both ends. 


6. Waste is: (1) what you 
shouldn’t do much of, (2) what 


All 


salesmen 


will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 104 for author's list. 














costs so much in a factory, (3) 
a mass of threadlike cloth scraps 
used for wiping up, etc., (4) what 
should be in every machinist’s hip 
pocket, (5) not to be tolerated. 


7. Gage blocks are: (1) those 
close-machined blocks that stick to- 
gether, (2) supports for gages, 
(3) used in toy factories for sizing 
children’s blocks, (4) groups of 
gages, (5) don’t know. 


8. Threading compound: 
in threading needles, 


oy 


a 
KR 
NY %& 
threading looms, (3) helps’ in 
threading pipe and bolts, (4) is a 


lubricant for threading machines, 
(5) is a joint seal for piping. 


(1) helps 
(2) helps in 


9. A ring gage is: (1) a method 
for measuring rings, (2) a stand- 
ard of comparison for cylindrical 
objects or sections, (3) hardly ever 
used any more, (4) a comparator 
to show quality of the gold in a 
ring, (5) not used in automobile 
manufacturing. 


10. A surface plate is: (1) the hot 
part of an electric stove, (2) elec- 
troplating only on the surface, (3) 
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an imitation piece of jewelry, (4) 
what is called “the veneer of civil- 
ization,” (5) an accurately ma- 
chined surface upon which parts 
are assembled and measurements 
are made. , 

A plug gage is: (1) the oppo- 
site of a ring gage, (2) a standard 
for testing sizes of holes, (3) a 
grading system for plugs, (4) a 
combined plug and gage for pipe- 
lines, (5) very roughly finished. 
12. A cape chisel is: ) the name 
of a South American cape, (2) a 
point of land named after Sir Ed- 
ward Cape, (3) a device for clean- 
ing rocks off a cape to make it 
safer for seamen, (4) a chisel with 
a cape, used to protect the hands, 
(5) a chisel with a narrow, round- 
ed blade. 


13. Dead center is: (1) the place 
where a rotating member stops, 
(2)the point at which an engine is 
adjusted, (3) the center in the 





THE MORGUE 





c 


L 


tailstock, (4) the place where there 
is no static electricity, (5) the 
morgue. 


14. The tailstock of a lathe is: (1) 
left-over material, (2) the work 
support or axis at the non-driven 
end, (3) the outer end of the work- 
piece, (4) the rear end of a lathe 
dog, (5) there is no such thing. 


A universal miller: (1) grinds 
anything, (2) has a universally ad- 
justable cutter and spindle, (8) a 
mill operator without citizenship, 
(4) a fellow who has milled around, 
(5) a kind of moth. 


16. A diesel is: (1) a special type 
of gasoline engine, (2) an engine 
with double spark plugs for sure 
firing, (3) an engine with an over- 
head carburetor, (4) an engine 
that burns oil fuel and has no car- 
buretor, (5) an engine in which the 
heat of compression fires the fuel. 
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General view of the at- 
tractive Kendall Hard- 
ware-Mill Supply dis- 
play floor. 


Intensive 
Advertising 








‘Ups’ Kendall Show Attendance 


RACTICALLY every available 
medium of advertising was em- 
ployed by the Kendall Hardware- 


Mill Supply Company, Kalamazoo, 
Michigan, in arousing interest in 
the industrial show staged by this 
organization on October 1, 2 and 3, 
with the result that the attendance 
ran over the thousand mark. 

Plant and shop superintendents, 
foremen and other “key men” were 
sent cards inviting them to the ex- 
hibit. Invitations 


tended through posters placed on 
factory and shop bulletin boards. 
Newspaper 


advertisements 
















Men of the Kendall organization 
who saw their efforts in planning 
and carrying through the industrial 
exhibit rewarded by large crowds 
and keen interest on the part of 
visitors. Left to right—Joel Schick, 
. D. Owen, manager; Albert 
White, Jake Meyer, Don Rooms- 
burg and Herbert Lester. 
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were also ex- 


were 


run, and the local radio station 
broadcast daily announcements. 
The exhibit, which was open to 
all interested in tools, machinery, 
paint, general hardware and indus- 
trial supplies, was held in the 
Masonic Temple. Doors were open 












KENDALL 


HARDWARE & MILL SUPPLY CO 
pe FREE 


INDUSTRIAL 
EXHIBIT 
MASONIC TEMPLE OCT. 1-2-3 
25P.M 79 P.M 
ADMISSION FREE 


TOOLS — MACHINERY — PAINTS — ABRASIVES 
FACTORY SUPPLIES FXHIBITED RY 
FORTY LEADING MANt FACTURERS 


Posters placed on shop 
bulletin boards, together 
with newspaper space and 
radio time, built attend. 
ance. 
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daily from 2 until 5 o’clock in the 
afternoon and from 7 until 10 
o’clock in the evening. Thirty-six 
manufacturers from all parts of the 
United States presented attractive 
and interesting displays, with 
manufacturers’ men in constant at- 
tendance at the booths. 

The world’s baseball series, which 
was on at the time of the exhibit, 
was turned from a possible com- 
petitor for interest to a definite 
asset through the action of the 
Kendall company in installing loud 
speakers at both ends of the hall so 
that guests at the show might listen 
to the progress of the series while 
visiting the displays. 


Here are the manufacturers’ 
men who did their bits—in a 
big way—to make the Ken- 
dall Hardware-Mill Supply 
Company industrial exhibit 
a marked success. 























Ml iineckan 








Exterior view of new 
Moline, Illinois, 
branch store of Ster- 
ling Products Com- 
pany, Incorporated, 
where successful in- 
dustrial show was 
held Octobber 8, 9, 
and 10. 





Sterling's Moline Branch 
Makes Bow With Exhibit 


AST July the Sterling Products 

Company, Incorporated, of 
Chicago, opened a branch store 
with warehouse stocks in Moline, 
Illinois. 

On October 8, 9 and 10 hundreds 
of plant and shop men in the “Tri- 
Cities’”—Moline, Rock Island, Illi- 
nois, and Davenport, Iowa—and as 
many as could come from more 
distant points covered by the Mo- 
line branch, took advantage of the 
opportunity to visit the industrial 
show staged in the store, 1524-26 
Third Avenue, saw the latest in 
tools, equipment and_ supplies 
handled by the company on display, 
and viewed the warehouse stocks 
maintained for them to draw upon. 

Twenty-six manufacturers had 
representatives on hand to explain 
and demonstrate their lines in at- 
tractive displays, most of them 
“moving.” As a background for 
the booths were orderly shelves 
containing stocks maintained for 
the convenience of customers in the 


area. In so far as possible, manu- 
facturers’ booths were placed near 
the stocks of the items they 
manufacture. 

The way was carefully prepared 
for the show by Sterling Products 
Company through formal invita- 
tions issued to plant purchasing 
agents, superintendents, other shop 
executives and mechanics; through 
large advertisements placed in Tri- 
City daily newspapers and through 
personal follow-ups by executives 
and salesmen of the Sterling organi- 
zation. A considerable number of 
manufacturers exhibiting at the 
show cooperated in an advertise- 
ment in the newspapers on the first 
day of the show, inviting the above- 
mentioned types of plant men to 
attend the exhibit. The space al- 
lotted. to each manufacturer co- 
operating in the advertisement 
contained among other things, the 
name of the manufacturer’s rep- 
resentative who was in charge of 
the company display. The Sterling 
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organization 
fined its 


very definitely con- 
invitations to visit the 
show to those who were interested 
as buyers or users of the supplies, 
equipment and tools the company 
distributes. 

Arrangements for the exhibit 
were in charge of W. C. Teare, vice- 
president and sales manager of the 
Sterling Products Company, Incor- 
porated; Frank Arnham, manager 
of the Moline branch, and other ex- 
ecutives and salesmen of the Sterl- 
ing organization. Mr. Arnham, in- 
cidentally, traveled the territory 
now served by the Moline branch, 
for Sterling for many years out of 
Chicago. At the present time, he 
has three salesmen working with 
him out of Moline, covering West- 
ern and Northwestern Illinois and 
parts of Iowa and Missouri. 

Officials of Sterling Products feel 
that the exhibit was a success from 
every point of view, but particu- 
larly in demonstrating to plant men 
of the area just what it has to 
offer them in the way of service 
and complete stocks. 


Members of the Sterling Products 
Company organization and manu- 
facturers’ men who combined to 
put the industrial show in Moline 
over in a big way. W. C. Teare, 
vice-president and sales manager of 
the Sterling organization, is fifth 
from the left in the front row. 
Behind him (over his right shoul- 
der) is Frank Arnham, manager of 
the Moline branch. 
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PACKAGED POWER 


Diesel units provide economical power 


in small packages. 
ing industrial 


A rapidly increas- 


market offers a real 


opportunity to aggressive distributors. 


E. J. TANGERMAN 
Technical Editor 


IFE really began at forty for 
the diesel, for though it was 
invented more than forty years ago, 
only during the last four or five 
years has it achieved commercial 
importance. For years it has been 
yaining ground as an economical 
prime mover in larger sizes, but its 
possibilities in small sizes were not 
realized until it became available 
for tractors, construction 
ment, and 
streamlined 


equip- 
recently, for 
trains and_ general 
power applications. 

First, what is a diesel? It is an 
internal-combustion engine, differ- 
ing from the engine in your car 
in that it has neither spark plugs 


more 


|) 





F. Q. Sammon, Lawrenceville, 
Georgia, has this 50-hp. diesel, 
which, through the countershaft, 
drives four flour mills and a 
corn-meal mill, and from the 
stub shaft drives a 24-inch plan- 
er and a house-molding machine. 
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nor carburetor. It doesn’t com- 
press a mixture of fuel and air; 
it compre:ses air alone until it is 
so hot it will set fire to anything 
put in it. At that point, a tiny bit 
of fuel is sprayed in at high pres- 
sure and immediately burns.  In- 
stead of gasoline at prices around 
15 to 20 cents a gallon, it burns 
fuel oil at prices around 4 to 6 
cents, and burns only half as much 
for a given amount of work. It is 
the most efficient type of prime 
mover, turning one-third of the 
heat energy in the fuel into me- 
chanical work, over half again as 
much as the usual prime movers 
of other types. 


_> 


Milton Lester of San Jose, Cal- 
ifornia, has this 50-hp. diesel on 
his ranch, driving a 600 g.p.m. 
deep-well pump and replacing a 
50 hp. motor. The diesel uses 
3.1 gallons of fuel per hour. 
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So much for the mechanical de- 
tails of the diesel—more about that 
later. First, let us consider ap- 
plications, and why you, as an in- 
dustrial distributor should be in- 
terested in them. 

My survey of diesel installations 
over the past four years show that 
the greatest present market for 
diesels is in tractors, either for 
construction or farm use, this mar- 
ket being divided almost half and 
half. The construction industry also 
takes many diesels to power por- 
table pumps, drills and road ma- 
chinery. Next in order of impor- 
tance is the stationary-plant mar- 
ket, including diesels of all sizes. 
The small engines go very com- 
monly into industrial or process- 
ing plants which are highly sea- 
sonal in their operation—cotton 
gins, feed and flour mills, canning 
factories, packing plants, ice and 
refrigeration plants, dairies, and 
ice cream plants—because they are 
highly economical in operation and 
work out as more economical than 
a steam plant or purchased power. 
Other industrials that do not have 
great need for process steam also 
use diesels, as do stores, garages 
and buildings. 

All of these fields have barely 
been touched—there is still an enor- 
mous market open for application 
of an economical prime mover, par- 
ticularly when that prime mover 
has these additional advantages: 
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fuel readily available as required, 
no standby charges when not in use, 
no “warming-up” or heating-up 
period necessary, no fire danger 
with the fuel, ease of starting, high 
flexibility to meet changes in load. 
Broken down by type of unit 
driven, most diesels drive gener- 
ators, either direct or through belts 
or clutches. In ice and refrigera- 
tion plants, as well as stores, many 
drive compressors or blowers. The 
rest are direct-connected to ma- 
chines or drive line shafts supply- 
ing plant power. In all these cases, 
distributors could supply not only 
the engine but all the auxiliary 
equipment from regular stocks. 
This also means such supplies as 
tools, waste, cleaning materials, 
lubricants, paints, etc. Repair is 
simple, will cause few headaches. 
In the early days, the diesel was 
a complicated unit that required a 
specialist to operate it. But not 
these newer diesel units—they can 
be operated by anyone. One com- 
pany supplies a case in point. Back 
in 1931, this company began to ex- 
periment with diesels as prime 
movers for its tractors. In 1931, 
it built a little over 1,000 horse- 
power. Last year, it built more 


than 5,000 engines, not only for 
tractors, but also for road machin- 
ery and for small prime movers 
driving all sorts of equipment. 
Some typical applications are 
shown. Now it is introducing a 
larger engine for industrial use. 


What are these so-called diesel 
units? They are small engines, 
running up to 150 or 200 horse- 
power, and usually complete with 
oil and air filters, starting equip- 


(Continued on page 36) 
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Above—Juab County Mill and 
Elevator Company, Nephi, Utah, 
replaced a 45 hp. and a 15 hp. 
motor with this 88-hp. diesel. 
The diesel will handle both jobs, 
as well as a generator, producing 
1200 pounds of flour an hour.’ 
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Top—This 50-hp. unit, operated 
by De Raggro Brothers, Morgan 
Hill, Calif., drives an 11-inch 
pump. It replaced a motor to 
provide 200 g.p.m. more water. 
In 1900 hours of continuous 
operation, fuel and lubricating 
oil cost was 20 cents an hour. 








PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 










that help sell 


This is the second of the series of Osborn “BRUSH BRIEFS” 
containing practical sales information about Osborn Brushes. 
In the first issue, Osborn Wire Wheel Brushes were 


discussed. This issue deals with... 


FACTS TO KNOW TO SELL OSBORN FLOOR BRUSHES 


i. Osborn simplified “matching the right floor brush to the job” by 
classifying the many and varied floor sweeping requirements into 
three groups... FINE... MEDIUM... COARSE. This makes it 
easier to determine, in each case, the kind of sweeping required 
and the type of Osborn Floor Brush best suited to the requirements. 
2. FINE SWEEPING requirements are associated with smooth 
tile floors, waxed floors, linoleum floors, polished wood floors and 


similar smooth surfaces. 


3. MEDIUM SWEEPING requirements are identified with floors 
of semi-smooth concrete, unfinished wood floors and other semi- 


smooth surfaces. 


4. COARSE SWEEPING requirements are encountered with floors 
of wood blocks, rough concrete floors, brick surfaces and similar 


rough or irregular surfaces. 


%- BRUSH MATERIALS of varying degrees of texture and flexi- 
bility are required to meet the various conditions of FINE, ME- 
DIUM and COARSE sweeping requirements. An understanding of 
the general characteristics of floor brush materials makes it easy to 


explain why certain materials are used for particular requirements. 


G6. BRISTLE, while having great wearing quality, has compara- 
tively fine texture and extreme flexibility. It is ideal for many 
fine sweeping requirements. 

7» HORSE HAIR is another material which combines the fine 
texture, toughness and great flexibility required for fine sweeping. 


%. TAMPICO FIBRE, although it has the finest texture of all the 




































Briefs 


Osborn Brushes 


fibres used in Osborn Brushes, yet its qualities of flexibility and 
toughness make it particularly suited for use in combination with 
Horse Hair for many medium sweeping conditions. For certain 
coarser medium sweeping requirements, Tampico Fibre alone is 
the best suited for the conditions. 

9. PALMETTO FIBRE comes next in the order of comparative 
texture and flexibility. It is somewhat coarser than Tampico Fibre 
yet its flexibility is just right for certain medium and coarse 
sweeping requirements. 

10. BASSINE FIBRE is the toughest and stiffest of the fibres 


used in Osborn Floor Brushes made for COARSE sweeping. 


Il. The Osborn catalog classifies Osborn Floor Brushes in the 
order of their suitability for FINE, MEDIUM and COARSE 
sweeping. It is a relatively simple matter for salesmen of Osborn 
Distributors to match any sweeping requirement with the Osborn 


Floor Brush made specifically for the conditions. 


12. Through assisting industrial users in the correct selection of 
brushes to meet job requirements, salesmen of Osborn Distributors 


build bigger brush business. 


JHE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e CLEVELAND, OHIO 


Sales Offices: New York « Detroit « Chicago « San Francisco 





(motor or gasoline engine, 
etc.) cooling system (including fan 
and radiator) controls, instrument 
panel, and a base or sub-base to 
carry the engine and a direct-con- 
nected generator or other driven 


ment 


unit. An outgrowth of marine and 
mobile-machinery demands they 
provide power for small plants or 
buildings, auxiliary drives, standby 
or emergency sets, temporary or 
semi-portable setups, peak, light- 
ing, or refrigeration units, etc. 
They are usually 4-cycle, verti- 
cal engines, although a few types 
are opposed-piston or V-type units. 
Many go to more cylinders of 
smaller bore for better balance and 
smooth operation over a wide range 
of speeds; others just use heavier 
flywheels. Four or six cylinders 
are preferred numbers. Starting 
may be by air, electric storage bat- 
tery, auxiliary gasoline engine, or 
handcranking. Some are converted 
to gasoline for the first few revo- 
lutions. Hand cranking is limited 
to engines under about 40 horse- 
power and air is seldom used in 
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Lindsey and Daughti, Greenbriar, Alabama, replaced the 
75 hp. motor of their cotton gin with this 88-hp. diesel unit. 


powers that low. Storage bat- 
teries are particularly good where 
a set is to operate automatically. 


Speeds run up to about 2,500 
r.p.m., although most are lower 


than that. In other physical re- 
spects, the engines look a lot like 
huskier automobile engines, but 
they have more ability than an au- 
tomobile engine to hang onto a 
load at reduced speeds. They have 
overhead valves, enbloc construc- 
tion (although block and crank- 
case may be separate), underslung 
crankshaft in the crankcase oper- 
ating valves through pushrods. 
Pistons may be cast iron or 
aluminum alloy. The engine may 
or may not have liners and valve- 
seat inserts. Governors are built 
in, and control speed by controlling 
the amount of fuel injected. Fuel 
consumption is fairly constant over 
a wide range of speed and load, the 
engines taking about 0.4 to 0.45 
lb. per b.hp.-hr. This means that 
the small engines will deliver about 
12 kw.-hr. per gallon of fuel—or 12 
kilowatt-hours for what you nor- 
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mal.y pay for one, considering 
fuel alone for the moment. 

Cost is now $100 to $135 per 
kilowatt, and bids fair to be re- 
duced as demand increases. And 
it is increasing! In 1934, total 
American sales of diesels ran about 
750,000 horsepower, for all pur- 
poses. Last year that figure jumped 
to 1,250,000 horsepower, and this 
year it is expected to jump again 
to around 1,750,000 horsepower. 
Compare these figures with average 
annual sales of around 400,000 
horsepower in steam turbines to 
utility plants, or 400,000 horse- 
power in industrial steam equip- 
ment. 

It will pay distributors to inves- 
tigate the possibilities and the 
sale of diesels. Check to see 
whether many of your regular 
customers could not use a diesel. 

New in most of its industrial ap- 
plications, it offers distributors an 
opportunity to get in on the ground 
floor of a growing market. Fur- 
ther, a close check on diesel pros- 
pects and users will produce busi- 
ness on other lines. 


Left—An 88-hp. diesel unit on 
a truck, operates a_ gravel- 
crushing and screening plant 
for Roth Construction Co., 
Grand Marais, Minn. Below— 
One of seven diesel-gener- 
ator sets built into wagons for 
Royal American Shows. They 
provide power, floodlighting 
from 70-foot towers that fold 
up to go inside, even heat the 
snake pens. 
































Nominated and elected as the “Belt Users’ 
Choice,” Colonel Clipper thanks all his loyal 
supporters. 
He made few speeches, but depended on his 
record of— 


Protecting the hands that work for you. 
Providing a completely flexible joint 
which eliminates power loss. 
Embedding lacing hooks flush, thus 
eliminating wear on hooks and pulleys. 
Providing the finest fatigue-resisting 
steel known to hook manufacture! 
In short, the Colonel won on _ performance— 
longer life for belt and joint. 
The Colonel has been appearing regularly for 
you in the Saturday Evening Post. Keep up with 
the Colonel by stocking a full line of Clipper 
Carded Belt Hooks, Clipper Belt Lacers, Clip- 
per Belt Cutters, Clipper Rawhide Pins and 
Clipper Special Pins. 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U.S. A. 
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Reduces Power Cost 


@ Recently a Syracuse, New York, 
Club member 
customers 


found one of his 
complaining vigorously 
about his power bill and, as usual, 
thought he was being charged too 
high a rate for power. 

The Club member, having estab- 
lished a reputation as an authority 
on power transmission, was not 
long in showing the customer that 
the total power cost included a lot 
more than just the power bill, and 
showed him that in most cases ex- 
cessive power cost was not due to 
the power rate, but rather to power 
losses in the plant, fixed charges on 
transmission equipment, etc. The 
Club membér soon got permission 
to tackle the job of reducing power 
costs in this plant. 

He then got in touch with the 
power company, and together they 
studied the situation. They found 
that by staggering the loads that 
the demand charge could be re- 
duced. They also found that there 
were heavy power which 
could be materially reduced by the 
installation of Modern Group Drive. 

Results: 


losses 


The customer has in- 
stalled fifty Modern Group Drives 
with not more than eight machines 
to the group. The customer has 
already reduced his power bill 
$2,800 a year, or more than 21% — 
and the job isn’t done yet. The 
customer is now well pleased with 
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his source of power supply. The 
Club member has furnished all of 
the equipment for the Modern 
Group Drives, all of the drives being 
completely new. 


Atlanta Entertains 


@ John Turner, and his Entertain- 


ment Committee, of the Atlanta 
Power Transmission Club, on 
Saturday, September 26, enter- 


tained Roy and Peggy Smith in 
good fashion with a real ‘Georgia 
Barbecue at Turner’s home. 

The members and their wives 
came out in fine shape, and John 
and his Committee put forth a 
great deal of effort and work in 
preparing this barbecue, and left 
no “stones unturned”. 

The Atlanta Club elected new of- 
ficers in August, and this party was 
also in appreciation of the previous 
officers’ accomplishments and a 
welcome to the new officers for 
the ensuing year. 

Such get-togethers are the nat- 
ural result of several years of close 
cooperation on the part of the 
members of this Club in performing 
an outstanding industry accomplish- 
ment. Every Atlanta Club mem- 
ber has reason to be proud of his 
Club’s achievements 

The Club is putting into use some 
new ideas, one of them being the 
method of announcing meetings. 
The Secretary will write a letter 
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Conducted by 


VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


each month to every member, about 
one week prior to the meeting 
night. In this letter will be out- 
lined briefly the program. On the 
Wednesday preceding the Friday 
meeting, a post card with a cartoon 
thereon referring to either Modern 
Group Drive or some particular 
phase of the work of the Club will 
be mailed to each member and 
prospect as a last minute reminder. 


Power Transmission in the Shoe 
Industry 


@ It is being realized today in the 
shoe making industry that a great 
many considerations must be given 
study before the system or com- 
bination of systems of power trans- 
mission best suited for each parti- 
cular application is determined. 
This fact is evident through the 
appearance in the magazine, 
“American Shoemaking,” recently, 
of two articles on the subject of 
power transmission. 

The first article was _ entitled, 
“Motor Drive vs. Shaft Drive,” in 
which were given a few considera- 
tions from one side of the picture. 

The second article, appearing in 
the August 5 issue of the same 
publication, entitled, ““New Versus 
Old Drive Methods,” is written by 
Stuart Gourley and is a general 
treatise on the subject of power 
transmission in a shoe factory, giv- 
ing due consideration to the im- 
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the world has 
been waiting for 


The 


“SHOVEL- 
™ BARROW’! 


The world has literally been waiting for this invention for ~—--—-_—-—- ——~. 
more than 5,000 years! It’s so simple that when you see one 
and load it, push it, and unload it with one hand — you can’t 
help but say: “Why didn’t someone think of this before?” 








The Shovel-Barrow, as you can see from the illustrations on 
this page, is part shovel, part scoop and part wheelbarrow. 
Industrial experts predict it is destined to completely revo- 
lutionize hand labor by replacing the old-fashioned, costly 
“shovel-and-wheelbarrow” method of transporting loose, 
movable material. It is also unexcelled for removing snow 
from walks, roads and driveways on the grounds of large 
industrial plants or private estates. 





























MILL SUPPLY DEALERS— 
Read This Again! 


Every industrial plant that still uses the 
“shovel-and-wheelbarrow” method is a per- 
fect prospect for the Shovel-Barrow! Just 
demonstrate it once and it sells itself! The 
first dealers in a territory to handle the 
Shovel-Barrow are due to get the cream 
of the business! Be first! Tear out and 
mail the coupon today. See for your- 
self — at our expense! 


RETAIL PRICES (delivered 
prepaid direct to purchaser) — 
$17.50 (steel wheels); 
$20.00 (rubber-tired 
wheels). See model at left 


THE SHOVEL-BARROW CO. 
80 East Jackson Boulevard 
CHICAGO, ILLINOIS 


YES! I want to see for myself how the Shovel-Barrow works 





! 
! 
! 
! 
i ! 
\ ! 
! Ship me at once, charges prepaid, Shovel-Barrow(s) with 
! (steel ) ti 
o b \ cutter tired wheels. 
: It is agreed that if I am not satisfied, I may return same within five days, 
80 EAST JACKSON BOULEVARD ; witn =o charge. I fees ae )a dealer 
CHICAGO ILLINOIS | is 
! TEAR OUT ANw CLIP TO YOUR LETTERHEAD! 
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portant points concerned in such a 
layout. 


In this article is given a descrip- 
tion of Modern Group Drive and 
subjects such as supporting shafts 
at points of load, moving machines, 
power losses and the many ad- 
vantages of the modern group 
system are thoroughly discussed. 

It is a splendid presentation of 
the modern transmission problems 
and their solution, and is worthy 
of the attention of every Club 
member—particularly those who 
are in any way interested in the 
shoe making industry. 


Philadelphia Club Makes Plans 


@ At the regular meeting of the 
Philadelphia Power Transmission 
Club on September 21, plans for 
the coming year were made. It was 
decided that the next field of Power 
Transmission Club endeavor was to 
undertake studies in hosiery mills, 
silk weaving mills, woodworking 
plants, and in machine tool manu- 
facturing plants. 

It was proposed that the Club 
could obtain valuable experience it- 
self and at the same time materially 
enlarge the general program of the 
Power Transmission Council by 
taking the responsibility of making 
actual studies in such industries. 

Officers for the coming year were 
elected. They are: President, Mr. 
Archie Chandler; Vice-President, 
Mr. G. R. Borgman; Secretary- 
Treasurer, Mr. Herman Cope. 


M.G.D. in the Electrical Industry 


® The Jefferson Electric Co. erected 
in 1931 a plant in Bellwood, Illinois, 
a suburb of Chicago—a plant of 
some 225,000 square feet of floor 
space for the manufacture of trans- 
formers up to 5 kilovolt-amperes 
and a wide variety of special trans- 
formers. In setting up this plant, 
the power transmission system was 
planned carefully The Works 
Manager says in the September 7 
issue of “Steel”: 

“From previous experience the 
writer favors group drive because 
of the economies in first cost and 
operation and in the simplicity of 
installation and changes. If prop- 
erly laid out and planned for the 
work, group drives may be made 
sufficiently flexible to handle varying 
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production requirements. During the 
depression first cost, or investment, 
was a very important factor and 
grouping permitted a very sub- 
stantial saving. However, in plan- 
ning the drives, the groups were 
kept small to provide the most flex- 
ible arrangement and simplieity in 
operation. * * * 

“In laying out the groups each 
group was planned to handle a 
standard item or similar items of 
work to completion. Thus, presses 
for second and additional opera- 
tions are placed next to the blank- 
ing presses. This not only permits 
unit straight-line production with 
its economies in handling of ma- 
terials and parts as the work pro- 
gresses from machine to machine, 
but also permits a more constant 
load on the group because of the 
varying cycles of no-load to peak 
in the different presses. * * * 

“Another advantage of the unit 
group line is that if a particular 
item is not in production the entire 
line is down. Also, in changing 
production from one item to another 
the machines are down in sequence 
for changing dies. * * * 

“One objection sometimes raised 
to group drives is that they are put 
up to stay and not easily changed. 
To overcome this objection a special 
type of steel stringers and footings 
designed and marketed for this pur- 
pose was used. This super-struc- 
ture is designed for lightness and 
stiffness and also for ease in erec- 
tion, as the entire installation can 
be fastened on the trusses or ceil- 
ing beams with special bolts and 
clips without drilling or cutting. 
The stringers come in standard 
lengths and have holes to enable 
them to be bolted together. As 
both stringers and footings consist 
of parallel shapes held apart with 
bolted spacers they may be easily 
shifted or adjusted into position 
after the bolts or clips are inserted 
in the slots and before tightening. 
This saves considerable time during 
installation. * * * 

“The entire installation has 
proven very satisfactory and also 
economical in first cost and annual 
operating expenses, which include 
fixed charges, maintenance and 
power costs. It is close attention 
to these which some 
managements consider minor items, 
that keeps costs downs. Also, by 


savings, 
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dividing the groups into small 
units, instead of large groups, the 
desirable economies and _ neces- 
sary flexibility of production are 
obtained.” 


Application Talks in Chicago 


@® The Chicago Club is operating on 
a plan which calls for a talk at each 
meeting of about forty-five minutes 
in length, describing the actual 
application of drives in some 
particular industry or groups of 
industries. 

The talks are given by authori- 
ties on the various subjects, and may 
cover the general application of 
drives in a specific industry, or 
some phase of the aplication prob- 
lem, or the specific applications of 
some transmission equipment in 
various industries. 

The plan has proven very suc- 
cessful and the secret of its success 
is that all talks are built around 
the problems of application. Among 
the talks given to date are: 

“Drives in the Laundry In- 
dustry.” 

“Drives 
Industry.” 


in the Meat Packing 


Elections 


@ More Power Transmission Clubs 
have held their annual elections. 
The election of the following new 
officers is reported: 

Los Angeles, California: Presi- 
dent, L. L. Horchitz, 1931 Bay 
Street, Los Angeles, California; 
Vice-President, A. T. Bassett, 554 
South San Pedro Street, Los An- 
geles, California; Secretary, War- 
ren Taylor, 415 West Pico Boule- 
vard, Los Angeles, California; 
Treasurer, Fred Warren, 321 West 
Pico Boulevard, Los Angeles, 
California. 

Trenton, New Jersey: President, 
U. Pittman, Trenton, New Jersey; 
Vice-President, H. A. Andrews, 27 
Greenwood Avenue, Trenton, New 
Jersey; Secretary-Treasurer, C. E. 
Coleman, Trenton, New Jersey. 

Worcester, Massachusetts: Presi- 
dent, F. G. Munson, 100 Beacon 
Street, Worcester, Massachusetts; 
Vice-President, Fred Shaw, 4 
Cherry Street, Worcester, Massa- 
chusetts; Secretary-Treasurer, A. 
M. Walsh, 356 Franklin Street, 
Worcester, Massachusetts. 














Salesmen Are Making Big 
Gains on Sales of Alemite 


Lubrication Equ ipment 


And you'll see a gain in your income 
when you make a drive on the sale 
of Alemite Guns! These guns never 
miss their mark! They force lubri- 
cant, under tremendous pressure, to 
every part of the bearing surface. 
They’re licking friction on every in- 
dustrial front! 





Sell your customers on using these 
guns in their War with Friction! 
Every manufacturer is interested in 
eliminating bearing failures—in pre- 
venting breakdowns—in maintain- 
ing production. 


Every factory in your territory 
would like to cut its power consump- 
tion—reduce lubricant expense— 
avoid contamination of product and 
machine. All these advantages go 
with Alemite Controlled Lubrication. 


ALEMITE 


WORLD’S LARGEST MANUFACTURERS OF 
LUBRICATION PRODUCTS 





Let Alemite pave your way to the 
sale of other factory equipment. 
There’s an Alemite System, power or 
manually operated, to fit the needs 
of every manufacturer you call on. 
Every factory is perpetually at war 
with Friction. Build good will with 
Alemite—and build other sales on 
that good will! 


ALEMITE.- 1 Div. of Stewart-Warner Corp'n. 
1886 Diversey Parkway, Chicago, III. 


Stewart -Warner-Alemite Corporation of Canada, Ltd., 
Belleville, Ontario, Canada 
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The New File 


Metal Saw 
Tooth that 


. Tr 
Red Tangs 


SIMONDS 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


Milwaukee, Wisconsin: Presi- 
dent, A. A. Hormel, 2121 East Capi- 
tol Drive, Milwaukee, 
Vice-president, W. L. 


Wisconsin; 
Fry, 221 E. 


Clybourn Street, Milwaukee, Wis- 
consin; Secretary, William Riley, 
505 N. Plankinton Avenue, Mil- 


waukee; Treasurer, Art Weill, 3530 
W. Pierce Street, Milwaukee. 


“Calculating Frictional Losses in 
Line Shafting from Electrical 
Test Data” 


@ At the meeting of October 26, 
another such talk was given. It 
was entitled, “Types and Charac- 
teristics of Electric Motors.” It 
was fundamental in nature, and 
in accordance with the plan it was 
built around the problems’ of 
application. 

Each of the talks is recorded in 
detail. Thereby, the Chicago Club 
is creating a fund of valuable in- 
formation on the subject of power 
transmission application. The of- 
ficers and committees of this Club 
are certainly to be congratulated 
on making effective this valuable 
type of program. 


M.G.D. in the Automotive 
Field 


@ Motor Products Corporation of 
Detroit, Michigan, is an example of 
a modern and up-to-date motor 
parts manufacturer who appreciates 
the savings in operating cost made 
by a proper installation of Modern 
Group Drive wherever applicable. 
This plant extends over several 
city blocks and makes millions of 
parts for Ford, Chevrolet, and so 
forth, on the very largest scale. 
“Doc” Stupes, their genial and 
capable superintendent of mainte- 
nance, has made M.G.D. installa- 
tions which can be considered noth- 
ing short of ideal. All hangers are 
suspended on steel stringers, except 
in a few cases where machines will 
not be moved and where outlets are 
available in concrete ceilings. 
Anti-friction bearings are used ev- 
erywhere. High shaft speeds and 
the belts are carefully maintained. 
Maintenance (which cannot 
be given for obvious reasons) are 
astonishingly low and are carefully 
watched. 


costs 


factor are both gratifying. An ex- 
ample of M.G.D. in an auto plant 
which contradicts the trend. 


MILL SUPPLIES © NOVEMBER 1936 


Cost of power and power | 





IN THE PROFIT 


Spotlight. _ 


Taps, drills, reamers, dies, gages and 
all of the other popular items in the 
“Greenfield” line. It pays to concen- 
trate on the line that offers distinct 
and proven advantages to you and to 
your customers. 


“Greenfield” has, for over 50 years, 
given their distributors a square deal 
every time — and their distributors 


have profited. 


GREENFIELD TAP & DIE 
CORPORATION 


GREENFIELD, MASS. 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corporation 
of Canada, Ltd., Galt, Ont. 


GREENFIELD 























SMOOTHING AND FINISHING metal surface 
for painting with a Van Dorn Sander. Van Dorn 
Sanders have larger, more powerful motors with 
grit-proof commutator compartment, bearings and 
switch. Four models, for all production and mainte- 
nance requirements. 




































SAUCER TYPE 
GRINDING WHEEL 
used with Van Dorn y- 
Sander for flat-surface / 
grinding of welds, cast- 

ing ridges, etc. Van “~ 
Dorn Sanders _ also 
drive abrasive discs, 
cup grinding wheels, 
wire - brush wheels, 
planer heads, rubbing 
and polishing pads, etc. 


PsN Practicatty every plant you call on has dozens 
of applications for Portable Grinders and Sanders. And 
when you handle the Van Dorn line you can supply a 
Sander or Grinder which will exactly suit the tool-buyer’s 
requirements as to power, performance and price. Here 
are a few of their many cost-cutting uses: 


Van Dorn Sanders and attachments are used for finishing 
all types of metal and wood surfaces, such as auto bodies, 
furniture, cabinets, tanks, etc.—for removing paint, rust 
and scale—for surfacing tile, stone, etc.—-for smoothing 
welds, casting ridges, rough metal surfaces—for gouging 
and planing wood beams, timbers, concrete forms, etc. 
for rubbing down new lacquer—for buffing and polishing 
metal and other surfaces. 


Applications for Van Dorn Grinders and attachments in- 
clude: snagging and grinding castings—grinding and cut- 
ting off rivets, bolts, pins, studs--grinding metal surfaces 
when fitting castings—-smoothing welds—spark-testing 
steel rods and billets—removing rust, paint and scale 
polishing nickel, copper, brass surfaces——rotary filing of 
steel, aluminum, brass and steel castings—and many other 
production and maintenance uses. 


Push the new Van Dorn Sanders and Grinders ! They 
are helping Van Dorn Jobbers everywhere get a big share 
of the new tool business. Write for details. The Van Dorn 
Electric Tool Co., 717 Joppa Road, Towson, Maryland 


TIE UP WITH 


PORTABLE GRINDER used for snagging a casting —one of 
its many cost-cutting applications in production and mainte- 
nance work. Van Dorn Grinders are powered with heavy duty 
motors to stand hardest use. Completely dust and grit-proof. 
4”, 5” and 6” models. 


FOR STEADY PROFITS 





MILL SUPPLIES © NOVEMBER 1936 43 


UMI 








TEN YEARS AGO IN MILL SUPPLIES 


Q«ty? rv LING 
NALWAY ¢ Tee SMEMIG 



















YIGTAINGS SFr 

; [Prorounp 
REGRET WAS VOICED 
BY LEADING SPOKES- 
MEN IN THE MILL 
SUPPLY FIELD AT 
NEWS OF THE 
DEATH, A DECADE 
AGO, OF T. JAMES 
FERNLEY. FOR 
MANY YEARS 
ADVISORY SECRE TARY-TREA- 
SURER OF THE NATIONAL 
SUPPLY AND MACHINERY Dts- 
TRIBUTORS’ ASSOCIATION, AND 
FATHER OF GEORGE A. 
FERNLE™' 








Wsine DIAGRAMS 
TO PROVE HIS POINTS, E.L. 
GOUCHER, OF THE FRICK 
AND LINDSAY COMPANY 
(NOW KNOWN AS THE 
FRICK- REID SUPPLY CONM- 
PANY,) PITTSBURGH, SHOW- 
ED IN THE NOVEMBER 1926 
ISSUE OF MILL SUPPLIES, 
HOW THE MIDDLEMAN 
SAVES TIME AND MONEY 


FOR PRODUCER AND CON- 
MAGAZINE, NOVEMBER, 


SUMER. - ah. a 
WY EWS i T ZEB RAS 





THlow to cottect 
ACCOUNTS YET KEEP 
CUSTOMERS FRIENDLY 
WAS THE PROBLEM DIS- 
CUSSED BY W.A.SPITLER, 
OF THE FULTON SUPPLY 
COMPANY, ATLANTA, 
IN AN ARTICLE HE 
WROTE FOR MILL SUPPLIES 








IRECAUSE OF THE PRO- MENT COMPANY, CHANGED A 28- EMPLOYEE ORGANIZA- 
MINENCE OF THE INDIVID- ITS NAME TO THE BLACK AND TION INVENTORYING A?150,000 
UALS WHO COMPOSED IT, THE PENN MACHINERY COM- WAREHOUSE STOCK OF MILL 
SAN DIEGO FIRM, FIRST OR- PAPE ve * « SUPPLIES AS WELL AS MARINE 
GANIZED AS THE INDUSTRI- IFROM A 4-MAN COMPANY ENGINE SPECIALTIES, WAS 


AL MACHINERY AND EQUIP: HANDLING MARINE ENGINE ‘THE GROWTH-RECORD EST- 
mum, pr SPECIALITES ABLISHED IN 6 YEARS BY 
SOS Lee, ONLY, TO THE MARINE SPECIALTY AND 
: Sf ge MILL SUPPLIES COMPANY, 
a ae ae NEW ORLEANS. BEFORE TAK- 
Leathe Wie ook ING ON MILL SUPPLIES, THIS 
4) 1! Aft NR FIRM'S NAME HAD BEEN 
Ly \ THE MARINE SPECIALTY 
COMPANY. 
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ALTHOUGH HARD HIT 

BY THE HURRICANE WHICH 
SEVERAL WEEKS EARLIER 
HAD SWEPT THROUGH THEIR 
CITY, MIAMI SUPPLY HOUSES, 
BY NOVEMBER 1926, WERE 
RAPIDLY RECOVERING, DUE 
LARGELY TO THE ADDITION- 
AL ORDERS RECEIVED FROM THE 
BUSINESS MEN OF THAT CITY, WHO 
WERE COURAGEOUSLY PRESSING 
FORWARD THE WORK OF 
— RECONSTRUCTION, 








=p 

















44 MILL SUPPLIES © NOVEMBER 1936 











im 














UMI 


j NU CUT assures it... 






a Industry today wants ACTION in the Files it purchases. 
NUCUT Files assure action—by cutting more, in less time. 
NUCUT does these things because of its patented ‘"Wavy-Teeth” 
—a combination of high and low cutting surfaces. 
Industry likes the SHARPNESS of these teeth... and the speed 
with which the Teeth “clear” themselves. Industry also likes the 
SMOOTHNESS OF FINISH which Nucut leaves on any material 
... the UNIFORMITY of Nucut, assuring freedom from variation 
. and the DURABILITY of Nucut, which reduces File costs. 
NUCUT is the modern creation of Heller Brothers’ 100 years of File 
making experience. Samples for any test, and to convince any- 
one, are available upon request. 


MELLER BROTHERS COMPANY, GENERAL OFFICES: NEWARK, . J. © PLANTS AT NEWARK, N. J., AND NEWCOMERSTOWN, OHIO 
GOOD TOOLS SINCE. 1836 
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Hardware Convention Fea- 
tures Sales and Management 
Clinic 
A clinic on management and sales 
methods similar to that carried out 
at the last Triple Convention, fea- 
tured the wholesaler’s portion of the 
program at the annual convention 
of the National Hardware Associa- 
tion and the American Hardware 
Manufacturers’ Association, held at 
the Marlborough-Blenheim Hotel, 
Atlantic City, October 19 to Octo- 

ber 22. 

Excellent presentations on office 
and warehousing management prob- 
lems were made by E. Heinz, Jr., 
Hibbard-Spencer Bartlett and Com- 
pany, Chicago, and W. P. Tracy, 
the Tracy-Wells Company, Colum- 
bus, Ohio. 

Sales management methods were 
featured in discussions led by E. C. 
Kieswetter, W. A. L. Thompson 
Hardware Company, Topeka, Kan- 
sas, E. H. McGinnis, Union Hard- 
ware and Metal Company, Los An- 
geles and E. W. Hardin, Amarillo 


Hardware Company, Amarillo, 
Texas, 
The manufacturers’ meetings 


were featured by an excellent ad- 





W. P. “Bill” Ross, Standard Tool, 
“talks turkey” to Republic Steel's 
Norman Foy. 
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dress by John R. McCarl, former 
Comptroller-General and the throw- 
ing of some additional light on the 
confusing Robinson-Patman Act by 
Thurlow M. Gordon. 





“Jerry” Weikel, Bethlehem, introduces 
the two “Donalds,” Duck and Brisbin. 


Charts were used by both Mr. 
Heinz and Mr. Tracy, the former in 
discussing Hibbard-Spencer’s order 
handling system and the latter in 
presenting a survey he had made on 
the value of costing all orders. In- 
cidentally, it is interesting to note 
that only one-half of the hardware 
wholesalers responding to the sur- 
vey cost all orders. This percent- 
age was borne out by a hand check 
made at the meeting. 





Jay Miller, Bethlehem, with “Bill” 
Hansen, Hansen and Yorke, and Mrs. 
Hansen. 


Total attendance was estimated 
at over 1000 with few familiar 
faces missing. Meetings, without 
exception, were well attended and 
the increase in optimism over a 
vear ago was marked. 


Buford Opens Jackson 


Branch 


@ Buford Brothers, Incorporated, 
Nashville, Tennessee, opened a 
branch store at 449 East College 
Street, Jackson, Tennessee, _re- 
cently. The branch is managed by 
H. G. Daly, who has been connected 
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with the firm for the past eight 
years as stock man, counter sales- 
man, price clerk and _ assistant 
service manager. 

The branch was established in 
order to serve more efficiently ac- 
counts in western Tennessee. Rep- 
resentative stocks of mill supplies, 
hardware and automotive supplies 
are carried. 

Temporarily, personnel will con- 
sist of three men, the branch man- 
ager, store manager and a territory 
salesman. Additions to the outside 
sales force will be made as volume 
warrants it. 


Sager-Spuck Catalog Has 
450 Pages 


@Bound in red with blue and 
orange stamping, the new 450 page 
catalog of Sager-Spuck Supply 
Company, Incorporated, Albany, 
New York, is striking in appear- 
ance. It shows that though Sager- 
Spuck is younger than some of the 
other eastern houses, it is progres- 
sive and handles fine lines. 

The catalog includes attractive 
views of the salesroom and a map 
showing the location with refer- 
ence to the industries of the state 
of New York. Products cataloged 
include pipe, valves, fittings, mate- 
rial and steel products, power trans- 
mission items, material handling 
equipment, conveyors, elevators, 
pumps, brushes, wire rope, manilla 
rope, small tools, hose, packing, 
belting, mechanical rubber goods 
and chain. 


Change in Control in 
Smith Brothers Hardware 


@S. L. Hall, vice president and 
general manager of the Smith 
Brothers Hardware Company, Co- 
lumbus, Ohio, has purchased the 
stock holdings of D. E. Mooney, 
former president of the firm. 

Mr. Mooney, who was president 
from 1891 until February, 1936, 
was connected with the company at 
its founding in 1891, and plans to 
retire from active business. Mr. 
Charles S. Robinson has been pres- 
ident since February, 1936, and will 
continue in this capacity. 

Mr. Hall inaugurated the mill 
supply department when he joined 
the firm 22 years ago, and acted 























The fundamental basis for a satisfactory 
relationship between manufacturer and distributor is mutual profit 
making. That is the reason for the development of an enviable 
mill supply representation marketing HEWITT hose and belting. 
HEWITT distributors are making money and setting new sales rec- 
ords. Perhaps you are interested in the HEWITT profit franchise. 
Write us—we will welcome the chance to tell you all about it. 


HEWITT cozporation 


BUFRFALO NEW YORK | 
HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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QUALITY FI 


This Proves It! 


“We have been given good cooperation by 
the factory and we honestly believe that 
this file (SUPER-DUTY) is far ahead of 
any file which is supposed to be manu- 
factured in competition to same.” 


The above strong quotation from a letter from a 
large distributor of SUPER-DUTY files to another, 
inquiring, emphasizes two facts—quality of product 
and close factory cooperation—stressed in our 
""5-Point Sales Policy". The statement also indicates 
the value and profit of a SUPER-DUTY exclusive 
sales franchise. There are still some open terri- 
tories. Perhaps yours is one. Let's talk it over for 
our mutual profit. 


Write today. 


THE CLEVELAND FILE COMPANY 
3400 Hamilton Ave., Cleveland, Ohio. 


<4 As ae 
<TSiVE eae 
LES SINCE 1899 


- 
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A grand bunch in a fine appearing 
office at the Harry Cooper Supply 
Company, Springfield, Missouri. In 
the group at the rear, left to right, 
are Ray Edwards, Charles Neville, 
W. W. Carnegey (seated), Harry 
Cooper, president, Jack Cooper, 
treasurer and salesmanager, John 
Owens, Bert Waits, secretary and 
purchasing agent, and Lawrence Car- 
negey. Seated at the desk in the fore- 
ground is Earl James, while standing 
behind him is Miss Ruth Darby. 


as manager of that department un- 
til he was made general sales man- 
ager of the company. Since March, 
1933, he has been general manager 
of the company, and he and Mr. 
Robinson plan to continue the pres- 
ent policies of the firm. 


Pueblo Salesman for 
Intermountain 


@J. H. “Jack” Johnson, president 
of Intermountain Belting and Pack- 
ing Company, Denver, Colorado, 
has announced the permanent loca- 
tion at Pueblo of James Kelley, 
salesman. Kelley will cover south- 
ern Colorado, western Kansas and 
northern New Mexico. 

Business with this live-wire out- 
fit continues at a level 100% above 
1935 with collections good and the 
outlook rosy. 


Business Good in Vicksburg 


@ At the annual meeting of the 
O’Neill-McNamara Hardware Com- 
pany, Vicksburg, Mississippi, there 
was reported a nice increase in 
business over the previous year. 
A dividend was declared, and all 
of the present officers and direc- 
tors were reelected for the ensuing 
year. 

This company has recently en- 
larged its stock of mill supplies, 
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Amill supply salesman 
who uses these Modern 
Group Drive argu- 
ments in his selling 
builds income for him- 
self and his company. 
Do you work hard 
enough with your 
local Power Transmis- 
sion Club to get more 


income out of it? 





Look for our ads 
in Business Week 
and 8 other busi- 
ness papers dur- 


ing November. 
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A Service to the 
Whole Supply Industry 


MILL SUPPLIES Verified List 


of Industrial Distributors 


© One of the greatest services MILL SUPPLIES can 
render the supply industry—manufacturers and dis- 
tributors alike—is the maintenance of an accurate, 
verified list of mill supply distributors. 


¢ MILL SUPPLIES’ annual Verified List of Mill Supply 
Distributors is recognized and used by manufacturers 
as the authoritative guide to the mill supply industry. 
It is, therefore, to every distributor's advantage to 
be listed correctly in this directory. 


© We are now revising the Verified List, and want to 
make sure that every mill supply distributor is listed 
correctly. Our distributing friends can insure accu- 
racy by answering the questionnaires and other 
requests for information which we send out on this 
subject from time to time. 


* No charge is made for these listings. 


¢ Co-operation of all distributors will be greatly 
appreciated. 


MILL SUPPLIES 


The Magazine for Distributors and Their Salesmen 


330 West 42nd Street New York, N. Y. 
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| ROSSMAN 


| | SUPPLIES 








The Rossman Industrial Supply Com- 
pany, Seattle, Washington, sports a 
very attractive sign. Being distribu- 
tors of Taylor instruments, they had 
the “works” of a thermometer en- 
closed in a case as shown here, with 
sign below. Correct temperatures are 
shown at all times on the dial, which 
is about 54 inches in diameter. There 
is heavy traffic over the street in 
front and on hot or cold days, half 
the drivers crane their necks to read 
the temperature. Roy Duncan, sales- 
man, is standing on the sidewalk 
acting as a human yardstick to show 
how high the sign is. 


adding acetylene, oxygen, welding 
rod, and apparatus, and shafting. 
They carry a full and complete line 
of pipe and pipe fittings up to 6 
inches. To their mill supply stock, 


| they have added during the past 


year other lines, such as wall pa- 
per, window glass, and tractor oil 
and greases. 


Expands Pump and Heating 
Equipment Line 

@® Central Rubber and Supply Com- 

pany, Indianapolis, Indiana, has 

taken on the exclusive distribution 

of Goulds Pumps, and Ohio Injec- 

tor Company’s line of valves for 


| the Indianapolis territory. These 


two lines round out the company’s 
line of pumping and heating equip- 
ment which includes Modine unit 
heaters, Cliff boilers and_ tanks, 
Milvaco heating specialties, Ander- 
son steam traps, Mueller pressure 
reducing valves, Grabler pipe fit- 
tings and Fretz-Moon pipe. 

Lee A. Harper and Fred Hawick- 
horst have been added to the inside 
sales force of the company. 








IBOllis 


Bours for hammering loads, bolts for con- 
stant stress—temporary bolts, permanent 
bolts, and bolts which must be removed from 
time to time. Bolts which perform under high 
temperatures, bolts which must fight salt- 
water corrosion. Large bolts and small bolts; 
machine, carriage, and lag bolts; hanger, 
plow, stud, and tap bolts; bolts of carbon 
steel and bolts of alloy steel. Bolts which can 
be ordered months in advance—bolts which 
are needed day after tomorrow. 


























Varied as the demands of your customers 
may be, Bethlehem stands ready to serve— 
promptly, and with products of the highest 
quality. Our warehouse at Lebanon is stocked 
with large quantities of 3500 different headed 
and threaded products all ready for immediate 
shipment. Our plant has a capacity of 10,000 
tons a month. And always cn call is the com- 
pany’s experienced staff of metallurgists and 
engineers—ready to tackle any special prob- 
lem in fastenings. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices: 
Aibany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleve 
land, Dallas, Detroit, Hartford, Honolulu, Houston, Indianapolis, Kansas City, Los 
Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Portland, Ore., Salt Lake 
City, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, 
Wilkes-Barre, York. Export Distributor: BethlehemSteel Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 
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The Red Tag is 


always attached 


to every 
TRIMO Pipe 
Wrench. 


For many years it has been the policy of the 
Trimont Wrench Company to make the highest 
quality tools. It has also been the policy of this 
Company to foster and encourage distribution 

through Jobber and Supply Houses. Its production 
facilities make prompt service to the distributor 

always a certainty. 

Your customers will always be satisfied with the 
price and the performance of TRIMO. 

It is our fixed and permanent policy to work with you 
to meet industry’s needs. 


TRIMO TOOLS 


MADE FOR 50 YEARS BY TRIMONT 
MFG. CO., INC., ROXBURY (BOSTON), MASS. 
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Brown-Roberts to Handle 
Electrical Goods 


@ A line of electrical goods has been 
taken on by Brown-Roberts Hard- 
ware and Supply Company, Alexan- 
| dria, Louisiana, including United 
States Rubber Company’s wire, 
| Austin fittings, Economy fuses, 
Bull Dog switches, Knox porcelains, 
|McArnold products, Kellack con- 


duit fittings, Robbins and Myers 
fans, and Youngstown conduit. 








This combined loading platform and 
truck garage of the Long-Lewis 
Hardware Company, Birmingham, 
permits the company and its custom- 
ers to load trucks without difficulty 
under all weather conditions. At 
night, the steel doors are let down 
and the company’s trucks stored in 
the “garage” thus formed. Some- 
times the trucks are loaded at night. 


Correction 


'@A mistake in proofreading of the 

September issue arbitrarily 
| knocked five years from the busi- 
ness life of Louis Hanssen’s Sons 
Company, Davenport, Iowa. This 
concern was credited with celebrat- 
ing its eightieth anniversary when, 
in reality it is receiving congratu- 
lations on eighty-five years of suc- 
cessful operation. Our _ sincere 
apologies and additional congratu- 
lations, in which we know we are 
joined by other members of the 
industry. 


Weil-McLean Issues Catalog 
@ The Weil-McLean Company, Chi- 
cago, Illinois, has issued a new 
| catalog—No. 36—which shows pipe, 
valves, fittings, and accessories for 
| all general usage, and also for heat- 
ling and plumbing, refrigeration, 
air conditioning, oil burner instal- 
lation, and so on. This catalog of 
_| about 260 pages is quite complete 
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ALMOST ANYWHERE YOU 
TURN THERE’S A LOGICAL 
OSTER PROSPECT 


Because the OSTER-WILLIAMS line 
includes pipe-threading equipment, 
both hand tools and power machines 
- bolt threading equipment . 
it’s almost 
difficult for the alert supply salesman 


and welding equipment... 


to keep from bumping into sales- 
opportunities. We have been specializ- 
ing in the threading business for 43 
years but, even at that, almost every 
week furnishes a pleasant surprise in 
the form of an order or an inquiry 
from a new and unexpected mar- 


ket. If 


were less extensive and less complete, 
this condition couldn’t hold true. It 
is only because OSTER-WILLIAMS 
ean furnish an efficient answer to 
virtually any kind of threading inquiry 











that its market is so broad, so con- 
stantly active and so dependable. 
Supply-houses which aggressively fea- 
ture the OSTER-WILLIAMS line find 


themselves well repaid. 


For example, the salesman who sells 
the OSTER-WILLIAMS line, is not 
limited to a single type of machine. 
In addition to the “Wilco” he has the 
*300 series”, the “Standard” and the 
“Rapiduction” in complete power 
machines, and the “Tom Thumb”, 
“Willie Williams”, and “Power Boy” 
in portables . . . each line fitting 
accurately and profitably into its own 
necessary place in the sales-picture. 


MAINTENANCE 
is a “MUST? market today 


WILCO 
FEATURES 
Capacity 1” to 4" 
or 1" to 6". One 
die-head handles 
all sizes of same 
pitch. Rapid die- 
adjustment. Indi- 
vidual dies re- 
placeable. 
Threads coup- 
lings as well as 
pipe. 


With orders waiting to be 
filled, factories are off make- 
shift and back to mainte- 
nance. Pipe-threading mach- 
ines of the type shown below 
are back on the “necessary” 
lists. The “WILCO” stands 
out as the ideal equipment 
for maintenance work. Low 
in first cost but high in out- 
put and speedy in operation, 
“WILCO” gets the orders. 


For complete details write 


THE OSTER MANUFACTURING COMPANY 


Sales Offices: 2041 East Gist Street, Cleveland, 0. 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 


Threading Headquarters. Since 1893 
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Comprnies, ’Tenshun! 


















Here are the 

real Doughboys 

of American 
Industry 




















Why do you think 
whole regiments of 
these trucks stand 
at attention each 
morning in the 
yards or ware- 
houses of thou- 
sands of plants ? 
Greater ease and 














































Stevedore 


TRUCKS 














One of a complete line of 


















efficiency in han- + ante enti 
dling is one of the a bh 2° ell 
reasons. Greater These Trucks since 

economy through ° ° 
lower mortality Push Their Way to Profits 


rate is another. 
Strength and light weight combine to make American Hand 
Trucks the most efficient type built today. Fabricated of modern 
steel in place of wood, their light weight is a matter of “feel” as 
well as actual poundage. This is due to perfect balance which 
enables the handler to transport the heaviest loads with — 
ing ease. Translated into dollars and cents, investment in these 
trucks definitely makes payrolls more productive. 





Superior wheel equipment in pressed steel and semi-steel is an 
American Hand Truck feature. Goodyear P.S. C. Rubber Tires, 
Timken or Hyatt Roller Bearings are standard when purchasers 
desire superlative equipment. Write for catalog and | eos list 
showing the variety of designs—eac ch one tested and proven 
efficient for specific handling needs. 














The labor saving, 
floor-saving, rubber- 
tired, roller - bearing 
“American” hand 
truck wheel. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue, Dept. 2, Philadelphia, Pa. 


AMERICAN 


PRESSED STEE 


HAND TRUCKS 
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The staff of Felix L. Alcus, Incorpo- 
rated, New Orleans, includes, left to 
right: J. V. Palmer, T. M. Zeleskey, 
M. E. Cotaya, Alvin Doughty, V. L. 
Choppin, manager of the mill supply 
department, and Felix L. Alcus, 
president. 


Colonial Supply Has New 
Supply Catalog 


@To celebrate its twenty-fifth 
birthday, the Colonial Supply Com- 
pany, Pittsburgh, Pennsylvania, 
has issued a Silver Anniversary 
Catalog with several distinctive 
features. In this catalog appear 
the important items carried and 
sold by Colonial. There have been 
omitted those items often from 
habit catalogued by supply houses 
but which are not as generally re- 
quired. This has resulted in a 
reduction in bulk of nearly 50 
per cent. 

The catalog contains 194 well il- 
lustrated 84 by 103 inch pages. 
Prices are included. There is a 
seven page index at the front of the 
book. Use of “wire-o” binding per- 
mits the catalog to lie flat when 
open. There is a flexible leather 
cover. In a_ foreword, Colonial 
states that hereafter it is planned 
to issue catalogs more frequently 
than is generally customary. 


National Association Signs 
New Members 


@ Recent additions to the member- 
| ship of the National Supply and 
| Machinery Distributor’s Associa- 

tion include: The Ohio Ball Bear- 
| ing Company, Cleveland, Ohio; 
| Buhl Sons Company, Detroit, Michi- 
gan; Montana Hardware Company, 
Butte, Montana; Oppel, Glanfield 
and Rowe, Incorporated, Newark, 
New Jersey; W. L. Smith, New- 
| burgh, New York; and The Cres- 
| cent Supply Company, Marietta, 
| Ohio. 


| 
| 








t 
and manufacturing profits st” 


The Power Wise 
Group Their Drives 





Of course, power must always remain an 
expense item in determining production 
cost. But, according to transmission engi- 
neers, the difference between efficiently 
and poorly conveyed power can make a 
vast change in your annual profit picture. 


Progressive plant managers notice an 
immediate change when Modern Group 
Drives are employed. Coupled with the 
installation of American Steel Split Pul- 
leys, they are obtaining maximum power 
with minimum outlay. This is not idle 
boast but scientific engineering fact. 


American Steel Split Pulleys have defi- 
nitely demonstrated economies in oper- 
ation. They require less power to start 
because they are lighter . . . less power 
while running because they are perfectly 
balanced, true and designed to reduce re- 
sistance by cutting the air. 


The advantages of split construction, 
interchangeable bushings, superior 
strength and lightness all contribute to- 
ward savings that you can not afford to 
overlook. Let us send descriptive litera- 
ture at once. Then decide for yourself. 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 
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Industrial Distributor 





Here’s an inside shot of the office of 

the Texas Belting Company, Houston, 

Texas. The gentleman at the desk 

at the left is C. A. Borton, treasurer 

of the company, while J. E. Eylster, 

sales manager, is at the right. The 

young lady is Miss Peggy Whitaker. 

Unfortunately, O. F. Thompson, 

Why so many Distributors ) president and general manager, was 
out of town at this time. 


Boetticher-Kellogg Co. to 
l Handle Republic’s Line 


@ Boetticher - Kellogg Company, 





* 
DISTRIBUTORS have a Socket Screw that is 
made by an entirely new, different, and better 


f f : Evansville, Indiana, has been ap- 

ey pointed a jobber of the complete 

2 line of tubular products, manufac- 
Ss 


tured by Republic Steel Corpora- 


DISTRIBUTORS know that consumers recognize | tion, Cleveland, Ohio. 


the value of a Continuous Unbroken Fibrous 
Structure. Holo-Krome produces this desired 








result in their exclusive and patented method of Takes = Spraying 
manufacturing FIBRO FORGED Socket Screws. Equipment 

@ Farwell, Ozmun, Kirk and Com- 
3. pany, St. Paul, Minnesota, an- 


DISTRIBUTORS realize and appreciate the | nounces that it has taken on the dis- 
value to them, and their customers, of Holo-Krome Sees : ee ees 
TEN-TOR Testing. Tensile—Torque—Yield 

Point—Reduction of Area—Elongation—Etc. 
=0.0 coe are necessary physical properties now accuratel 
“ey determined by Holo-Krome TEN-TOR Testing 


“To work with and to sell thru the 





—an exclusive Holo-Krome feature. 

SCREWS 4. 
DISTRIBUTORS know that the basic plans of 
Holo-Krome are to progress and that this progress 
can only be accomplished by the cooperation and 
assistance of progressive distributors who realize 
that to-day’s selling methods and manufacturing 


processes must look to the future—“as you were” 


is not enough. Swing to Holo-Krome—it’s pro- 
gressive. 








The Washington Belting and Rubber 


Company has stores in both Tacoma 

and Seattle, Washington. This group 

H O L O = K R O M E from the Seattle branch includes (left 
to right) Robert Sherman, stock 
clerk; Charles E. Wright, cashier; 

FIBRO FORGED SCREWS and J. H. McGrath, vice-president. 


. : | D. E. Rice, mechanical engineer, and 
ee Harry M. Tillotson, salesman, were 
THE HOLO-KROME SCREW CORP., HARTFORD, CONN. away. 
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COPYRIGHT 1936 BY 
KEASBEY & MATTISON CO 


, 


est in asbestos 





, * like products that 
are made right ... priced right . . . and sold 
right. The insulations and packings. of the 
K & M line are made by a company that has 
had 60 years’ experience in pioneering and 
developing Asbestos and Magnesia products. 
They are always priced right and are sold only 


through established channels of distribution.. 


KEASBEY & MATTISON 


] } 


COMPANY anater, PENNA. 


The K&M Line is complete: 





Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 


Asbestos Paper and Mill Board 
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The product plus the distributor policy make the money 
for the Jobber — and the “‘making’s” very good! 


The best-made hollow screws on earth wouldn’t be 
best for the industrial Distributor unless sold under a Dis- 
tributor policy. Without it, your biggest customers would 
be factory customers. 


The soundest Distributor policy on earth wouldn’t be 
sound for the hollow screw Dealer without a superior 
product to hold customers. 


Our Distributors know the Allen tie-up of product and 
policy to be right —26 years. Obviously the reason most 
leading supply houses participate in the tie-up. 


THE ALLEN MEG. COMPANY 


HArrrorn, Conn. U.$.A. 
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“Dutch” Krudupp, manager of the 
mill supply department, W. J. Holli- 
day and Company branch in Ham- 
mond, Indiana, says he is first, last 
and all the time a “peddler.” Here 
we see the genial “Dutch” about to 
step into his car on a “peddling” 
tour in the interest of his company. 





tribution of DeVilbiss spraying 
equipment for the St. Paul terri- 
tory. This equipment is manufac- 
tured by The DeVilbiss Company 
of Toledo, Ohio. 


South Bend House Purchases 
Building 

@ The South Bend, Indiana, branch 
of The National Mill Supply Com- 
pany, Fort Wayne, Indiana, has re- 
cently purchased its own building 
at 224 East Monroe Street, accord- 
ing to E. R. Tuck, manager. The 
move from the present location at 
100 East Monroe Street will be 
made shortly. 


Duncan Adds Line 


@R. C. Duncan Company, Minne- 
apolis, is now distributing wire 
rope manufactured by the Ameri- 
can Cable Company and the oil and 
grease line of the Keystone Lubri- 
cating Company. 


New Catalog For Pacific 
Coast Distributor 


®The new Catalog “C,” 1936, of 
Woodbury and Company, Portland, 
Oregon, well reflects the fine agen- 
cies handled by this Pacific Coast 
Distributor. It has 550 pages and 
is bound in green cloth stamped 
with silver. The catalog covers 
tools, equipment, supplies, and 











In the photograph: Starrett Dial 
Indicators No. 25-F and No. 25-A, 
Starrett Gear Tooth Vernier Caliper 
No. 456, Starrett Vernier Caliper 
No. 122, Starrett Micrometer Depth 
Gage No. 440-A. 


SAFE, SURE 
STARRETT 
ACCURACY 
For 
LAYING OUT, 
MEASURING, 
INSPECTING 





The way production is handled today, your customers can’t 
gamble with the risk of lost time and wasteful errors. 
That’s why they insist on dependable, accurate Starrett 
Shop Equipment Tools and Dial Indicators . . . and why 
it pays to keep your stock of Starrett Tools complete and 


up-to-date. Write for copies of the new, revised Starrett 


THE L. S. STARRETT CO. 
Catalog 25EG and the special Starrett Dial Indicator ile Pigg m 


Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U.S. A. 


Catalog. 








Sell Starrett 
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Sturdy Steel Ousts 
Wood! 





Patented 
Patents Pending 


‘*Hallowell’’ Work-Bench of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven't done so. 

The “HALLOWELL” Line is an honest-to-goodness 


money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 





“HALLOWELL” 


wre YOUR BEST 


‘ " " J 
TRUCKS SELLERS 
“HALLOWELL"” Steel Work- 
Benches 
“HALLOWELL” Steel Work- 
Tables 


“HALLOWELL” Steel Work- 
Benches Semi- 
Portable 
“HALLOWELL” Steel- Wood 
Work-Benches 
“HALLOWELL” Steel- Wood 
Work- Tables 
“HALLOWELL"” Steel Bench 
Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL"” Steel Stools 
“HALLOWELI Foremen’s 
Desks 
“HALLOWELL” Steel Shop- 
Furniture 
“HALLOWELL” Steel Floor 
Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket 
Head Cap 
Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances. 


STANDARD PRESSED STEEL CO. 
BOX 519, JENKINTOWN, PA. 





“HALLOWELL” 
STEEL STOOLS 

















NEW YORK 


SAN FRANCISCO BOSTON 
CHICAGO 


INDIANAPOLIS DETROIT ST. LOUIS 
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George A. Paul has joined the sales 
force of the Great Lakes Supply Cor- 
poration as refractory engineer. Mr. 
Paul has been with the Glencoe Lime 
and Cement Company for the past 
two and one-half years and has had 
considerable experience with Quigley 
products. 


steel products for the great variety 
of manufacturers in the Northwest. 
In addition to the usual run of in- 
dustrial plants Woodbury also 
serves marine contracting, sawmill 
and logging camps, furniture fac- 
tories, paper pulp, flour, and wooden 
mills, distilleries and breweries, 
chemical and cement plants, forest 
service, laundries, creameries, can- 
ning, packing, and cold storage 
plants. 


Mau-Sherwood Builds 
Catalog 


@A general catalog of nearly 500 
pages, descibing its line of trans- 
mission, mechanical rubber goods, 
pipe, valves and fittings, steam 
specialties, plumbing, safety appli- 
ances and tools has recently been 
issued by The Mau-Sherwood Sup- 
ply Company, Cleveland, Ohio. 


William Johnston Fifty 
Years in Business 
@ William T. Johnston, president, 
William T. Johnston Company, Cin- 
cinnati, Ohio, this year celebrates 
his fiftieth year in business, his 
golden wedding anniversary and 
his seventy-second birthday. His 
many friends will be sorry to learn 
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outcut and outlast conventionally made sandpape! by 3 wide 


margin—and at no extra cost to your trade. 


In the coating process 4 current of 400,000 to 400,000 volts of 
electricity spaces the grains uniformly and forces them to stan 

on end—their sharp cutting edges fully exposed for faster, cleaner 
sanding. Proper clearance between grains prevents loading oF 


filling and assures longer cutting life. 


We can prove to your customers that Elek-Tro-Cut Production 
Paper, Cloth and Combination produce smoother finishes and 
reduce sanding costs. You arrange the demonstration—then 


notify our branch located nearest you—we'll do the rest. 


MINNESOTA MINING & MFG. CO- 


Saint Paul, Minnesota 


Baeder Adamson Co. Wausau Abrasives Co. 


Complete stocks carried in our 
cities: ew York, Boston, 
Chicas°, Cincinnati, Detroit, St. 
Seattle. 


branches located in the following 
Philadelphia, Buffalo, High Point, 
Louis, San Francisco, LOS Angeles, 


MS 1136 
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is telling your customers about 
Stanley Irons. Get full details 
by writing to-day! 





%& COMPRESSED 
PURE COPPER TIPS 


Accurately machined for a valve- 
fit connection with Heating Heads. 
Result: quick conduction, 100° 
protection of heating surfaces from 
oxidation and flux fumes. 


* SOLID COPPER CORES 


For full flow of heat. Only copper 
is used in Stanley Irons — it is the 
best heat conductor and assures 
economical operation. 


* HERMETICALLY 
SEALED UNIT 


Permanent protection for winding 
and core against oxidation, flux 


fumes and moisture. 


* INSTANT LENGTH 
ADJUSTMENT 

Simply turn handle to left to loosen, 

slide along stem, turn right to 

tighten. 


% VENTILATED 


HARDWOOD HANDLES 
Cool, comfortable, adjustable, well- 
shaped, strong and removable. 


%e CORD STRAIN RELIEF 

At the important point where it 
enters handle, the 6 foot approved 
flexible cord is provided with an 
ingenious relief that prevents 
strains and fraying. 


MILL SUPPLY JOBBERS! 


The introduction of this deluxe qual- 
ity Electric Soldering Iron represents 
an unusual sales opportunity. There is 
a big market in your territory for an 
electric soldering iron that is efficient 
and trouble-free. This same advertise- 


ment in metal-working magazines 


request. 


STANLEY TOOLS 


New Britain, Conn. 



















STANLEY 
ELECTRIC 


SOLDERING IRONS 


In Eight Sizes, Wound for Standard Voltages 


When you’re seeking a quality solder- 
ing iron, these brand new Stanley Tools 
will interest you. Stanley has combined 
four big advantages in these new irons: 
Quick heating. Full flow of heat that 
keeps the tip at working temperature. 
Replaceable tips. Instant adjustment of 
handle for length. Many other important 
features that make for unusually long 
life and reliability. 

Every user of soldering irons should 
learn what Stanley irons have to offer. 
Read the quality features at the left — 
think what they mean in a full measure 


of service. Descriptive folder sent on 





STANLEY ano STANLEY-ATHA TOOLS 
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“EXPERT SOLDERING” 


Includes a wealth of helpful iaform- 
ation under such headings as these: 
THE HEAT DOES THE SOLDERING » METALS TO 


BE SOLDERED @ FLUXES @ SOLDERING PRAC- 
TICES @ TYPICAL SOLDERING JOB—HOW TO DO IT 


WILL WELCOME THE INFORMATION THEY CONTAIN... .. 
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F Ranwille Company 





The booth of the F. Raniville Com- 
pany, Grand Rapids, Michigan, at the 
convention of the American Pulp and 
Paper Mill Superintendents’ organiza- 
tion, held in Grand Rapids, June 24, 
25 and 26. A. J. Sparks, Raniville’s 
manager of sales, reports that there 
were 186 registrations at this very at- 
tractive and well arranged booth. A 
set of aeroplane luggage was given 
away as a registration award. 


| . ‘ —— . — 


that he has been kept from well- 
earned celebration by an unfortu- 
| nate illness which has confined him 
| to his home for the past year. 
Mr. Johnston invented the first 
| steam stearing gear for steam boats 
and was the author of several books. 
He has always been active in 
civic affairs, having been president 
of Cincinnati Rotary, vice-president 
| of the Cincinnati Club and treas- 
urer of the Chamber of Commerce. 





Hurricane Spurs Norfolk 
Sales 


| @ According to word received from 
| William McC. Paxton, Paxton Com- 
| pany, Incorporated, Norfolk, Vir- 
| ginia, the recent hurricane in that 
| territory kept all Norfolk distribu- 
| tors busy supplying pumps, hose, 
| lanterns and other items necessary 
| in clearing up. 

| In nearly every case, part time 
| crews were kept on duty 24 hours 
| per day to 
| needs. 


care for customers’ 


| Worthington President Dead 


@A. J. Gaehr, president, George 
Worthington Company, Cleveland, 
died early this month. Mr. Gaehr, 
who was 63, rose from office boy to 
president of Worthington, the only 
employer for whom he worked. 
Mr. Gaehr was born in Switzer- 
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af Warr THE FIRST LAW IS ACCURACY. . . 
IN UPSON’S DIE AND DIE-HARDENING DEPARTMENTS 





e Perfect headed products—whether standard machine bolts or special-shaped 
items of intricate design—can be produced only with perfect dies—thus, 
the first rule at Upson—ACCURACY. 


Were you to visit Upson’s die-making department, you probably would 


be most impressed by the painstaking care given each die. You would see 





skilled craftsmen creating in blocks of die steel reproductions of the desired 
design, faithful to the thousandth of an inch. You would note the precision 


in the final hand tooling that bespeaks the work of master craftsmen. 


Then, were you to enter Upson’s die-hardening department, you would 
see finished dies being heat-treated in modern furnaces to obtain the degree 
of hardness required to insure accuracy in detail throughout production 
of thousands of pieces. 


Upson takes no chances—pays strict attention to the little things—and 
thus insures uniformly high quality in every Upson product. Why not take 
advantage of this extra care? Specify UPSON on your orders for headed 


and threaded products—and note the difference in the items you receive. 








UPSON NUT DIVISION 


Bolts and nuts in all standard and special 


shapes, sizes, alloys and finishes. Standard 9 
and special rivets of all kinds. Wire rope Cc U I¢ tee 
clips. Turnbuckles. Automotive and railroad 


special items. Headed and threaded products 


Sorevery use. Yourspecialties are our specialty. ec O RB P O R A T I O N 


GENERAL OFFICES::-:-CLEVELAND, OHIO 
When writing Republic Steel Corp. for further information please address Department M8. 


MILL SUPPLIES © NOVEMBER 1936 63 





UMI 





SELL COST CUTTING 
BROWN & SHARPE 


“CAM LOCK” 
ADAPTERS 


—Positive Drive 
—Quick, Easy Cutter Change “a 


Brown & Sharpe Cam Lock Adapters provide 
positive, accurate cutter drive, and eliminate 
the delay in changing cutters, with attendant 
loss of expensive man and machine time. 


Tell your customers about this modern 
time-saving equipment for end milling 
work. 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 
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A real veteran of the supply business 


,is Jake H. Gutmann, vice-president 


and general manager of the Weil-Gut- 


| mann Supply Company, New Orleans. 


| land, the son of an Evangelical 


Mr. Gutmann has been in the supply 


| business for many years. 


minister. The family came to the 
United States when he was 12. 


| They settled first in Rochester, 
| Pennsylvania, but moved to Cleve- 
| land in 1891. 


Mr. Gaehr went to night school 
and finally was graduated from 
Cleveland law school. He took cor- 
respondence courses from a number 
of colleges. During vacation periods 


| he attended Harvard. At the time 


of his death he was registered for 
a course in philosophy in the Uni- 
versity of Chicago. He was ad- 


| mitted to the bar in 1900. 


His business life was equally 
active. He was a director and a 
member of the Cleveland Chamber 
of Commerce, a former president of 
the Cleveland Credit Men’s associa- 
tion, and chairman of the code com- 
mittee of the National Hardware 
association. 


One of the fine window displays of 

the H. Channon Company, Chicago, 
| Illinois. The fans and the unit heater 
| are products of the National Fan and 
| Blower Corporation. 
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Get the facts at first hand. That has always been a slogan 
with Thermoid engineers. For years we have kept asking 
one question of mill maintenance men: What are the 
necessary characteristics of good transmission belting? 
And in every instance the answers can be summed up 


in one short word — QUALITY. 


To the Thermoid organization, Quality means using the 
best raw materials and applying conscientious, expert 
workmanship. Thermoid Quality is always expressed in 
terms of long, efficient performance. 


Constant striving for perfection has brought Thermoid 
Belting a general recognition which quality alone could 
win. To your customers, an ample 
stock of Thermoid Transmission Belt- 
ing is evidence that you value quality 
and service first in your choice of 
replacement materials. 


THERMOID RUBBER COMPANY 
FACTORY AND MAIN OFFICES 
TRENTON, NEW JERSEY 
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| Thermoid offers 
| a complete line 
of beltings 

| including these 
standard types 


* 


Conveyor Belting 
Transmission Belting 
Grader Belting 
Canners Belting 
Bucket Elevator Belting 
Grain Elevator Belting 
Agricultural Belting 
Hog Scraper Belting 
Fndless Thresher Belting 
Oil Country Belting 
Axle Lighting Belting 


* 


BELTING: PACKING 
HOSE: BRAKE LINING 
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WO SHop 10° SM4z, 
NO TOOL poow 199 Lane 


New 44 DU MORE %ebnaher 


A LOW PRICED P 


DUMORE 
OPENS ANOTHER 
7 New 
Field for Profit * 

FORYOU & 
















DN INTERNAL - BERNAL LATHE GRINDER 


SV 
Nv ~ 


Hundreds of jobs—never possi- 
ble before on a small lathe- 





can now be handled by this new, 


small Dumore lathe grinder. Hun- 
dreds of shop owners who would not 
invest in a larger, more costly 
grinder, will now be prospects for 
the New No. 44 Dumore “Tool- 
maker.” 


It’s the lowest-priced Dumore lathe- 
grinder of this type ever offered. 
Precision-built, with a speed range 
of 7,000 to 40,000 r.p.m., it has a 
tremendous field of usefulness for 
both internal and external work. 
No shop is too small to use it at 
splendid profit—and you can sell it 
to large shops—for use in their 
smaller lathes. It is an inexpensive 
additional emergency grinder. 





EXTERNAL GRINDING 


* 


fed from a tapered 
lubricates main spindle bear- 


* 


A “fog of oil” 
“thrower” 
ings. 


The No. 44 is completely equipped 


with wheels, pulleys, wrenches, 
belts, ete. Removable mounting post 


“Deo. > ° 8 ; Hf — . . 
Pre loade ri ball-bearings in spindle makes set-ups easy and quick. Here’s 
eliminate hand adjustment. New design 7 ° 

bearing mounting, closer to grinding a compact, complete unit that can 


be sold with little effort to hundreds 
of shops. Write today for complete 


wheel, assures spindle rigidity. 


* 


Forced ventilation of motor assures cool 
running. Motor fitted with selected ball 
bearings. Pivotal mounting. Simple 
belt adjustment. 


information and prices. 


THE DUMORE COMPANY 
Dept. 166L, Racine, Wis. 


UMORE 


GRINDERS 
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Distributors for Grunow 


@In addition to its large mill 
supply department, the Riechman- 
Crosby Company, Memphis, Ten- 
nessee, has an electrical depart- 
ment, and was recently appointed 





A. L. COWLES 


exclusive distributor in the Mem- 
phis territory for the Grunow line 
of radios and electrical refrigera- 
tors. A. L. Cowles is in charge of 
the new department. There are 
three salesmen for this new line. 


Plaisance Covers Louisiana 
@ A. J. Plaisance who has been with 
Stauffer Eshleman and Company, 
Limited, New Orleans, Louisiana, 
for over ten years, is now travel- 
ing the state of Louisiana for that 


| firm. This is the territory covered 


by E. J. Ganucheau for over 30 
years. Mr. Ganucheau died of a 
heart attack in January. 


Joplin Supply President 
Passes Away 
@ Frank C. Ralston, president and 


| general manager of the Joplin Sup- 


| ply Company, 


Joplin, Missouri, 
passed away September 21. The va- 


| cancy caused by Mr. Ralston’s death 


| as office and credit manager. 


has been filled by the board of di- 
rectors through the election of his 
brother, John C. Ralston of Chi- 


| cago, as president and general man- 


ager. The new president has an- 


| nounced the appointment of W. J. 
| Beechwood as manager of sales and 


all activities and of Clark C. Calvin 
Both 
of these men have long been associ- 


| ated with the Joplin Supply. 

















%& Many years ago this Company realized the vital importance of this 
statement which, since, has become as widely accepted as the phrase “Honesty 
is the best policy.” 


At any rate, acting upon what we believed to be the necessity of servicing 
users of twist drills and reamers as quickly as possible, we established our 
New York Stockroom at 30 Reade Street on May 1, 1895. Today, because 
of the large stock of tools carried, it is able to make deliveries, within 24 
hours, to “Cleveland” Distributors in New England, and all along the 
Atlantic Seaboard as far South as Norfolk, Virginia. 


Thus, we are able to assure users of twist drills and reamers, not only the 
highest quality, but the quickest possible delivery of standard sizes. Our 
regularly maintained stocks of tools in New York, Chicago, San Francisco 
and Detroit (not to mention Cleveland) are more than ample to meet 
your immediate needs. 


So, in our advertising to users, we have no hesitation in using the phrase 
“CLEVELAND DISTRIBUTORS EVERYWHERE ARE READY TO SERVE YOU.” 


TWIST DRILL 
(On 63. Ei. a am 6 
1242 EAST 49" STREET 
CLEVELAND 


TRADE MARK REG U S PAT OFF ANDO FOREIGN COUNTRIES 


30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 634 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD. DETROIT LONDON - £.P. BARRUS, LTD 35°36 37 UPPER THAMES ST.EC4 
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and 


COMPRESSED AIR is the 


best and cheapest power me- 
dium for hundreds of jobs in 
the industries represented by 
RAILROADS 


Starting locomotive fires, op- 


this picture. 


erating pneumatic hammers, 
drills, air hoists, lifts, jacks, 
air brakes, sand blasts, cross- 
ing gates, switch and signal systems, sand rammers, track sanders, cleaning flues 
and plush car seats, calking boilers and tanks, wood boring, tie tamping, pulling 
spikes, driving nails, pumping water and starting diesel engines. COMMUNI- 
CATION: Cleaning automatic switchboards, operating various tools used in 


maintenance work, operating sprinkler systems and elevator doors. 


| Ce Transportation and Communication, numerous other industries 
are always anxious to learn about better, more efficient methods 
which will do the job better. 

Every day Quincy Compressors are demonstrating the economy and 
efficiency of Compressed Air to an increasing variety of industrial 
concerns. These Quincy installations are all interesting and many are 
unusual. They range from agitating maple syrup to areating supplies 
of water. 


A BETTER W AY 


PROFITS 
will be YOURS 





|) = 


T. W. Lewis, Jr., son of T. W. Lewis, 
president of Lewis Supply Company, 
Memphis, Tennessee, is following in 


his father’s footsteps. After working 
for some time in the office getting ac- 
quainted with “mill supplies,” T. W. 
Jr. has recently been made city sales- 
man for the firm. 


New Branch Store for 
Sterling Products Company 


@ The Sterling Products Company, 
Chicago, recently opened a branch 
store at 1524-30 Third Avenue, 
Moline, Illinois, under the direct 
supervision of Frank Arnham, vice- 
president. A complete line of mill 
supplies will be carried in this new 
store. 

E. F. Burton, for many years 
western representative for Graton 
and Knight, will be in charge of the 
belting division. He will work the 
territory from Peoria west through 
the state of Iowa. 


The company further reports 
that there are now four salesmen 
traveling out of the Moline store. 
New lines added at Moline are 
Berry pulleys, Graton and Knight 
belting and Chisholm and Moore 
hoists. 


FREE Guide to Increased Profits 


Wherever your territory may be, we can show you hundreds of places 
where Quincy Compressors can be sold on a money-saving basis. Write 
today for FREE Compressor Data Book. It contains a valuable Check 
List that gives you the right conception of Quincy Compressor sales 


opportunities in your own terri- 


Galigher Staff Says 

“Thanks” in Verse 
@So gratified were the members 
of the staff of The Galigher Com- 
pany, Salt Lake City, over the re- 
cent receipt of a very substantial 
bonus from the company, that D. 
D. Kelly, one of their number, was 
delegated to prepare a letter of ap- 


tory. Simply fill in and mail the 


coupon below. Quincy COMPRES 


UINCY 


SOR ca. 
Offices 


Quincy, Illinois. Branch 


Compressors 
New York and Chicago. 





Factory trained Quincy men always available for engineering and sales assistance 


Mail Coupon Today! 


Free 





+ 
: Quiscy Compressor Co., Quincey, Illinois. Dept. M-11 preciation. 
e . . . 
COMPRESSOR ° Gentlemen: Without obligation, please send me FREE Mr. Kelly, however, was inspired 
: Compressor Data Book with Check List of Quincy to verse, so the following message 
Sales Opfortunities : 
DATA BOOK : | was received by John T. Potts. 
Na 3 ‘ ; i a : 

Conteins valuable Check List of Sales & resident of the company, also a 
; ; ° I j 
Opportunities, helpful Engineering Data, : Address former president of the National 

Charts, Tables, etc., pertaining to Com- « | ° ‘ 
pressed Air. Sent FREE. Use Coupon. $ Cit¥ ee State ...seeeeeeeees Supply and Machinery Distribu- 
. . . 
eS iv PRE oi sc nis vse eniditainsaracsadcsncaieees tors Association, who was away 
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SPIE 
VEREQUENT CROSHINGS 


Select the (ope that = Fila Lfour ‘Job 


Every application of wire rope 
has its own greatest destructive 
force. In order to enjoy long 
rope life ic must be overcome 
by proper selection of construc- 
tion. Take the unavoidable 
haphazard overwinding 35 4" 
example This subjects the rope 
to undue crashing and, 
unless the rope ts designed 

to withstand it, w ill flacten 

the rope and cause early 


distribunon otf the load on the 
everal sttands When over 
winding prevails, select a rope 
with a wite rope core. In will 
last longer Other suggesuons, 
helpful in the selection of 
wire rope for specihc purpe 

will be gladiy given W rite 


| by Wickwire Si 


WISSCOLAY 
REFORMED 





X 
at be ‘ 


me your new 





eS. 


Rope Manual € 


| 


today and tell us your use of 


wire rope. 


WICKWIRE SPENCER STEEL 
COMPANY, General Offices: 41 East 
2d Street, New York. Sales Offers 
ses: Worcester, 
ffalo, 
San Francisco, Lo 
Sales Dept New York 
WICKWIRI SPENCER 

SALES CORPORA 

TION, New York 
Chattanooga. Tulsa 

ortiand, Seatt 


encer ed 
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NOVEMBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 


WICKWIRE SPENCER line of Wire 


Rope is compl 
: plete . . . standard 
a definite si ; ard as well as Wisscol 
carry it” for eg kind of rope for every poate Pumeneed Rope .. . 
the Wickwire Spencer Dixnbut, se. There is no “don’t 
r. 


inquiry. Write t 
e today for the Wickwire Spencer distributor’s plan 


WICKWIRE SPE 
STEEL [omen 


He can satisfy every 
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twist drills « reamers - milling cut- 
ters - countersinks - counterbores 
+ taps - dies - drill chucks - sock- 
ets . sleeves - taper pins . wheel 
dressers - special tools. 


Tue Stannard Toot Co. 


NEW YORK DETROIT 

















@ Cooperation with Distributors 
since 1881 has made this Trade 
@ Mark the sign of service. Your 
customer is already familiar with 
Standard” reliability. 


Immediate delivery from your stock, 
or shipment from ours, confirms his 
confidence in your store. Natur- 
ally, his friends become your 
friends. 





CLEVELAND, OHIO 


CHICAGO 
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| largest paid by the Galligher Com- 


| board of directors. 


from Salt Lake City at the time: 


A. Bonus 

c/o The Management of 

The Galigher Company 

Dear Sir: . 

Since you crossed our path of yore, 

The hungry wolf has left our door. 

We’ve put away the cyanide, 

Given up thoughts of suicide. 

No longer are our cupboards bare, 

But filled again with food and 
where 

The notches in our belts have been 

Our stomachs’ rounded out again. 

We're gradually getting out of debt 

Which makes us all damn glad, 

you bet! 











We’re glad to have a friend like 


you, 

And hope you'll find us tried and 
true 

The same as you, and we’re here 
to shout 

“You'll never wear your welcome 
out!” 

We’ve learned “In Union There Is 
Strength” 

And we will go to any length 

To keep you always by our side 

To give us hope and a hand to 
guide 

Us so far from Old Depression’s 
den 


That we will never meet again. 
Words are weak and do not seem 
To show to you our true esteem. 
We hope you’ll read between the 
lines 

And see what’s really in our minds 
For we have tried in humble way 
Our appreciation to convey 

And we can only hope you'll guess 
The gratitude we can’t express. 
And so Sir, Our Hats’ off to you, 

Sincerely yours, 


THE GALIGHER CREW 


The poem was signed by all 
members of the Galligher organ- 
ization. This latest bonus was the 


pany this year under its plan of 
providing each employee with a 
regular salary and then giving all 
a share of the profits from each 
month’s sales in the form of bo- 
nuses. 





Girvin Elected to Casanave 


Board 


@R. M. Girvin, 3rd, treasurer, 
Casanave Supply Company, Phila- 
delphia, has been elected to the 


Casanave has just mailed a 
twenty page catalog called “Supply 
News,” to its customers. It calls 
special attention to fall and winter 
necessities. 

McKay Company, Pittsburgh, has 





ave 


surer, 
Phila- 
0 the 


ed a 
supply 
- ealls 
vinter 


h, has 





























Johnson Maintenance Bronzes are UNIVERSAL in acceptance 
as well as in name. Engineers and maintenance men—every- 
where—prefer Johnson UNIVERSAL Bronze because it gives 
them every good feature possible in Bearing Bronze. 


The alloy—S. A. E. 64—combines the proper elements in their 
correct proportions to insure the most satisfactory bearing 


performance. Complete machining eliminates defective bars, 
saves 25% in weight and makes a marked saving in tools 


and machining time. The range of sizes—182 Cored, 33 Solid— 
enables them to buy exactly according to their needs. 


There’s a ready market for this line in your territory. Every 
factory—every mill—every machine shop is a prospect. Our 
planned selling and cooperative advertising will help you to create 
a demand. Our Six-Point policy protects you in every sale. Isn't 
this the kind of a Franchise you have been looking for? Why 
not write today for complete details. 


JOHNSON BRONZE COMPANY ----NEW CASTLE, PA. 
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This Completely Enclosed Clutch is 
Rugged, Safe, and Positive in Action 


Dodge has answered the industrial demand for depend- 
able, safe, low-cost power transmission with the Dodge 
Diamond "D" Clutch. High performance quality is achieved 
through precision manufacture and special design fea- 
tures—guaranteeing dependable operation and long life 
under the most severe service conditions . . . For in- 
stance, dependability is insured in the Dodge Diamond 
"D" Clutch with the unit fully enclosed to exclude all 
dust or dirt .. . proper proportioning and accurate bal- 
ance permit high speed operation . .. ample safety factor 
to handle up to 100% overload ... All of the power goes 
through a Dodge Diamond "D" Clutch! Full rated horse- 
power is developed with large friction areas. Powerful 
self-locking toggles allow easy and positive engagement 
and disengagement. All working parts are precision ma- 
chined from high-grade, heat-treated alloy steel to give 
you a more rugged and longer-lasting unit ... For power 
transmission or machine application there is a Dodge 
Clutch for every industrial purpose — with each unit 
backed by a half century of successful Dodge experience in 
building power drive units. Next time — specify DODGE! 


DODGE MFG. CORPORATION, Mishawaka, Indiana, U.S.A. 





These peatures mean 


added value 


Compact—Dimensions have been 
kept within practical limits requir- 
ed to transmit rated horsepower. 


Horsepower Rating—Clutches 
are rated to allow 100% overload. 


Friction Surface—Large friction 
area develops the full rated horse- 
power under practical unit pressure. 


Friction Material — Asbestos 
discs with ground faces insure full 
friction contact. 


Completely Enclosed — In 
both engaged and disengaged posi- 
tions, clutch is completely enclosed, 
insuring safety to workmen and full 
protection against dust and dirt. 


r 
Copyright 1936, D. M. Corp. He 


Easy Adjustment — One point 
adjustment is simple, positive and 
convenient. 


Slip Ring—Heavy duty construc- 
tion — small — easy to lubricate. 
Either bronze or ball bearing. 


Throw—Movement of slip ring is 
constant and is not affected by 
wear of friction material or adjust- 
ment of clutch. 


Operation—Powerful self-locking 
toggle mechanism allows easy and 
positive engagement and disen- 
gagement. 


Precision Manufacture—Close 
tolerances insure accurate assembly, 
true running balance, uniform throw, 
easy adjustment and complete inter- 
changeability of parts. 
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BETTER HAcKsAW BLADES 





One way to judge a line is to learn what other 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 
and Barnes service. Here’s just one example 


out of many 


“From the day our first stock of 
Barnes blades arrived, our blade 
business has shown a remarkable 


° 99 
increase. 
—FRANK H. BENNETT, Sales Manager, 
Union Hardware & Metal Company, 
Los Angeles, Calif. 


¢ Every distributor is interested in securing lines which show a 
fast turnover—lines which give prompt returns on money invested. 
That is why we pass along to you the above significant statement 
by Mr. Bennett. 

¢ “There is nothing too good that we might say for this fine line,” 
Mr. Bennett adds. “Barnes blades were originally stocked by us 
principally for the industrial trade; however, our general merchant 


trade now also demands them.” 
* Distributors throughout the country are giving similar testimony 


to the profit opportunities offered by 
blades. 


brings in new business and satisfied 


Barnes 


| BARNES BLADES 


Red Arrow High 
Speed 

Special Unbreakable 

All-Hard Tungsten 

Flexible Hand 


Barnes co-operation 


users are daily creating repeat sales. 
Fast turnover is assured because Barnes 
aids in the selection of proper blade 


types for each territory. 


The “600” 

Metal Cutting Band- ¢ Let us send you complete details of 
saws . . . 
a the Barnes policy which provides 

Blades 


definite protection and attractive dis- 


tributor margins. 





W.O.BARNES CO.INC. 


1297 TERMINAL AVE. DETROIT MICH. 





| the business 
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Introducing A. J. Faster, manager of 
Black and Company, Springfield, IIli- 
nois, mill supply house. Your photog- 
rapher got a bit too close and “cut off” 
the top of Mr. Faster’s head, but the 
likeness is pretty fair otherwise, and 
Mr. Faster is good natured, so we de- 
cided we'd go ahead and run the 
picture. 


named Casanave a warehousing dis- 
tributor for the Philadelphia terri- 
tory on its line of industrial and 
tire chains. 


State Machinery Appoints 
Office Manager 
@ Mary Fairman has recently been 
named office manager of the State 
Machinery and Supply Company, 
Des Moines, Iowa, distributor. 





Last year L. A. Sawyer reorganized 
the old Diamond Machinery Company 
of Aberdeen, Washington, as the Saw- 


| yer Machine Company. His daughter, 


R. L. Sawyer, is secretary-treasurer of 
the company. Since the reorganization, 
has shown a _ steady 
growth along conservative lines, spe- 
cializing in service station business and 
mechanical rubber goods. 
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Series 1500 
Swing Check Valve 





Series 1500 
Globe Valve 






Series 150 
Globe Valve 







Series 900 
Horizontal Check Valve 





Series 400 


Series 900 . Series 1500 
Motor Operated “ae _ a Gate Valve 
Gate Valve oe ee ee with By-Pass 


















POWELL STEEL VALUES 


The long life and dependable performance of Powell Steel Valves 
depend on three essentials —- design, workmanship, materials. 
Each factor of individual importance is given individual considera- 
tion. Powell Steel Valves— available in a variety of materials, 
sizes, and types—are described in detail in Catalog No. I0I. 


POWELL VALVES 


THE WM. POWELL CO. CINCINAMATI. OID 
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MSGILL 


FEATURES 








you sell 


MORE 
LAMP GUARDS 














McGILL 
Portable 
Lamp Guard 


Series 












Rubber Hook 
Handle 








No. 650 


A typical modern Mc- 
Gill design of Portable 
Guard with a handy 
rubber hook handle. 
This guard has dozens 
of applications in hun- 
dreds of shops and 
plants. Sell the idea 
of replacing patched 
and broken guards 
that do not protect the 
bulb and are in many 
instances dangerous to 
handle. Sell the saving 
in lost production time 
due to broken bulbs or 
inadequate light at the 
point of work, and 
watch lamp guard 
sales increase. 


Sold Only 
Through Wholesalers 
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Lamp Guards 
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VALPARAISO 


We do not claim that merely having 
McGill Lamp Guards in stock will 
materially increase your business, al- 
though many plants have standard- 
ized on McGill Guards and a certain 
volume of repeat sales will result 
but — 


We do claim that for a reasonable 
amount of sales effort McGill Lamp 
Guards will produce a good volume 
of profitable business because — 


(1)—They have the features that 
buyers want. 

(2)—We offer a complete modern 
line of stationary and port- 
able lamp guards to meet 
every plant requirement. 

(3)—With a sales policy for 
wholesalers that costs you 
nothing to prove our claims. 


Wrile Box No. 669 for catalog and 
study the McGill features that sell. 
Then get complete details of our of- 
fer which enables you to prove the 
sales possibilities of McGill Lamp 
Guards at our expense. 








Lamp 
Coloring Fluid 


e 
eawe | MANUFACTURING CO, | ®crser 
Wenmasemm | Licctrical Specialties of Quality co kame 

ESTABLISHED 1004 Ee 


* INDIANA 
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H. D. Edwards and Company is one 
of the “Motor City’s” real old timers 
in the supply business (organized 
1855). These men, some with many 
years of service, help to keep the or- 
ganization young. J. W. Parker, sales 
manager, is at the left. 


Adds Paint Stick Line 


@®Strong, Carlisle and Hammond 
Company, Cleveland, Ohio, has 
taken on the distribution of Markal 
paint stick, which is handled by 
Helmer and Staley Company of 
Chicago. 

The company further announces 
that J. Y. Smith has been added to 
the sales force of its transmission 
division. 


New Windmill on Market 


@The Nebraska Machinery and 
Supply Company, Lincoln, Ne- 
braska, has added a new line, an 
Aero-matic Windmill. 

Of it Steve Tupper, president, 
says, “It is something entirely new 
in windmills and is coming on the 
market October 10 after severe 
tests for five years. Weighs 130 
pounds. Costs less than old wind- 
mills but is very efficient. Uses 
three aeroplane blades, and has a 
clutch.” 





G. W. Coakley, sales engineer of Hag- 
erty Brothers, Peoria, Illinois (right) 
with freight agent of the T. P. & W. 
Railroad Company. Our roving camera 
man failed to get the name of the 
freight agent. 
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st 3 BRANDS 





MADE IN THE 


This national industrial advertising makes the 
time you devote to Nicholson, Black Diamond 


and McCaffrey Files productive selling time. 
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| “Ioway” may be famous for its tall 
| corn but the supply business isn’t so 

bad, says Fisher Supply Company’s 
| (Marshaltown) president, Fletcher 
Glick. 


White Supply Bullish on 


Business 


@ Linford C. “Lin” White, treas- 
| urer, White Supply Company, 
Waterbury, Connecticut, reports: 
“There is a very nice increase in 
business. Factories in the Naug- 
| tuck Valley are very busy, with defi- 
nite orders being booked by us up 
to March.” 
White is now distributing Bunt- 
ing Bronze, Osborn brushes and 
| Clipper belt hooks. 





Borne Joins Standard 


@ Harold C. Borne has been added 
- . , —— to the organization of the Stand- 
The new general catalog being distributed by Colcord-Wright Machinery & ard Equipment and Supply Cor- 
poration, Hammond, Indiana, in a 
sales capacity. 
This company is now distribut- 
ing the line of the Worthington 


4 








Supply Co. of St. Louis is the sixth successive Donnelley-built catalog issued by 
that successful house. 


The continued growth of many leading 


distributors of industrial supplies has rump and Machinery Corporntion 
and Lincoln Electric Company’s 
been marked by the consistent use of welding rod and supplies. 


Donnelley-compiled catalogs over the Williamson Handles 


past twenty or thirty years. Abrasive Line 
. @® Williamson Brothers, Incorpo- 
There is no substitute for the powerful rated, Bridgeport, Connecticut, has 
. taken on the line of Abrasive Prod- 
sales aid that such catalogs offer your ucts, Incorporated, for the Bridge- 


port teritory. 


business. Samples and full information 


concerning the Donnelley service on Manufacturers Supply Adds 
: Four Lines 

re que st. @ Manufacturers Supply Company, 

—— . = a Grand Rapids, Michigan, is now 

R. R. DONNELLEY & SONS COM PANY distributing the lines manufactured 

350 EAST TWENTY-SECOND STREET, CHICAGO | >y the Dayton Rubber and Manu- 

facturing Company, Hewitt Rubber 


The Builders of More Than 1000 Repeat Order Editions | Corporation, Lufkin Rule Company 


and Four Way Lock Company. 
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GOULDS 


up 


=| SUMP PUMPS 


Fall rains and winter thaws mean flooded cellars, ruined equipment and damaged goods 
lded unless seepage is quickly removed. Your customers know this and are ready to buy 
and- low-cost, efficient flood protection. 


Cor- 

in a Goulds Sump Pumps are available in capacities up to 2400 G.P.H. No expensive in- 
stallation is required and completely automatic operation keeps basements dry at all 

‘but- “ , ‘ ° ° 

pred times. Efficient design and fine workmanship assure long, trouble-free service at low 

tion cost. All parts in contact with the water are made of stainless steel or bronze, elim- 

iny’s inating damage by rust or corrosion. 


Goulds Sump Pumps also find wide application for various industrial uses—for empty- 
ing tanks, the transfer and mixing of liquids, circulating of cooling water, etc. 


hee G O U L D S With the Goulds line you can supply a pump 


Prod- 


idge- LEADERS SINCE 1848 for your customer's every liquid handling 


requirement. The Goulds sales policy as- 
aclire pumps 


sures full cooperation at all times. Write 


Adds jor wery Purpose for complete information. 


pany, 


fgGOULDS PUMPS Inc. 


ubber 
npany 
y. 





ATLANTA BOSTON Gs | @ate1@) a L@lehsi@).s NEW YORK, PHILADELPHIA PITTSBURGH TULSA, Representatives in all Principal Cities 
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MILWAUKEE INDUSTRIAL BRUSHES 
[MILWAUKEF| 








‘““Monobilt’” Wire Wheel Brush 
with Interchangeable Centers 





“Di-Bilt’ Wire Wheel Brush— 
All Metal Center 





“Durabilt” 
Tampico Wheel Brush 


Milwaukee Curved Back 
Solid Block Wire Brush 





ee ann pe 


Why MitwAuxkee DistripuTors 
Enjoy Maximum Profits 








Mill supply distributors in all parts of the country are selling 
Milwaukee Industrial Brushes because Milwaukee QUALITY 
is combined with a selling policy profitable to distributors. 


Here are some reasons why real 
effort on the Milwaukee line 
brings dollars-and-cents results. 


Mitwaukere 
brushes are well known—they 
have established a reputation 
for economical, long-time ser- 
vice. 


Mitwaukee 
makes brushes for all industrial 
requirements, — bristle, wire, 
fiber, hand and power brushes 
of every description. There is 
a right Milwaukee Brush for 
every job. 


For unusual 
brush application, Milwaukee 
makes special types, and gives 
quick service on this work. 


Miutwaukee 
gives full cooperation and sales 
protection on the finest quality 
brushes in the market. And, 
most important — Milwaukee 
gives adequate margins of 
profit. 


The above sales advantages 
are doubly important because 
Milwaukee Brushes are repeat 
items —they build into real 
volume. Let us send you our 
catalog and complete infor- 
mation on our line. 








THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE, WISCONSIN 


2212-2236 North 30th Street 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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OUR CANDIDATES 


<>) FOR FIRST ALD KITS AND SURGICAL ORESSINGS 
| 
si * BAUER & BLACK 

| The National Standard” 


mm, | FOR GAS MASKS AND UNIT SYSTEMS OF FIRST AlD - 


* DAVIS 


“First in Quality and Design"* 






FOR FEATRERWEIGHT BOWMETAL GOGGLES 


* BOCKSON 


4 Retolutionary Contribution to Comfort” 








a i‘. FOR SAFETY CLOTHING OF ALL Mimos-. -.- - 
| * HOLCOMB 
“Protection — Economy —E ficiency” 
Bin 
iid FOR RESPIRATORS ~ - © © © we we we ee 
ys * PULMOSAN 
; "Simple —Effective—Safe 
217) 
we fo] FOR MON-SPAREING TOOLS © © - ee 
 / * STANLEY: -- J. M. WILLIAMS 


"For Reliability Thru the Years 











The H. Channon Company, Chi- 
cago, Illinois, is using an outstand- 
ingly convincing four page circular 
to let its customers know about its 
safety equipment. The second page is 
shown here; in the lower right hand 
corner of the third page there is a 
no-postage-needed business reply card. 


Kries Promotes Martelle 
@ As a reward for the faithful per- 
formance of his duties as errand 
boy, shipping clerk and price clerk, 
Henry A. Kries and Sons Com- 
pany, Baltimore, Maryland has 
promoted Mr. G. Martelle, Jr. to 
the sales force. 

Mr. Martelle will, on September 
28, have rounded out eleven years 





“GABBY” MARTELLE 


of service with his company. He is 
known as “Gaby” Martelle to his 
friends and acquaintances, and 
ever-growing list of 
customers. 


satisfied 


Motter’s Employs Sales 
Engineer 
@ Paul Bowers, mechanical eng!- 
neer, University of Maryland, has 
been employed by George F. Mot- 
ter’s Sons Supply Company, York, 
Pennsylvania, as sales engineer. 
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No. 7 OF A SERIES OF ADS 
SHOWING YOUR VALVE CUSTOMERS WHY 
A “JENKINS” IS WORTH ALL IT COSTS. 












FOR FINDING 
THE FAULTS.. 





Foreman Bennett, 48 years with 
Jenkins, isn’t going to let the women 
upstairs get any faulty work from 
his department. 


Machinist Joe Brown, 42 years 
with Jenkins, doesn't intend to 
have any doubtful work chalked- 
up against his record 


T’S A FACT that women are keener at finding faults than 
I men. So when you enter Jenkins Inspection Room you 
meet the “fair sex”...a specially trained group of the best 
fault-finders we can hire. It takes a perfect valve part to get 
by them, and into the Assembly Department. For Jenkins 
multiplies their effectiveness through a safeguarded inspection 
system. 

The first safeguard is specialization. Each inspector gives 
undivided attention to a specific detail. The second is salaried 
inspectors, never driven by piece-work or bonus schedules. 
They can take all the time they want to dust, scrape, dig and 
measure in their search for faults. 

Third, and most important safeguard is elimination of 
“errors in judgement.” Jenkins’ inspectors do not attempt to 
decide between good and bad. They merely set aside parts 







not obviously perfect. Anything that even looks suspicious 


can be judged only by Chief Inspector Lyddy, whose deci- 
sions are backed by 50 years experience. 

This formal inspection is only one branch of Jenkins’ 
plant-wide fault-finding system. Before parts ever reach the 
Inspection Department they are carefully examined by the 
machimst and his Foreman. Then after assembly they go 
through two more inspections and service-testing. All this 
exhaustive trouble-shooting is done by Jenkins first, so cus- 
tomers won't need to do it afterwards. It is one of the things 
that makes a “Jenkins” a lifetime service valve, that costs less 
per year, even if it sometimes costs a trifle more fo buy. 


JENKINS BROS., 40 White Street, New York; 510 Main Street, s as» 
Bridgeport; 524 Atlantic Avenue, Boston; 133 North Seventh 
Street, Philadelphia; #22 Washington Boulevard, Chicago; 


JENKINS BROS., Lid., Montreal, Canada; London, England. 


JENKINS VALVES - sade fot Lifllime Stwice 


BRONZE...IRON...STEEL.....FOR EVERY NEED 
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BELMONT 
COOPERATION 
SIMPLIFIES PACKING SALES 
INCREASES PACKING PROFITS 


Our plan of cooperating with Belmont Distributors and their sales- 
men is designed to make it easier for you to sell Belmont Packings 
and to increase your sales by giving better service to packing buyers. 
This, of course, is backed up by the Belmont reputation for quality. 
The three main factors are pictured herein. |“The Globe” (Globe Machinery and 
Supply Company, Des Moines, Iowa) 

is proud of its veteran counter men. 
° A D V F R T | Sg | N ie ’ The two shown here, John Luberger 
and Frank Piepho, have served eight 


and 32 years respectively. “Charlie” 
Meier, with 27 years’ service, was busy 


NT—)S 
—— | filling an order. 
























ee a Phoenix Distributor on 


pearing consistently Eastern Trip 
month after month in | @®C. Ed Gollwitzer, secretary and 
outstanding industrial | manager of the Pratt-Gilbert Hard- 


publications, tells indus- 
try the story of Belmont 
Quality, and helps build 
good will for you among 
your customers, 


ware Company, Phoenix, Arizona, 
spent most of the month of October 
on a combined business and pleas- 
ure trip to various points in the 
Mid-West and East. 

Mr. Gollwitzer paid a visit to his 
old home in Michigan, and stopped 
in at the plants of numerous manu- 
facturers his company represents, 
as well as the offices of The Na- 
tional Supply and Machinery Dis- 
| tributors Association in Philadel- 

phia. He was a welcome caller in 

the Chicago office of MILL Sup- 
| PLIES. 








The Belmont Sample Kit which we sup- 
ply to your salesmen contains samples 
of all the major types of Belmont Pack- 
ings. It backs up your story of Belmont 
superiority. Horton Machine Works 
Increases Staff 
@ Horton Machine Works, Elmira, 
New York, has employed Fred 
| Fraser and “Bob” Denison as sales- 
| men, “Jimmy” Hunter in the ware- 
Besides illustrating and de- | house and “Bob” O'Connell in the 
scribing the entire Belmont | office. 
line, the catalog contains pack- | 











ing service recommendations a , 
which help the salesman to | Kansas City Rubber Pushes 


analyze customers’ needs and Belt and Hose 
fill them properly. 








| ® Kansas City Rubber and Belting 
Company’s president, R. F. Ket- 
chum, reports a vigorous campaign 
on Gilmer Kable Kord belt and 
Hewitt gasoline hose now in 





If you are not already a Belmont Distributor, we invite you to write 
to us for complete details regarding this progressive Belmont Plan. 


THE BELMONT PACKING & RUBBER COMPANY posmens, 


Butler & Sepviva Streets, ° ° ° Philadelphia, Pa., U. S. A. This company is now distributing 
“There is a Belmont Packing for every service.” Buffalo fire extinguishers. 
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IT’S IN THE CARDS! 


By E. B. GALLAHER ‘| 
Editor, Clover Business Service 


Treasurer, Clover Mfg. Co. 





OATED ABRASIVES are not alone one of the large and important 






. elements in our industrial life, but, from the distributor's standpoint, 
. should be among the best-paying items he stocks, because: 
it 
y (1) They are used up rapidly and must be 
.. a replaced—tike oil, the turnover is very 
rapid. 
(2) The distributor's profit-margin is high. 
( 
{- Satisfactory margin, with rapid turnover, 
a, = . » enceeen £ nh; 
: ‘The | spells success for the merchant. 
Winning Hand | 
e | A special agency tie-up with the right man- | 
. ufacturer will work miracles—we can show you why. | 
dd | 
R Clover Color-Stripe Coated Abrasives are standard the country over | 
a- used exclusively by many of the largest industrial plants 
“ in the country—sold by the best Mill Supply 
in Distributors. 
P- 
‘a, 
ed 
e- CLOVER MANUFACTURING COMPANY oe nnnenen wate. « 
, er . oOo, Norwu ’ on. 
¢ uy ate NORWALK, CONN., U.S.A, You may send me, without obligation, sample of 
Green-Stripe Flint Sandpaper. ; 
Se ed-Bivige Tarkich or Cloth 
i _Yellow-Stripe Aluminum Oxide Metal-Working Cloth 
PS ABRASIVES | Yellow-Stripe Aluminum Oxide Wood-Working Cloth 
Yellow-Stripe Aluminum Oxide Wood-Working Paper 
SANDPAPERS Oe tee eet Paper. “ 
ag = e-Stripe ah dnt } is 
t- METAL-WORKING PAPERS AND CLOTHS Clover” Water-Mined_-Valve-Grindine Compound 
an WOOD-WORKING PAPERS AND CLOTHS s ; 
nd wame 
in CLOVER GRINDING AND LAPPING COMPOUNDS — | 
Character of Business 
ng 
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50 times a day for 15 years. 


ONCE an ARMSTRONG Wrench user, always one . . . for ARMSTRONG 
Drop Forged WRENCHES have the “balance” that makes work easier, have 
accurately milled openings and correct heat treatment. ARMSTRONG 
WRENCHES have extra strength, a wide safety factor for emergencies and 
the inherent quality that gives years of service . . . that builds repeat business 
for ARMSTRONG Wrench distributors. Of the lower wrench, illustrated 
above, Mr. August Benz of Benz Spring Co. writes " * * * You may also be 
interested in having one of your wrenches which we have had in use for fifteen 
years and constantly during that period it was used on a machine not less 
than forty to fifty times,a day. It certainly has been a real tool." 


A complete Line Comprising over 50 types — Carbon Steel Wrenches, 
Chrome-Vanadium Wrenches, Detachable Head Socket Wrenches, complete 
in sizes from tiny miniatures to great 2-man tools, the ARMSTRONG line is 
the logical first choice of the industrial field. Bearing the name and mark 
that have been advertised continuously for 40 years, that is accepted every- 
where as a guarantee of a fine tool, ARMSTRONG WRENCHES sell easily 
and stay sold. 


Write for catalog 


~ 
S ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Ave., Chicago, U. S. A. 
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Saturday morning found a number of 
salesmen for Brown-Roberts Hard- 
ware and Supply Company, Alex- 
andria, Louisiana, in the office, so 
John L. Pitts, president of the com- 
pany, assembled them for this picture. 
Left to right they are: Mr. Pitts, 
W. L. Moore, N. J. Pearce, repre- 
sentative of the United States Rubber 
Company; J. H. McDonald, sales man- 
ager; H. S. Owen, H. H. Needham, 
J. C. Dupre and B. O. Curry. 


Card Leaves Harland- 
Robertson 


@ A. E. Card, who has been secre- 
tary of the Harland-Robertson Com- 
pany, Detroit, since its organiza- 
tion, has resigned to enter the 
manufacturing business. 

W. E. Murray, formerly auditor 
of the Penberthy Injector Company, 
succeeds Mr. Card in the Harland- 
Robertson organization. 


A Correction 


@On page 169, MILL SUPPLIEs for 
September, a new small portable 
electric drill was described as be- 
ing manufactured by Cutler-Ham- 
mer, Incorporated. On page 218, 








For those who have only seen this 
gentleman in his “Sunday-go-to-meet- 
ing” clothes, it may be necessary to 
explain that this is George Fernley, 
advisory secretary, National Associa- 
| tion, “secretarying” at top speed dur- 
ing a hot spell. 
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Every Type of Industrial Plant Receives 


the YALE 


Automotive 
Aviation 
Blast Furnaces 


Brass, Bronze & Copper 
Working 


Canning & Preserving 
Ceramics, Brick & Tile 
Chemicals, Drugs, etc. 
Cleaning & Dyeing 
Coal Mines 

Coke & Mig. Gas 
Concrete Products 
Dredging 

Electrical Construction 
Electrical Mach. & Eqpt. 
Electric Light & Power Plants 
Electric Railways 
Fertilizers 

Forge Shops 

Foundries 

Gas Plants 

General Construction 
Government Institutions 
Highway Depts. 















Messages 


Hospitals 

Independent Planing Mills 
Logging Camps & Saw Mills 
Machine Shops 

Marble & Stonework 


Marine 
Mechanical Machinery 
Metal Mines 


Paper Products 
Petroleum & Gas Wells 
Quarries 

Railroad Repair Shops 
River, Harbor & Canal 


omm 

Sand & Gravel Plants 
Shipbuilding & Dry Docks 
Smelting & Refining 
Stamping & Enameling 
State, City & County Inst. 
Steam Laundries 

Steam Railroads 

Sugar Mills 

Tobacco 

Water Works & Filtration 


THE NAME 
YALE HELPS 


THE YALE & TOWNE MFG. CO 


THE SALE 


PHILADELPHIA DIVISION 


PHILADELPHIA, PA., U. S. A. 


HEN you say to your customer 





or prospect, ‘We sell chain 
hoists,’’ he knows that you supply 


this general type of equipment. 


When you say to him, ‘We sell 
YALE Chain Hoists,’’ he realizes 
that you are equipped to provide 
not merely a mechanical hoisting 
device, but the highest degree of 
power, speed, efficiency and safety. 
That's what the name YALE means 


to industry. 


OUR MILLION MONTHLY MESSAGES 
BACK UP YOUR CALLS 


By means of powerful advertise- 
ments in leading industrial publi- 


cations and graphically illustrated 









folders, we are telling the story of 
YALE quality and dependability, 
month after month, to the men you 


have to sell. 
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CAPACITIES 
300 Ibs. to 40 tons 


YALE~ 


— 
2 - 





Here's the difference 


WHEN YOU ADD 


the NAME 


85 














LOAD BINDER 


Guaranteed safe han- 
dling of logs, lumber 
and pipe. Made of spe- 
cial forged steel sub- 
jected to a special heat 
treatment, making 
them stronger than 
other load binders. 





DIMENSIONAL GAUGE 


The most effective device ever in 
vented for dimensioning lumber 
Not only saves time, but prevents 
errors and loss of lumber—covers 


1 range from % to 9 inches furn 
ished either right or left hand 





CANTOL BELT WAX 


Is economical and will go as :ar as any one 
pound bar of Needs only 
light application for perfect results. 


grease dressing. 





HACK SAW BLADES 


Atkins Silver Steel hand 
and power hacksaw blades 
are guaranteed to cut more 
metal than any other blade 


ATKINS 
gir ftul 
SAWS 











METAL BAND SAW 


Atkins Metal Band Saw. A fine saw of excep 


CIRCULAR SAW 


ont y hare age fas ° i 8 af 
Mites Cipentan Gate anil tionally hard edge, fast cutting tooth, stron 
or inserted tooth. Years of back that holds the teeth and will not check or 
use have proved these saws break. 

to be efficient depend 

able and economical to 


operate 


ALL-STARS eee 


This team chosen by nationwide sales will 





ably represent you against all competition in 
the industrial field. 

Their speed ... performance ... and de- 
pendability has been proved by years of ex- 
perience. 

Team up with these champions for extra 
profits. E. C, Atkins and Company, 420 So. 


Illinois Street, Indianapolis, Indiana. 777%, 


ATKINS Silver Steel SAWS 


A FAMILY OF CHAMPIONS 
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A. Beerheide, Jr., of the Factory Sup- 
ply Company, Chicago. This organiza- 
tion operates on the Northwest side 
of the city. 


same issue, a new starter was 
credited to the Independent Pneu- 
matic Tool Company. 

The electric drill is made by the 
latter and the starter by the for- 


| mer company. 


Our apologies to the manufac- 


| turers and to our readers.—Ed. 


| @Stanley J. 


New Home for Bangor 
Distributor 


Leen Company, Ban- 


_ gor, Maine, forced by a need for 


larger quarters, recently purchased 
a building at 347-349 Main Street. 

The new establishment gives the 
Company more than twice its for- 





C. D. Genter, president of company 
bearing his name in Chattanooga, Ten- 
nessee, celebrated his third anniversary 
as a safety specialist by taking on new 
lines of safety equipment and supplies 
for sale to industry in Georgia, Ten- 
nessee, Alabama, Mississippi, Louisi- 
ana and Florida. 
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WE CAN PASS 

THAT P-K LINE... 
it's good as gold... if 
any goes “dead” we 
can redeem it! 





Not a dime’s worth of 

Parker-Kalon Products 

ever has to be written- 
off by a distributor 


There’s no chance of a Parker- 
Kalon Distributor getting “stuck” 
with stock that won’t move. His 
investment is safeguarded by our 
policy to redeem any item that fails 
to give him a satisfactory turnover, 
exchanging it for stock he can sell. 


Actually, itis seldom necessary for 
distributors to take advantage of 
Point No. 5 of the Parker-Kalon 
Policy. Due to an unusually wide 
field of application, strong adver- 
tising and missionary sales work 
any Parker-Kalon Product is in- 
variably a fast selling item. 


Glance through the Policy printed 
here and you will find that all of 
the other points have just as im- 
portant a bearing on distributors’ 
profits. In every possible way 
Parker-Kalon makes it worthwhile 
to be a Parker-Kalon Distributor. 


PARKER-KALON CORPORATION 
192 Varick Street, New York, N. Y. 










THE PARKER-KALON POLICY 


1 PRODUCTS: (a) To maintain our position of 

leadership in the manufacture of the most ex- 
tensive line of Hardened Self-tapping Screws and 
other fastening devices. (b) To develop and add 
to our line products of proven merit. (c) To main- 
tain the highest standards of quality in every 
Parker-Kalon Product. 


2 SELECTIVEDISTRIBUTION: Tosellonlythrough 

recognized distributors, and to limit dis- 
tribution of a given productto the number of job- 
bers a territory can profitably support. 


3 PROFIT MARGIN: To provide an adequate 
margin of profit for our distributors. 


4 PROTECTION AGAINST PRICE DECLINES: 
To do everything reasonable to protect our 
distributors against losses through price changes. 


5 PROTECTION AGAINST “DEAD” STOCK: 

To protect jobbers against unsatisfactory 
turnover by exchanging any slow moving stock 
for faster selling merchandise. 


6 PRICE MAINTENANCE: To establish and 

strictly maintain resale prices to assure dis- 
tributors a fair profiton every sale, and other bene- 
fits which result from a stabilized market. 


7 PROTECTION AGAINST NON-STOCKING 
4 DISTRIBUTORS: To maintain price differ- 
entials to protect jobbers who carry a repre- 
sentative stock against those who do not. 


8 SALES PROMOTION: To create and increase 
the demand for Parker-Kalon Products by 
consistent direct-mail and publication advertising. 
Also to furnish adequate and effective printed 
matter and other sales helps to our distributors. 


9 SALES COOPERATION: To maintain a force 

of trained sales engineers whose sole func- 
tion is to develop business for our distributors by 
intensive missionary work in the field. 


10 ORDERS AND INQUIRIES: To refer to 
our distributors orders and inquiries re- 
ceived direct from users and prospects. 





PARKER-KALON /odet FASTENING DEVICES 
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SKILSAW SANDER 


the only belt sander sold exclusively 
through mill supply distributors! 


























Another winner in the fast-selling 
SKILSAW line! There’s a big 
market for the SKILSAW Sander 
in maintenance and _ production 
work and you have no competi- 
tion... it’s the only product of 
its kind sold exclusively through 
distributors! It has many out- 
standing advantages over hand 
sanding — it produces a smooth, 
perfectly even finish . . . faster 
and cheaper; — it is compact and 
i 4 perfectly balanced. EASY TO 
DEMONSTRATE. 


Get behind this product . . . talk 
it... demonstrate it... and you 
will build sales volume and win 
new, satisfied customers. 


THOUSANDS IN USE 


® For new and refinishing work on 
tables, counters, cabinets. 


For evening-up glue joints and re- 
moving clamp marks _ on sash, 
frames, doors, ete. 


@ In the manufacture of soda foun- 
tains, bars and store fixtures. 


@ In plant maintenance work. 


@ Has a ful! 32 square inch 
sanding area. Powerful 
heavy duty Universal mo- 
tor. All ball bearing con- 
struction. Belt speed of 
1500 surface feet per min- 
ute. Weighs only 1/8 Ibs. 
Also made with a vacuum 
dust collector. 


SKILSAW unc. 


3330 ELSTON AVENUE - CHICAGO 


SKILSAW, THE ORIGINAL ELECTRIC HAND SAW ~- BELT SANDERS 
DRILLS - HAND GRINDERS - BENCH GRINDERS - BLOWERS 
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A. C. “Al” Vaughn, secretary, The W. 
M. Pattison Supply Company, Cleve- 
land, left, seems just a bit skeptical as 
C. V. Pattison, vice-president, points 
out sales points. A little skepticism 
“behind the lines,” however, works 


wonders for this company’s pipe 
volume. 





mer space and furnishes ideal 
ground-floor facilities. 

In a letter to its customers, the 
Leen Company stated: “Now we 
are in a position to give you even 
better service than before, yet have 
a smaller overhead, which, as you 
know, is an important factor in 
business nowadays.” 


Saranac Distributor Reports 
Addition 


@ Robert Douglas, manager of the 
automotive and electrical depart- 
ments, George L. Starks and Com- 
pany, Incorporated, Saranac Lake, 
New York, is the proud father of 
a future distributor. 





George M. Bockstahler has plenty to 
do to keep abreast of his strenuous 
duties as vice-president and general 
manager of the Indianapolis Belting 
and Supply Company, Indianapolis. 
Yet he finds time to engage actively 
in association activities, being presi- 
dent of the Indiana Mill Supply Club 
and a director and member of the ex- 
ecutive committee of the Central 


| States Mill Supply Club. 
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@ Time between resharpening—a big factor in the 
per-hour cost of your small tools! If you can cut 
this cost to the bone, yours will be a big saving. 

Because “there is a difference”, Morse Tools have 
earned for themselves the reputation of s-t-r-e-t-c-h- 


i-n-g time between resharpening to the point where 
they keep machines working far longer, and make 
more money for you. 

Morse extra values each have a share in putting 
this “difference” in Morse Tools. Carefully controlled 


- ~~ —_— - 
M ~ 

TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD... MASS., U.S. A. 












THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 


Vt Counts. 
IN LONGER TIME 
BETWEEN 


RESHARPENING 


ccurate grinding, 
ch plays its part, 


it does—and 


hfully before 


cheit a 
\ re 
ers 
ger? en etl * 
\n en v 
a) 
mage” avert jet cv os 
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chis P wait sta™ cells he ine? 
G 
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faster cutting 
longer lasting 


.. . positively 
unbreakable 


HIGH 
SPEED 








Youll 
Sell more 


MARVEL 


High-Speed-Edge 
Hack Saw Blades 


You'll sell more, because you 
have far more to sell—a fast- 
cutting, long lasting Genuine 18% 
Tungsten High-Speed-Steel Cut- 
ting Edge, still a blade that is posi- 
tively unbreakable. Only MAR- 
VEL High-Speed-Edge Hack Saw 
Blades can be both strictly High 
Speed and Unbreakable for only 
by the patented MARVEL weld 
can a High-Speed-Steel edge be 
backed by a tough alloy body. 


Your customers know there is 
no cutting steel like High Speed 
Steel. They also know that true 
High Speed Steel must be prop- 
erly hardened and that means 
brittleness. Any experienced tool 
buyer can instantly see the advan- 
tage of a High-Speed-Edge on an 
unbreakable alloy body. And to- 
day 40% of the sawing 
machines are using MARVEL 
Blades. 


over 


A part of an advanced System 
of Sawing Machines and Saws, 
MARVEL Blades are above 
normal blade competition. Widely 
and continuously advertised they 
offer an unlimited opportunity for 
sales and profits. 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave. 
CHICAGO, U. S. A. 
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The Atlas Packing and Rubber Company, Pier 2, Seattle, Washington, has 
been at this location since 1909 when President Ralph Johansen built the 
building. It started as a ship chandler’s store, but is now a mill, logging, 
industrial, and marine supply business. From the left; W. E. Smith, sales- 
man, J. M. Griffin, shipping clerk; Ralph Johansen, president; C. E. Barduhn, 
secretary-treasurer; Bessie Clark, bookkeeper; and Tom Donegan, vice-presi- 
dent and salesman who has been known by his first name all around there 
for the past 35 years. 


i} 


4.4 1? 
Satesee ey 3, 
\ | 


anal. 


Build'ng and force of the Tidewater Supply Company, Norfolk, Virginia. Note 
good use made of available space on the building to “let the World know” 
what the company handles. 


+a: 
shiek ag 0 853 


a 








Dodge display in the windows of the H. Channon Company, Chicago, appointed 
a distributor on this line September 1. 
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F ed O ivi HOSE— (Continued) 


Paper Machine 


Sand Blast 
Acid 
Sand Suction 
TO Fire Engine Suction 
Water Suction 
Jetting 
Dredge Sleeves 


Oil Suction and Discharge 


(3 styles) 
Rotary (3 styles) 


—there are mill-proved Goodyear Mechanical Rubber Goods neagpepen 
built to serve the special needs of every industry in your terri- Fuel Oil 
tory. How many of those listed below are you selling? Tank Truck 


Car Washing 


‘Push the ‘full Goodyear line in 1937. Cash in on better times Washeock 






with the most com ite line ‘of quality rubber products — a lg Sines alg 
—_ Service Station Air 
one of the Lag me profit-makers guess ail supply lines! ieee 
If you are not a Goodyear Distributor your territory may be Auto Heater 
open. For information, wie Goodyear, ‘Akron, Ohio, or Spray 
Los paanen California. Lawn and Garden (6 styles) 
if Fire and Mill (5 styles) 
Forestry 
TRANSMISSION ELEVATOR BELTING Chemical 
BELTING Styles HD, B-36, RC, CE, Paint 
Compass 280 Grain, 320 Grain, G-28 " 
SR Grain, G-32 Grain, Wing- 


foot for ore, stone, sand, ee — 
- a . rn : v) 7) Pie © 4 IS 
Wingfoot gravel, chemicals, sugar MISCELLANEOL 


Pathfinder and grain Molded Goods 
Emerald Cord V e Sheet Packing 
Fractional Horsepower V HOSE Asbestos Packing 
Klingtite Farm and Tractor Plioweld Tank Lining 
Air (5 styles) Washing Machine Rollers 


Hog Scraper 
. i Welding (3 styles) 


Water (4 styles) 


. Industrial Rubber Rollers 
Auto Fan 


Printers Supplies 


° Steam (4 styles) Chute Lining 
CONVEYOR Sanitary Dock and Ship Fenders 
BELTING Creamery Link Mats 
Styles W, B, © and HT for Brewers Railroad Goods 


different conditions of 
abrasion and temperature 











Stacker Sanitary THE GREATEST NAME ee IN RUBBER 


Grader Canner 
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MAKE MONEY SELLING 


“SAFETY SERVICE” 
Accident Prevention! 





High quality and fine work- 
manship have built up con- 
tinuous demand for the "Safety 
Service’’ line, “covering the 
complete range of personal 
protection for industrial workers—protection from head to foot: 
Goggles and Spectacles of every description for industrial use; 
Helmets, Hoods, Coats, Trousers, Jumpers, Aprons, Gloves, 
Sleevelets, Mittens, Leggins, Spats, Hand and Knee Pads—made 
of leather, asbestos or fire-resisting Duck and Cassimere Cloth; 
also Respirators, Safety Ladder Shoes, 
Fire Blankets and many other items of 
safety equipment. 


Distributors find the ''Safety-Service" 
line a very profitable one. Write us for 
a copy of our Complete Catalog No. 
10 and full details of our proposition. 


SAFETY EQUIPMENT SERVICE CO. 


(Buell W. Nutt, President) 


1228 St. Clair Ave., Cleveland, Ohio 











“"U-W" QUALITY PRODUCTS 


@ The markets for Upson-Walton Qual- 
ity Products cuts across all industry. 
“U-W" wins customers for distributors 


and KEEPS them... 





TACKLE BLOCKS 











“U-w" Tackle Blocks and 
Sheaves are built for maximun 
quality and service The line is 
CHECK these complete in all types and sizes 
for wire and manila ropes 
Ww 
U-W” Markets 
Steel Erectors Car Builders 
Bridge Builders Foundries 
Steamship Lines Factories WIRE ROPE 
Locomotive Works Utilities Standard hoisting ropes; extra flexible ropes: haulage 
A ropes; elevator cables; airplane cable; tiller ropes; and 
Steel Fabricators Dry Docks sash cords 
Boiler Manufacturers Shipyards 
Elevator nufacturer Railroads 
Manufacturers MANILA ROPE 
Snow Plow Manufacturers Mines 
° . Y-CO Best”’ and “‘Giant’’ 
Machinery Manufacturers Mills grades, both waterproofed 
100 per cent pure Ma- 
(The above are just a few of the wide variety nila. Bolt Rope—Transmis- 
of industries to whom you can 1 d sion—Drop Hammer—Grain 
you sell our prod- Shovel — Yacht — Lariat— 
ucts) Fishermen's plain or brown 
waterproofed—Drilling Ca- 
bles—Bull Ropes—Catlines 














1168 WEST JITH ST. 


CLEVELAND, OHIO 
Established 1871 
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When a distributor and a manufac- 
turer get together and a Mitt SuppLies 
editor is on hand with a camera, that 


means action! So here we present 
L. E. Forbes (left) vice-president and 
sales manager of Couch and Heyel, 
Incorporated, with his “guest,” Harry 
N. Hayes, factory representative of 
the Coffing Hoist Company, whose 
line of hoists the well known Peoria, 
Illinois firm handles. 


New Connections for 

American Supply 
@ American Supply Company, Ma- 
rietta, Ohio, is now distributing 
the line manufactured by the Si- 
monds Saw and Steel Company and 
the American Fork and Hoe Com- 
pany. 


MeGraw Distributes 

Mason-Neilan Line 
@A complete stock of reducing 
valves, pump governors and regu- 
lating devices, manufactured by the 
Mason-Neilan Regulator Company, 
Boston, has been placed on the 
shelves by James McGraw, Incorpo- 
rated, Richmond, Virginia, distrib- 
utor. 





E. G. “Happy” Zehm, L. V. Hill and 


Harry Hardy in the Great Lakes 
booth, South Chicago Centennial. Hill 
represents the Quigley Company. 
Zehm and Hardy sell for Great Lakes. 
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SIZE IT UP! 


When You Say “Bunting” They 
=]°|__ Know What You Mean 


@ Consumer acceptance, demand and 
popularity measure the volume of sale 
and the cost of selling in every store re- 
gardless of the character of its operation. 





Mac imura 
TOLEOS Cute 


L 


2x 


The mill supply distributor who con- 
centrates on Bunting 13’ Machined and 
Centered Bronze Bars, and Bunting Genu- 
ine and Lead Base Babbitt is selling 
products that are well known and re- 
spected the world over. 





TE PE es 


MADE IN UGA 
TOLEOO.OnI0 


No other similar lines are as aggressively 
supported nor so generally used in pro- 
duction and maintenance operations. 
These facts make the Bunting franchise 
a real asset to any wholesaler and afford 
a real opportunity to every salesman. 
The Bunting Brass & Bronze Company, 
Toledo, Ohio. Branches and Warehouses 
in All Principal Cities. 


Bunting 2 x] 


WADE Use 
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TOLEDO OH 


MADE muse 
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MADE IN BSA 
TOLEDO, OHIO 


@ That extra inch on 

a Bunting Bar saves 

money for your cus- 

tomer and sells bars 
for you. 


BUNTIN 


BRONZE BUSHINGS «- BEARINGS 


MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION BABBITT 


xf 
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SIGNAL 


Drills. 


Everything Good Drills 
Should Have 


Plenty of power, proper 
speed, light weight for 
ease in handling, smooth 
operation, durability, 
compactness—and _they’re 
built for long dependable 
service. They are me- 
chanically and electrically 
correct—high quality at 
remarkably 
backed by a name that is 
widely known and accept- 
ed and a plant with 44 
years successful manufac- 
turing experience and a 
high financial rating. 


The new improved standard 


duty 14” drill shown here has 
these distinctive features —a 
ventilated handle, with trigger 
type switch and cord in the 


handle. 


Write now for complete 
information and the most 
interesting discount you 
ever saw on_ portable 


drills. 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE. MICHIGAN 


OFFICES IN PRINCIPAL CITIES 


low prices— jf 














The female contingent of Barrett-Christie Company, Chicago, pose for our pho- 
tographer on one of his recent visits: They are, front row, left to right: Clarice 


Kyle, Josephine Novak, Mildred Stoner and Augusta DeVlieger. 


Rear row: 


Katherine Toman, Eileen Higginson, Jean Foster, Lucille North, Catherine Held 


and Helen Danko. 


Bock with Bingham 

Tool and Supply 
@ William H. Bock, formerly with 
The Cincinnati Planer Company 
and The Fosdick Machine Tool 
Company in the capacity of pur- 
chasing agent has become affili- 
ated with The Bingham Tool and 
Supply Company, Cincinnati. 


Armeo Announces 
New Distributors 
@ Appointment of five new dis- 
tributors of Armco Ingot Iron and 
Armco stainless steels has been 


\ Age's 
ug PA we 





announced by The American Roll- 
ing Mill Company. 

The Edgcomb Steel 
Philadelphia, and _ the 
Steel Corporation, 


Company, 
Edgcomb 
Newark, New 
Jersey, have been named distribu- 
tors of Armco stainless steels. 

Those recently appointed to dis- 
tribute Armco Ingot Iron are: 
Syracuse Supply Company, Syra- 
cuse, New York; Almo Iron Works, 
Brownsville and Corpus Christi, 
Texas; Klauer Manufacturing Com- 
pany, Dubuque, Iowa; and the Cen- 
tral Steel and Wire Company, 
Chicago, Illinois. 


pay 


Py “ky 
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a i 
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If Salesman “Vic” Johnson had not been away, this would have been the 
complete organization of the Paramount Supply Company, Tacoma, Wash- 


ington. 


Left to right: H. W. Trefry, salesman; M. McGovern, salesman; 


D. M. Hart, stenographer; I. H. Bertke, owner; and W. H. Hart, salesman. 
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@ Disston comes to the relief of the 
shop where new hard, tough materials 
and modern production schedules are 
outclassing carbon and molybdenum 
hack saw blades. 

Disston Di-Mol is the answer to that 
problem. Di-Mol is tougher. Is strong- 
er. Has greater stamina. Di-Mol stands 
the uses and abuses of hand work. It 
withstands modern feeds and speeds in 
power production. 

Di-Mol performance is the plainest 
sort of economy. Di-Mol Blades cut 
faster, cut longer, cost far less to use. 


DEMoENSKSN BLAIS | 


Worker 





\7-Diéi-Mol 


LRPLLIV IES SOY 


DISSTON U.S.A. 











Yanai we 





lt 


They are Disston quality, Disston work- 
manship—assured by the Disston name 
(with Di-Mol) on orange band on blade. 

Standard lengths, widths, thicknesses 
and teeth. Hand blades, % gross in box; 
machine blades, 1 dozen. 


Let us prove Di-Mol superior, on 
your own work. Write for demonstra- 
tion. Henry Disston & Sons, Inc., 
1123 Tacony, Philadelphia, U.S.A. 
Branches: Boston, Chicago, Detroit, 
Memphis, New Orleans, Seattle, Port- 
land, Ore., San Francisco, Vancouver, 
B.C. Canadian Factory: Toronto. 


A 
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“SAVE GREASE and 


GREASING LABOR 


fy selling 


DIXON’S 


CUP and PRESSURE GUN 


_GRAPHITED GREASES 










They withstand pressure, heat and 
moisture where plain greases 
squeeze out, melt out or wash out. 
They don't have to be replaced as 
frequently. The saving in material 
and labor, the assurance of better 
lubrication for longer periods make 
the use of Dixon's Graphited 
Greases true economy. 

Six consistencies, all water insoluble, are 
available—the lightest consistency, No. 0, 
is like heavy oil, the stiffest consistency, 
No. 5, is like soft tallow—Nos. 3 and 5 
are most generally used. These 
sistencies are retained over a wide range 
of temperature. 


con- 


For information about these and Dixon's 
other graphited lubricants, ask for Book- 
let R-71. 


JOSEPH DIXON 
CRUCIBLE CO. 


Jersey City, New Jersey 
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Why COFFING 


worker fatigue. 






@ The "Challenger" 





market. 


Danville 


"CHALLENGER" — 
Twin levers, with rope 
pull, raise loads by 
means of friction grip: 
gravity does the lower- 
ing; available from '/, 


, to 2 tons. 
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your HOIST BUSINESS: 


@ Coffing Hoists radically cut load-raising 
and load-lowering time — slashing your 
customers’ hoisting costs. 


@ They are light and easy to manipulate, 
thus increasing efficiency by reducing 

@ Coffing Ratchet-Lever Hoists are espe- 
cially useful for horizontal pulling. 

illustrated is the only 


spur-gear, gravity-lowering hoist on the 


@ Coffing Hoists have the added selling 
advantage of low first cost. 


COFFING HOIST COMPANY: 


COFFING “bestcy” 


SPUR GEAR ®@ 


will boost 






Illinois 


RATCHET LEVER HOISTS 
—Light, Compact, Power- 
ful and Portable. Tested 
to one hundred per cent 


overload. Use = straight 
ratchet principle. Avail- 
able in %, |'/,, 3, 4/2 and 


6 ton capacity weighing 


HOISTS 


RATCHET LEVER @ ELECTRIC 
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TRADE 
LITERATURE 








WOOD, BRASS, AND STEEL 
SCREWS—Catalog Number 36, of 
the Eleo Tool and Screw Corporation 
contains full and complete informa- 
tion about the products of the com- 
pany, arranged for easy reference, 
and also carefully selected practical 
information, charts, tables, and other 
data useful to designers, purchasing 
agents, and mechanical executives.— 
Elco Tool and Screw Corporation, 
Rockford, Illinois. 


BUILDING MAINTENANCE — This 
hand book of 40 pages is the first 
publication printed especially for the 
assistance of the plant engineer on 
day-to-day building maintenance prob- 
lems. It includes more than 25 de- 
tailed mechanical drawings and more 
than 55 halftones and line cuts of 
explanations as well as actual photo- 
graphs of various types of work. One 
cut shows the detail of a brand new 
type of roof including a pure min- 
eral asphalt in conjunction with sat- 
urated cotton fabric, in place of the 
average felt or paper, and another a 
special float shaped in such a way 
that it will reduce the cost of almost 
any concrete job.—Flexrock Com- 
pany, 800 North Delaware Avenue, 
Philadelphia, Pennsylvania. 


DIRECT-ACTING FIRE PUMPS— 
Approved by several nationally known 
organizations, this horizontal duplex 
direct-acting underwriter fire pump, 
of the type DF, lists eight major sell- 
ing points, including large water pas- 
sages, unrestricted steam passages 
and rust-proof moving parts.—Worth- 
ington Pump and Machinery Com- 
pany, Harrison, New Jersey. 


PACKING MATERIALS—A 16-page 
book with an amusing cover, hand- 
somely illustrated in many colors, 
contains photographs showing accept- 
ed and proved methods of applying 
steel box strapping to all kinds of 
shipments. Sections on carton strap- 
ping, heavy merchandise shipping, 
and car loading are especially help- 
ful.—Acme Steel Company, 2832-40 
Archer Avenue, Chicago, Illinois. 


CENTRIFUGAL PUMPS—For ,rail- 
road car air-conditioning these pumps 
have capacities from 5 to 50 g.p.m., 
are specially designed, have a low 
current consumption and the buyer is 
assured prompt shipment from stock. 
Worthington Pump and Machinery 
Company, Harrison, New Jersey. 
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meaning to 
the word 
Lubrication 





i schedule of full page advertisements brings the There 


is a large (and always increasing) number of mill- 
name, the features and the accomplishments of LUBRI- 


supply houses who have found large profits resulting from 


PLATE to the attention of your present customers and to the consistent selling of LUBRIPLATE to their customers. 
your potential customers. These companies report satisfied customers who re-order 

Every day additional machinery-users are discovering the LUBRIPLATE constantly thus combining the normal profits 
amazing qualities of LUBRIPLATE. Sales are on of a specialty with the multiplied profits of a 


the upgrade. In the advertisement reproduced 
above we feature the uses of LUBRIPLATE by an 


air transport company, a rubber manufacturer. a 


popular staple. 

Let us give you an outline of the extent to which 
LUBRIPLATE will multiply your profits. Fellow 
the example of many of the leading mill supply 


= houses and sell LUBRIPLATE. 


LUBRIPLATE 


FISKE BROTHERS REFINING CO. ° LUBRIPLATE DIVISION ° 24 STATE STREET, N. Y. C. 





water filter maker and in a vulcanized fibre plant. 
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BRUSHES—Catalog 36, with 48 
pages, describes and pictures artists’, 
sign-writers’, and industrial brushes. 
New and improved brushes are shown, 

stressing all grades of “pre-treated” 
paint brushes, already broken in.— 

David Linzer and Sons, Incorporated. 


AIR. 
TAP 


For 62 years CARD TAPS & DIES have 
been correct in quality, design and finish. 
Designed by specialists and produced by ex- 
perts they have built a consumer acceptance 
that the distributor knows is sound. 

Every item bearing THE CARD QUAL- 
ITY label is guaranteed to perform satis- 
factorily. These features plus the CARD 
SALES POLICY of backing up their dis- 
tributors 100% are why the words “Once a 
CARD dealer always a CARD dealer” are 
so popular. 


SELL THE CARD LINE FOR PROFITS AND 
REPEAT BUSINESS 


SHOVELS—DRAGLINES—CRANES 
| — Folder 1569 sets forth the advan- 
| tages of the new power control, with 
its short, fast, easy-throw levers. A 
chart shows the reduction of operator 
fatigue through more efficient han- 
dling.—Link-Belt Company, 307 North 
Michigan Avenue, Chicago, Illinois. 


CASTERS AND WHEELS—Catalog 
on Superior institutional and indus- 
trial casters and wheels. Information 
presented so as to make it accessible 
for quick reference. Many types of 
casters and applications for large 
variety of uses shown.—Jarvis and 
Jarvis, Incorporated, Palmer, Massa- 
chusetts. 


WATER METERS FOR COLD 
WATER SERVICES—With a chart 
and illustration accompanying each, 

| this booklet gives the capacity, dimen- 

| sions, and weights of disc type meters, 
covering the frost-proof, split case, 
turbine and compound type of meter. 
—Worthington-Gamon Meter Com- 
pany, Harrison, New Jersey. 





S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 
MANSFIELD, MASS., U. 8. A. 


STORES: New York: 61 Reade St., Chicago: 


11 South 
Clinton St., Detroit: 6540 Antoine St., 


San Francisco: 





Sn 





121 Second St. 

















Helping the Distributors’ 
Salesmen SELL 


For over 26 years, MILL 
SUPPLIES has been serving the 
field of industrial distribution. 
In all that time it has kept in very 
close contact with the field it 
serves. 

Constant checks are made to insure 
that the editorial fare offered in 
MILL SUPPLIES meets the pref- 
of the 
‘on the firing line” 
determine, in the last analysis, the 


success 


erences and needs man 


‘ 


whose activities 


or failure of mill 


supply house. 


Thus, while MILL SUPPLIES has 


always been the business publica- 


every 


MILL SU 


tion for the distribution executive, 
no less attention has been paid to 
the mill supply salesman, whose 
influence on the executive’s choice 
of lines and methods of selling is 
extremely important. 


MILL SUPPLIES is proud of its 
motto —the publication for mill 
supply distributors and their sales- 
men. Its only aim is to serve them 
well. 

Every distributor will, we feel, 
profit by seeing to it that a per- 
sonal copy of the _ publication 
reaches all of his salesmen every 
month, 


PPLIES 


The publication for distributors and their salesmen 


330 WEST 42ND STREET 


NEW YORK, N. Y. 
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CASTERS—A complete catalog of 
192 pages with illustrations and dia- 
grams, showing furniture and indus- 
trial casters and_ stainless __ steel 
glides. Various types of mountings 
are shown, designed to meet every 
possible problem in the field of floor 
covering with a proper tread. When 
writing, ask for catalog number 38. 
—Darnell Corporation, Long Beach, 
California. 


ELECTRICAL MAINTENANCE 
AND EQUIPMENT SPECIALTIES 
—Every plant engineer will welcome 
a 70-page catalog and reference book 
just off the press by the Ideal Com- 
mutator Dresser Company. It is hard 
to conceive of any requirement in 
this field that has not been antici- 
pated and described in this catalog 
Number’ I1-936.—Ideal Commutator 
Dresser Company, Sycamore, Illinois. 


CHAIN DRIVES—In a new and 
colorful catalog of 50 pages the Morse 
Chain Company describes silent chain 
drives with roller or rocker joints, 
couplings and other products. Valu- 
able data tables cover drives from 4 
to 50 hp. Illustrations show a wide 
range of various applications of chain 
drives; instructions for selecting 
chain drives, couplings; hp. charts; 
standard stock parts; tables of 
sprockets, couplings and so forth. 
This book is deserving of a place in 
every designer’s file—Morse Chain 
Company, Ithaca, New York. 
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E reproduce Mr. Hoch’s unsolicited letter 
because it is so typical of many that we receive 


from our thousands of good friends in the industrial 
4 Why the Type 30 Sells 


field. That’s why they are so easy to sell. 
Ingersoll-Rand stands squarely behind its dis- 


ew 7 Ff Py * 


Because: tributors with a highly efficient sales and service 
E organization, nation-wide advertising in leading 
Ss oO St entésiies eustesnem. trade journals and direct-by-mail campaigns. 
rn These smaller units are available in sizes up to 
vi (2) It has many features which make attractive sales 15 hp. for pressures from .35’’ of barometer up to 
rd points. 


1,000 lbs. They may be either flat or V-belt driven, 
in 





or direct-connected to an electric motor or gaso- 
ws he It is backed by a nation-wide sales and service line engine. Stock shipment can usually be secured 
or organization. from any of our branch offices. 
is. There is always a unit that is particularly suited for 
; 4) It is extensively advertised. a given set of conditions, be it for starting diesel en- 
gines, operating regulating and control instruments, 
sin 5] It is built by the world's largest compressor small pneumatic machines and tools, or any one of 
its, manufacturer. the hundreds of special uses for compressed air. 
lu- 449-3A 
1 3 
ide AY ta Der ver Los Angeles Salt Lake City 
ain 4 shorn ey ' Newark San Francisco 
ing Bo! ( ' . New York STaaehilioh 
ts; Bu ) EI Philadelphia Seattle 
of wa Hartford Picher St Lovis 
“ eas A Wakes 11 BROADWAY, NEW YORK CITY nie ne 





Washington 


ain 
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TURRET- TYPE * 
UIELDING 


PATENT APPLIED FOR 





The welding shield of which many have dreamed 
—Rivetless face Piece formed from one solid 
fibre sheet—Rubber lens holder that reduces 
breakage and permits instant changing of clear 
cover glass, without removing colored glass— 
Sanitary, easily disassembled for complete sterili- 
zation—Really safe, no exposed metal—Avail- 
able in either helmet or handshield type—Will 
withstand more wear and abuse than any shield 
on the market. 














Priced 


Low! 











There’s a demand for this Gas- 
Powered Air Compressor 


\ Savlor-Beall Twin Cylinder highway signs, traffic stripes, 
Compressor, driven bv a_ Briggs bridges 
ind Stratton 1 H.P. Gas Engine, for This is just one item in the Savy- 
1 thousand useful jobs in areas lor-Beall line of compressors and 
without electric current—for in paint spray outfits. Ask for our 


stance, painting farm buildings, complete catalog. 


SAYLOR-BEALL MANUFACTURING COMPANY 


1519 East Philadelphia Ave., Detroit, Mich. 
New York Philadelphia Chicago 
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BOILER WATER CONTROL—Mc- 
Donnell and Miller, whose slogan is 
“Doing One Thing Well,” offer a 32- 
page booklet illustrating and describ- 
ing how they do it. This company 
devotes its entire time and efforts to 


ithe manufacture of boiler water level 


controls, float operated valves and 
switches. It explains in detail the 
problems of every heating boiler and 
its methods of meeting them. The 
company will be glad to send a copy 
of this catalog number 36 to anyone 
| interested.—McDonnell and Miller, 
Chicago, Illinois. 


'V-BELTS—This manual is called 
“The ABC’s of V-Belts.” The title 
|gives some idea as to the treatment 
| of the theme. The first part of the 
book tells the construction story. This 
iis handled in primer fashion with 
plenty of pictures and with brief text 
in large type, winding in and out of 
ithe illustrations. The second part of 
|the manual points out the market for 
| Dayton Cog-Belt Drives. It shows 
over two hundred pictures of a wide 
variety of actual installations, alpha- 
betically arranged by _ industries.— 
The Daytor Rubber Manufacturing 
Company, Dayton, Ohio. 


UNIT HEATERS—Catalog Number 
125 on unit heaters contains 48 pages 
and attractive cover, latter incorpo- 
rating novel index. Completely illus- 
trated with photographs, diagrams, 
and tables. Catalog covers construc- 
tion features, motors and motor 
speeds, specification form, deluxe fin- 
ish colors, performance data, capacity 
constants, low leaving temperatures, 
dimensions and weights, heat load 
estimating, approved piping methods, 
application of recirculating ducts, 
typical installations, and so forth.— 
Ilg Electric Ventilating Company, 
2850 North Crawford Avenue, Chi- 





| cago, Illinois. 


SET SCREWS—tThe Bristol Com- 
pany announces the publication of a 
new folder, Bulletin No. 833, covering 
Bristol Screw Products. Prices and 
sizes are included for socket set 
screws, socket head cap screws, strip- 
per bolts and pipe lugs. Copies will 
be sent upon request.—The Bristol 
Company, Waterbury, Connecticut. 


MATERIALS HANDLING—A 124- 
page book, containing more than 395 
illustrations which cover the applica- 
tion and economy features of Barrett 
lift-trucks, skids, portable elevators, 
structural steel storage racks, floor 
to floor elevators, drain racks and 
barrel trucks. More than 200 of the 
illustrations show the use of this 
company’s materials handling equip- 
ment under varying conditions. Cata- 
|log is Number 500.—Barrett-Cravens 
Company, 3255 West Thirtieth Street, 
Chicago, Illinois. 






































peed up Turnover... 


Make Bigger Profits... 
WITH Jal STEEL PRODUCTS 


Quicker turn-over and greater customer satisfaction—these are 
sales-building and profit-making advantages that you get when 
you handle Jones & Laughlin steel products. 





You get these advantages because: 


1. Your trade knows J & L steel products—knows them 
for their uniform high quality and for the satisfac- 
tory service they give. 


2. A national advertising campaign, reaching your 


customers and prospects regularly and consistently, 7 
builds customer-acceptance of J & L steel products New Business, Repeat Orders, Extra Profits—with J & L Steel Pipe 
and wins profitable new business for you Thousands of users have standardized on J & L Pipe because they know 
7 E P from experience that it gives completely satisfactory service in every type 
of installation, Cash in on this demand by featuring J & L Pipe in your 


sales work. 


Mill supply jobbers everywhere are cashing in on the quicker 
turnover and the extra sales value of J&L steel products by 
featuring them in their catalogs and in their sales work. You, 
too, can speed up turn-over and increase your profits by handling 
J&L steel products. Write today for complete information. 





Spy eeePs 


J&L steel products for the mill supply trade include, in addi- 
tion to those pictured here, Cold Finished Shafting, Hot Rolled 
Bars, Plates and Shapes, and Wire Products. 


JONES & LAUGHLIN STEEL CORPORATION 


RICAN IRON ANDO ~ 
JONES & LAUGHLIN BUILDING. PITTSBURGH, PENNSYLVANIA You Increase Your Profits with J & L Cold Finished Steel 
Seles Offices «= Atlante = Besten Bulfele Chicage Cincinnet) Cleveland Dellee Denver Detret Erie Meusten Lee Angeles : . . 
Meomphio Milwaukee Minneapolis New Orieene New Yorh Philedslphia Pittsburgh Seattle 81 Levis SanFrancisce Tulse You win new business, speed up turn-over and increase your profits when 
Conadian Redreentativee JONES & LAUOMLIN STELL PRODUCTS COMPANY. Pittsburgh. Pe. U. 8. A. and Toronto, Ont, Conede you handle J & L Cold Finished Steel, because its uniform high quality 


and depet.dable performance have created a preference tor this J & L 
product which you can profitably cash in on. 


Sales and Profits Climb—with J & L 
Seamless Steel Boiler Tubes 


Quicker turn-over, repeat orders, and 
extra profits—these are advantz age s you 
get when you handle J & L Seamless 
Steel Boiler Tubes. Users like their 
easy workability and the long troubie- 
free service they give, and become reg- 
ular—and profitable—customers. 














As one of the largest and oldest makers of 
CHAIN in this country, we are passing along this 
friendly tip: SUPPLY YOUR TRADE WITH 
McKAY CHAIN. 


We want you to know these “‘quick’’ facts about 
our products: 


(1) The processes and materials used in making 
McKAY CHAIN are outstanding for their 
quality and uniformity. 

(2) The line is complete — it includes EVERY- 
THING in Chain: welded and weldless . 
everything from a Dog Chain to an Anchor 
Chain! 

(3) McKAY CHAIN will please your cus- 


tomers; it will bring them back to YOU for 
their Chain requirements. 


THE MeceKAY COMPANY 
McKay Bldg. ...... . . Pittsburgh, Pa. 


(Formerly U. 8S. Chain & Forging Co.) 



























The Watson-Stillman Sales Pol- 
icy was especially formulated to 








allow distributors to do an ag- 














a 


tive profit. 






Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 

























Investigate the Watson-Stillman 
Line! 




















re: 


| gressive selling job at an attrac- on 


The Watson Stillman Co. 


100 ALDENE ROAD, ROSELLE, N. J. 
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MEMO to Mill Supply Jobbers: 
Sty M°KAY... cmd youll be OK! 

























CHAIN—Two new catalogs with prac- 
tical chain information: Number 365 
on welded chain and attachments 
from the lighter sizes and types used 
for fabricating other manufactured 
articles to the heavier types for main- 
tenance service and material handling 
in industrial plants, oil fields, mines, 
shipyards and in the marine service; 
Number 366 on weldless chains and 
attachments for a variety of purposes 
in the manufacture of many assembled 
articles—American Chain Company, 
Incorporated, Bridgeport, Connecticut. 


ELECTRIC MACHINERY—This book 
entitled “Electric Machinery Cate- 
chism” Bulletin E100B is published to 
present in a simple way the most 
important theoretical and practical 
features of the common types of di- 
rect current and alternating-current 
motors, generators and control equip- 
ment. It is intended for those who 
are not familiar with electrical pheno- 
mina or terminology. An index at 
the back of the book gives a direct 
reference to the question under which 
each topic is discussed. It is a work- 
manlike presentation of the problems 
which arise in this broad subject and 
should find a welcome on the desks of 
many engineers and designers.—Fair- 
banks-Morse, Chicago, Illinois. 


COAL STOKERS—Recently off the 
press is a new 28-page Book No. 1619 
on Link-Belt Automatic coal stokers 
for industrial and commercial use in 
capacities up to 300 hp. The book is 
copiously illustrated, reproduces nu- 
merous letters from users, and gives 
much pertinent data. Among the 
major headings are these: scientific 
combustion cycle; burning heads 
“tailored” to fit the coal available; 
variable intermittent drive that in- 
sures an agitated fuel bed; automatic 
air control; and an analysis of stoker 
efficiency test on an industrial appli- 
cation.—Link-Belt Company, Chicago, 
Illinois. 


STEELSTRAPS—This is an_ ex- 
tremely interesting and informative 
book on all kinds of packaging and re- 
inforcing of packages for shipping. 
The many types of handling, the 
material handled,—large cartons, 
bundles of seamless tubing, strip steel 
and many others are illustrated. This 
catalog will be of great use to the 
man who needs help in solving pack- 
ing problems.—The Acme Steel Com- 
pany, Chicago, Illinois. 


ROLLING DOORS AND SHUTTERS 
—An eight-page catalog on rolling 
doors and shutters, hand and motor 
operated, gives a description of types, 
illustrations, and photographs of steel 
and bronze doors in place. Full tables 
of dimensions and clearances are given 
for automatic closing rolling doors, 
for fire walls as well as for standard 
rolling doors.—Cornell Iron Works, 
Incorporated, Long Island City, New 
York. 











—— 


eee 








UMI 



























FOR YOUR 
COPY 


Ones 


— f U 


Jones-Lemley Friction Clutches 


ONES-LEMLEY friction clutches take hold with a 
death grip and yet they ease into the load with the 
smoothness of a stream-lined Zephyr. 


That's only one of the many important reasons 
why distributors everywhere are finding it profitable to 
handle these clutches. 


You can be sure they will stay on the job... that they 
will give customer satisfaction. Back of the attractive lines 
of this totally enclosed clutch is that “stand-up-and-take-it” 
design that is a feature of every Jones transmission product. 


These clutches are built in a broad range of shaft sizes 
and ratings to take care of most clutch requirements. 
Enclosed and open types for sleeve and coupling work and 
in clutch pulleys in diameters up to 48 inches. This clutch 
modification is also used for gears, V-belt sheaves and 
sprocket wheels. 


You can increase your clutch sales and add to your 
profits with the Jones-Lemley line. Write for complete 
details. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 Roosevelt Road, Chicago, Illinois 





HERRINGBONE—WORM—SPUR—GEAR SPEED REDUCERS + CUT AND MOLDED TOOTH GEARS - V-BELT SHEAVES 
VE ESE RE TO MAR RE RS 2 






ANTI-FRICTION PILLOW BLOCKS - 


PULLEYS - FRICTION CLUTCHES + TRANSMISSION APPLIANCES 
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CHICAGO RAWHIDE 








for Industrial Use 
Sell Mechanical 
Leathers 


It is impractical if not impossible for 

the industrial distributor to gain expert 

knowledge of mechanical! leather. In 

selecting the leather products you sell, 

your safest rule is to standardize on 

"Chicago Rawhide" all the way. The 

"CR" shield guarantees certainty of 

performance—the exactly suited hide, 

tannage and treatment, and accurate 

fabrication; the goodwill of a known, 

well advertised name assures consumer 

acceptance, and complete satisfaction. 

The "CR" Line is a complete line in- 

cluding: 

@ Rawhide Faced Hammers (with replaceable 
insert faces of Java Water Buffalo Hide) 

@ Rawhide Mallets and Mauls (all sizes) 

@ Formed leather packings in all sizes and 
shapes 

@ Leather Belting 

@ Round Belting (5 grades) 

@ Twisted Rawhide Belting 

@ Rawhide Gears and Pinions 

@ Rawhide Pins for Metal Belt Lacing 

@ Leather Dust Covers, Boots, Guards 

@ Cut Lacing (for Belting) 

@ Slide Lacing 

@ Safety Lacing (gut) 

@ Leather Washers and Gaskets 

@ Hand Leathers 

@ Leather Aprons 

@ Mechanical Leathers 

@ Perfect Oil Seals 


Write for Circulars 


CHICAGO RAWHIDE MFG. CO. 
1290 Elston Ave. 
Chicago 


Branches: 
New York Pittsburgh 
Cleveland 
Detroit 
St. Louis 


Boston 
Philadelphia 
Cincinnati 
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Bahn Brothers to Remodel 


@ Bahn Brothers Hardware Com-| 
pany, Cape Gerardeau, Missouri, 
has let the contract to remodel its 
‘building at 10-14 Main Street. A\| 
jnew front will be constructed in | 


| 
|addition to interior changes. 





Sells with Movies | 
(Continued from page 20) 


| 
| 
= | 





| zation’s club rooms or a hotel room. | 
The meetings are informal, with | 
|the audience free to ask questions. | 
| Refreshments are usually served by | 
the Hagerty organization. | 

“We have found these pictures to | 
|be not only highly interesting and | 
‘educational to the ‘key men’ who} 
see them—but of very definite ad- | 
vertising value to us,” says Mr. | 
Hagerty. 

“The subject material of the | 
movies is of direct interest to these | 
men, who use or direct the use of | 
such supplies, equipment and tools | 
as we sell, and who are important 
buying factors in the plants they 
represent. They invariably leave 
the room with an entirely different | 
conception of what we are and what 
we can do for them. It’s the old | 
story, ‘Seeing is believing.’ 

“We have been able to trace suf- | 
ficient business from these ‘movie | 


| shows’ to warrant continuation and | 


expansion of our efforts along this | 


} 
| 
| 





Did You Know? 


Here are the answers to questions | 





page 29 } 
1. No. 5 is right. | 
2. No. 2 is right. 
3. No. 1 is right. 
4. No. 2 is right. 
5. No. 4 is right. 


6. No. 23 is right, although No. | 
5 have merit. 


7. No. 1 is right. 

8. No. 3 is right. 

9. No. 2 is right. 

10. No. 5 is right. 

11. No. 2 is right, although No. | 
1 expresses somewhat the right 
idea. 


12. No. 5 is right. The fellow with 
the cape was Sir Walter Raleigh. 

13. No. 3 is right. 

14. No. 2 is right. 

15. No. 2 is right. 

16. No. 5 is best, although No. 4 
is also right. 
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Files of precision 


SWISS PATTERN FILES 


MADE IN UNITED STATES 


Industries select their Swiss pat- 
tern file requirements by this 
trade mark because it stands 
for Quality-Service Plus 100°/, 
Distributor Sales Policy. 








HALF ROUND 
KNIFE FILES 


RIFFLER NEEDLE 
The satisfactory performance of 
our product creates repeat 
orders for the distributors who 
handle them. 


We make a complete line of 


hand 


and knurls 


AMERICAN SWISS FILE & 
TOOL COMPANY 


ELIZABETH, N. J. 


Send for catalog and price list 


mechanics’ tools 
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The Johnson-Mandeville Co., Newark, N. J., industrial dis- 
tributor, was established in 1875. This firm has served 
Essex County through the major portion of its industrial 
development, from small beginnings, to its present position 
as one of the twelve most important industrial counties in 
the entire country. Johnson-Mandeville handles a com- 
plete line of mill supplies for all types of industry in order 
to serve its many customers representing almost every type 
of manufacturing industry. Mr. Van Volkenburgh, Gen- 
eral Manager, has been with the Johnson-Mandeville organi- 
zation for more than 27 years and his comments, 
on the benefit of advertising to a distributor, are especially 
gnificant. 





 JACTORY ADVERTISED SUPPLIES 
'MOVE MORE READILY....’ 





H. J. 
VAN VOLKENBURGH 


General Manager 


JOHNSON-MANDEVILLE C 
Newark, N. J. 


Here's what Mr. Van Volkenburgh says: 

Our salesmen find that there is a great difference 
in the acceptance of products by our customers, 
and they usually favor lines that have been well 
advertised. Our customers are factory operating 
men for the most part, and the majority of them 
read FACTORY. It has been our experience that 
FACTORY advertised supplies move more readily 
than those that do not have the benefit of this 
publicity. We are convinced that manufacturers 
who use FACTORY for their advertising, render a 
real service to us in building up acceptance for 
their product. 


a ' 
he sat Re 
as ” 
J 
+ rf 
ty 
. ¥ 
* 
5 


@ Plant Operating Of 


jicials are the men In 


MANAGEMENT ~* g@ 


to sell and Fa 


AND tor has more subscribers 


3 ; ‘ z 
os oA mong Plant Operating 
oo 4 ‘ y je : 
‘ “s 3 MAINTENANCE Uicinie” threuiehiail aan 






A McGRAW - HILL 
330 WEST 42nd 








PUBLICATION: 
STREET - NEW YORK 







nanufacturing industries 


THE TREND OF 


SUPPLY SALES 
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Sharp Increase Marks September Business Drive 


UGUST vacations must have proved unusually bene- 
ficial. Distributors’ salesmen and_ executives, 
driving with renewed energy for business, pushed Sep- 
tember volumes to a new four-year high, the Sales Indi- 
vator registering 107.8 as compared with the previous 
high of 104.1 in July and with 96.6 in August. 
Distributors in all sections excepting the Middle West 
ind West enjoyed the increase and even here many 
In the East the re- 
ported increase was from 121.0 in August to 131.2 in 
September; in the Southern States from 99.0 in August 
to 132.0 in September; in the Middle West the drop 
was from 81.1 to 76.5. 


houses reported substantial gains. 


106 MILL SUPPLIES @ 


Western Distributors reported a decrease from 128.2 
to 119.3, while those on the Pacific Coast enjoyed an 
increase from 128.9 to more than 140.0. 

While the dollar value of the average order eased up 
only slightly, from $17.13 to $17.43, the total number 
of orders received each working day by the average dis- 
tributors jumped from 105 to 124, a new high point. 

Sales to Government agencies continue to be of less 
and less importance in the general upswing. While they 
accounted for 5.1% in September, a steady decline has 
been apparent in this factor since April when Govern- 
ment sales accounted for 8.4% of the total business 
reported. 
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VIG Yt ts DISTRIBUTORS 
MAKE MONEY. . because they know 


where they stand 


Does a Distributor Policy mean anything to you?...To 
Medart Distributors it means much more than six letters 
printed on a piece of paper....It means more profit—it 
gives Distributors the incentive and the means to make 


money —they always know. where they stand, because — 














1. The Medart Policy is definite—it works more than only “once in a while” 
ve Qe It recognizes the economic function of the Distributor...3. He is given the 
sales rights to a trade area in. which to sell Medart Products...4. He can meet 
all customer requirements — from stock orders to engineered jobs — because... 9. 
The Medart Line is Complete...6. He can extend service to his customers be- 
cause he gets service from Medart... 7. He has the benefit of the Engineering Sales 
assistance of a thoroughly qualified Engineering and Sales Organization... 8. 


New Catalogs!...The Medart Company, 3500 DeKalb Street, St. Louis, Mo. 


MAKE MONEY! KNOW WHERE YOU STAND! 
INSIST ON A DEFINITE POLICY! 
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TERRITORIAL SALES INDICATORS 
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North Atlantic States 
A sharp increase to a new four-year high marked September business 
in the North Atlantic States. The Sales Indicator reads 131.2, as com- 
pared with 121.0 in August. Orders were larger, averaging $19.13 as com- 
pared with $17.50 the previous month. Government sales remained almost 
constant, amounting to 4.869 of the total volume, against 4.80% in 
August. 
Southern States 
Up once more near the head of the pack, a position held for many 
months, the Southern States Indicator for September shows a reading 
of 132.0 as compared with 99.0 in August. Smaller orders, averaging 
$17.41 against an August average of $20.40, were very much more 
numerous. A sound business upturn is indicated by the fact that Govern- 
ment sales accounted for only 3.68% of the total. 


Middle Western States 


Although spotty increases were reported, the total business of 
reporting distributors in the Middle West amounted to only 76.5% of 
the 1923-1925 average, a decrease from the August reading of 81.1. 
Orders averaged $16.26, slightly larger than the previous month figure of 
$16.16. Sales to Government agencies accounted for 3.38° of the total, a 
decrease from the 3.5°% reported for August. 


Western States 
For the second month, the Sales Indicator for the Western States dips 
below the previous month, the September figure being 119.3 as compared 
with 128.2 in August. No Government sales were reported by cooperating 
distributors. Orders continued small in size, the average being $12.10. 


Pacific Coast States 
With incomplete returns indicating a startling jump in volume, 
reported business from the Pacific Coast pushed the Sales Indicator over 
the 140 mark. Government sales of reporting distributors accounted for 
11.73% of the total. Orders were slightly smaller, averaging $18.57. 
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See our exhibit at the Twelfth National 
Power Show, Grand Central Palace, New 
York, November 30th to December 5th. 










PREPARING FRACTURED METAL FOR 
WELDING—smoothing welds snagging and 
grinding castings grinding metal surfaces for 
fitting replacement castings 
rodsand billets 


spark-testing steel 
grinding and cutting off rivets, 
bolts, pins and studs—are among the time and 
money saving uses of Black & Decker Portable 
Grinders. 


ORRIN 





Show ‘em How to 
End the Costly ‘’Grind’ ; 


buffing and polishing, 


ding filing, . 
of hand san ’ to grinding machines 


of lugging heavy pieces 


So errr en ee 


WEAT... MUSCLE... 
OTH... TOM... 
they’re the costliest things in 
industry—and your oppor- 
tunity for easy sales. Look 
around the plants of your cus- 


Then it’s easy to make sales— 
by demonstrating, right on the 
spot, how much costly time 
can be saved by performing 
these same operations with 





NG 
OR PAINT! 
CASTINGS F ks, frames. 
SMOOTHING ure, cabinets, tanks, 
-s, furniture, S aint 
sanding cao ge il surfaces—removing ru - —_ 
pies wood o ti ) £ 
po = * surfacing concrete, 
and sca ‘ 2 
; a planing wooden be bn quer 
: nbt 5 wn new lacdttt . 
t rubbing dc tal surfaces——are 


stone, tile, et 
timbers, 


ing and polishing me 
u os for Blac k & De 


ker Portable Sanders. 


concrete forms, 
wire brushing, buft- 
among the many 


tomers and prospects. See how 
many cleaning, smoothing, 
surfacing and finishing opera- 
tions are being done the hard 
way, the slow way, the costly 
way-—by hand with files, 
sandpaper, emery and other 
abrasives, or by lugging heavy 
pieces to grinding machines. 


Black & Decker Portable 
Electric Grinders and Sand- 
ers. Study the uses pictured 
and described on this page. 
Then keep your eyes open, 
and the sales will be easy to 
close. The Black & Decker 
Mfg. Co., 717 Pennsylvania 
Ave., Towson, Md. 


FLAT SURFACE GRINDING OF 
CASTING RIDGES, welds, etc., is a 
quick, simple operation when a Black & 
Decker Sander is equipped with a “saucer 
type grinding wheel. Sanders are also 
with abrasive discs, ‘ 


used 

cup” shaped grinding 
ind wire brushing wheels, felt rubbing pads 
polishing pads, special rotary heads for 
souging and planing woods, ete. 


BLACK & DECKER 


World’s Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 





WIRE BRUSHING WELDS— reclaiming metal part 
of old equipment by wire brushing—removing paint, 
rust and scale—buffing, burnishing and polishing nickel, 
copper, brass and other surfaces—filing steel, aluminum 
and brass with rotary file grinding dies, jigs and fix- 
tures——are more cost cutting uses of Black & Decker 
Portable Grinders. 
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ALL INDUSTRIAL DISTRIBUTORS... ALL OF THE 
BUYING FACTORS IN THEIR ORGANIZATIONS... USE THIS 
DIRECTORY EDITION THROUGHOUT THE YEAR WHEN THEY 
NEED BUYING INFORMATION ON A SPECIFIC PRODUCT. 


This Dvrctor Alone ks Werth the Z 


te annual Directory Edition 
of Mill Supplies is published in Mid-December 


It contains a classified listing of equipment, 


tuols, and general industrial suppliés for mills and 
factories, and mining, power, construction, and 
other industries. Lists of manufacturers selling 
through distributors, and a list of product trade 
names are included. In addition to the directory 
features, editorial articles on sales and service 


are also carried 





oy Creation. Puce of MLk Stgrolees. 
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SALES POSSIBILITIES 


IN NEw PrRopwuctTsS 


SEE PAGE 112 FOR PRINCIPAL MARKETS 





Vernier Height Gage 





This gage is de- 

signed for measur- 
ing and inspecting work on which an 
extremely high standard of accuracy 
must be maintained. In the illustra- 
tion it is shown used in the final in- 
spection of a jig for automotive pro- 
duction. The gage shown has a 
range of 18 inches by 24 and 36-inch 
gages can be furnished when needed. 
The bar is graduated on one side only 
to read by means of a vernier to 
1/1000-inch from 0 to 18 inches. The 
hardened base is recessed in the bot- 
tom and ground and lapped square 
with the bar, allowing the gage to 
stand upright. The bar is about 
1} inches wide, 4 inch thick and the 
grooves have a japanned finish. The 
base is 53 inches long, 2% inches 
wide, and 13/16 inch high. Primary 
buying officials to be contacted in 
this product are plant 
manager, purchasing agent, superin- 
tendent, mechanic.—The_ L. 
S. Starrett Company, Athol, Massa- 
chusetts.—MILL SUPPLIES, November, 
1936. 


introducing 


master 


Centrifugal Acid Pump 





A small, low cost, 

centrifugal pump 
made of Worthite, an acid resistant, 
nickel-chromium-molybdenum _ steel 
has been introduced. All parts of 
the liquid end of this pump are of 
Worthite. Acid resistance of other 
parts is obtained by using specially 
treated steel, coated with chlorinated 
rubber. The impeller is of the open 
type, with three vanes opening down 
to the hub. This construction sub- 
jects the stuffing box to suction pres- 
sure only. The shaft is one solid 
piece of Worthite, with impeller at- 
tached by lock nuts and key to pre- 
vent. it from working loose if the 
motor is started in the wrong direc- 
tion. The casing is of the full volute 
type, specially designed to secure non- 
porous, high-alloy steel castings. This 
pump is particularly well adapted to 


handling most acids and_ alkalies 
where medium-pressure, transfer 
pumping is required. Heads avail- 


able to 70 feet, and capacities to 
130 gallons per minute. Primary of- 
ficials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 


tenance superintendent, foreman, 
chief engineer, master mechanic. 
Worthington Pump and Machinery 


Jersey. 


Corporation, Harrison, New 
—MILL Supp.ies, November, 1936. 


Adjustable Wrenches 








3 Two new lines of 
adjustable wrenches, 
both embodying new design features, 
have been announced. Square shoul- 
ders on the movable jaw shank are 
said to overcome the wedging and 
spreading action common to the con- 
ventional cylindrical bearing and to 
provide a_ positive bearing against 
working stress. This design permits 
a thicker and stronger “web” with- 
out increasing a total head thickness 
of the wrench. ‘‘Adjustable” wrenches 
are drop-forged from a special car- 
bon steel which gives them unusual 
strength. This line is supplied in a 
natural polished steel finish. “Super- 
justable” wrenches are forged from 
chrome-alloy steel providing a _ well- 
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balanced tool of trim design. This 
line is finished in chrome-plate with 
highly polished heads and “satin” 
finish handles. Both lines are avail- 
able in five sizes, 4, 6, 8, 10, and 12 
inches. Primary buying officials to 
be contacted in introducing this line 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, master mechanic.— 


J. H. Williams and Company, 75 
Spring Street, New York, New 
York.—MILL Supplies, November, 
1936. 


Oiler Assortment 








This “Tri-Color 
Handy Oil 
ment” contains six pump oilers, two 


Assort- 


each in green, blue and red. The 
small oiler, retailing at $.75, finds 
many uses in garages, service sta- 


tions, printing plants, machine shops 
and home workshops. Pump mechan 
ism, operated by trigger action, easily 
controls flow of oil. Primary buying 
officials to be contacted in introducing 
this agent, 
maintenance superintendent and mas 
Eagle Manufacturing 
Company, Wellsburg, West Virginia 
MILL Suppuies, November, 1936. 


product are purchasing 


ter mechanic. 


Roller Bearings 


A complete — series 

2 of heavy-duty indus- 

trial roller bearings, made in an ex- 
tended range of almost a hundred 
sizes, is now being manufactured. 
The rated capacity of these bearings 
ranges from 10,000 to 500,000 pounds, 
depending upon size, speed and load 
ing conditions. The series is said to 
cope fully with the severe service 
requirements of paper mills, steel 
mills, and other heavy metal-working 
machinery, rubber and oil field equip- 
ment, and the like. In the widened 
range of bearings sizes, rollers of % 
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Extreme 
Precision 


Cuts Any 
Metal 


Cuts Any 
Shape 


Made in two sizes, No. 
8 capacity 8” diameter 
rd. or 8x16". No. 5 
capacity 5” diameter rd 
or 10°x5* 





longer. 


Hundreds of duplicates can 
be cut without showing a 
variation of .005”. 


Easily handles hot or cold 
rolled steel, machine and car- 
bon tool steel, monel metal 
and other alloys. 


This includes bars, flats, 
rounds, angles, squares and 
tubing. Two-piece swivel 
vise speeds handling. No 
time lost realigning material. 


HACK SAW BLADES 


Users know that Victor hack saw blades—both power and 
hand—cost less at the start and less at the finish of your 
metal cutting operations. 


They cut true and fast and last 


Victor hack saw blades are sold only through established 
distributors under a policy that protects their market and 
your profits at all times. 
Moly franchise in your territory. 


VICTOR SAW WORKS, INC. 
MIDDLETOWN, N. Y. 
See our exhibit at the Twelfth National Exposition of Power 


& Mechanical Engineering, Grand Central Palace, New York, 
November 30 to December 5, 1936. 


Write today and secure the Victor 


6246 


Leader...in 
a Speedy Field 


WELLS METAL 
CUTTING BAND SAW 


Enthusiastic users say they 
“couldn’t get along without it.” 
Records show that 30 to 50% 
reduction in metal cutting time 
can be made with this fast, accu- 
rate unit that requires no coolant 
—even when operating continu- 
ously at high speed. 


Portable 
Durable 


No special installation 
needed. Saw can be moved 
anywhere in the plant at a 
moment's notice. Sturdy con- 
struction insures long life 
despite hard use. 


Low 


Priced right. Maintenance 
Cost 


cost practically nil. Low 
blade cost and long blade 
life. Every metal using plant 
can afford it. 


Learn more about the advantages of 
the WELLS BAND SAW. _ Send for 
descriptive folder today. 


WELLS MFG. CORP.., 315 seventh Ave., Three Rivers, Mich. 
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inch, 14-inch and 13-inch diam- 
eter have been utilized in addition to 
the lvys-inch diameter used in the 
bearings previously available. A 
choice of eighteen different bores is 
now offered. A feature is the large 
number of solid rolls which are incor- 
porated in the cage assembly. The 
cage itself is fabricated from spe- 
cially form-rolled spacer bar stock, 
with carburized and hardened end 
rings. Rollers are held in place and 
guided by spacer bars rather than 
by rivets through the rolls themselves; 
Spacer bars are riveted to the end 
ring, and accurate assembly keeps 
rolls permanently aligned. Primary 
buying officials to be contacted in in- 
troducing these products are plant 
manager, purchasing agent and main- 
tenance superintendent.—The Fafnir 
Bearing Company, New Britain, Con- 
necticut.—MILL Suppiies, November, 
1936. 


Electric Soldering Iron 





A new line of elec- 

6 tric soldering irons 

has been produced after two years of 
extensive research. Operating on 
either A.C. or D.C. current, these 
irons have adjustable, ventilated 
handles. By means of a lock collar 
and sleeve, the handle can be ad- 
justed to desired length and rigidly 
tightened. Handle is also removable. 
Compressed pure copper tips are ac- 
curately machined for a valve-fit con- 
nection with the heating heads, to 
assure effective heat conduction and 
to protect metal connecting surfaces 
from oxidation and flux corrosion. 
Hermetically sealed heating heads 
protect the “built-in” windings and 
solid copper cores from air, flux 
fumes and moisture. Eight different 
sizes, ranging from 52 watts with a 
7/16-inch tip to 435 watts with a 
19/16-inches tip make up the line. 











UMI 


Each iron is equipped with a six- 
foot flexible heating cord with an 
effective cord strain relief, attached 
to convenient terminals. A _ metal 
resting stand is packed with each 
tool. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, master mechanic. 

Stanley Tools, New Britain, Connecti- 
cut.—MILL SuPPLIES, November, 1936. 


Rule Slide 





Designed to give 
7 a rule added value 
and to facilitate many measurements 
especially those from shoulder to 
flange,—this new rule slide, number 
381, converts this manufacturer’s six- 
inch, numbers 300, 301, 302, 315, and 
350 rules into “slide” rules. It con- 
verts the six-inch, number 320 hook 
rule into a “caliper” rule. Slide is 
kept in place by a spring. Can be 
used with either side up. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent and master mechanic.—Brown 
and Sharpe Manufacturing Company, 
Providence, Rhode Island.—MILL 
SUPPLIES, November, 1936. 


Pallet Handling Truck 





Many shippers are 

8 sending out their 

goods nowadays on wooden pallets 
which provide about two inches clear- 
ance under the load. This new type 
with tilting forks and _ counter- 
weighted front end provides the re- 
ceiver of such shipments with a 
handling device. It will handle both 


This essagess VUddsedsed lo Lunkenhesme 
Misbuibutors and Theis Salesmen. 








“Ferrenewo’—A Sturdy lron Body Valve 


that you can recommend for many 
places around the average plant--- 


Your customers will appreciate the sat- 
isfaction this sturdy valve will give. The 
rigid iron body withstands distortion and 
the abuse of rough handling; the bronze 
bonnet and stem and nickel alloy seat 
and dise are impervious to rust, making 
the “Ferrenewo” an ideal low cost valve 


for general service. 


For close throttling and other services 
which have a destructive action on valve 
seat bearings, “Ferrenewo” Valves with 
“NS5” Alloy Plug Type seats and discs 
should be used. As an economy feature 
the seats and discs in regular “Ferren- 
ewo” Valves are made to interchange, 
without extra machining, with plug type. 
This means that a regular “Ferrenewo” 
can be converted into plug type by 
simply changing the seat and disc. 





Fig. 1021 For industrial processes which involve 
Iron Body Bronze Mounted . a 
“Ferrenewo” Globe Valve the use of corrosive fluids, recommend 
tone wable . eh 
Nickel Alloy Seat and Dim All-Iron “Ferrenewo” Valves. They 


are made with iron seat and dise and 
steel stem for handling concentrated sulphuric acid and other corro- 
sive fluids which do not attack iron or steel; and with nickel alloy 
seat, disc, disc locknut, gland and stem for handling fluids which do 
not attack iron or nickel alloy. 


Suggest a trial order of “Ferrenewo” valves to your customer. He 
will profit by their economical performance. 


TE LUNKENHEIMER<&O 


—"QUALITY "= 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 316.322 HUDSON ST. NEW YORK 


| SELL QUALITY - SELL LUNKENHEIMER 


ee 
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| single-faced and double-faced pallets ; 
| and one man can operate the truck. 

The truck has a multi stroke head. 

A large hydraulic release check 
mounted between the lifting head and 

the load rack, assures easy dropping : 
of the load when the operator exerts 
pressure on the treadle located along- 

side the head. Model KATC, shown 

in the illustration, has capacity of ' 
700 to 1125 pounds and is equipped 
with forks 314 inches long by 2 inches 
wide. Primary buying officials to be 
contacted in introducing this product 
are purchasing agent, and superin- 
tendent.—Yale and Towne Manufac- 
turing Company, Philadelphia, Penn- 
sylvania.—MILL SupPPLIEs, November, 
1936. 











Micrometers 







@ Only production methods and machines main- 
tained at highest efficiency can produce cap 
screws like these we make, and do it constantly, 
day in and day out. The latest type headers known to 
industry are used in the manufacture of Cleveland 
e Cap Screws, made by the Kaufman Process, patented, 
our own plant development. A Class 3 fit is our stand- 
ard in thread accuracy. Full finished all over. Stocks of | 
30 million pieces in a full list of sizes are maintained at | 

} 








Address the Factory or Our Nearest 
Warehouse: 


The 


stainless steel 

frame and thimble 
of these two new micrometer calipers 
are proof against the rust and stain 
caused by handling, and from liquids 


four warehouses and the factory. Ask for Catalog D 
and Discount Schedule. THE CLEVELAND CAP SCREW 
COMPANY, 2931 East 79th Street, Cleveland, Ohio. 


CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK . . . . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 








CLEVELAND CAP SCREW! 


SET SCREWS ¢ BOLTS AND NUTS 
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Obvious Excellence! 


These four features make industrial users Specify 
MAUREY V-PULLEYS— 
1. STRENGTH 


—A result of heavy-rolled edges and special, 
improved method of welding. 


2. PERFORMANCE 

—MAUREY Pulleys are smooth-running. Hubs 
are extra-heavy steel or malleable iron 
(not die-cast). 


3. APPEARANCE 
—All MAUREY Pulleys are finished in silver- 


aluminum lacquer. 














The Maurey Vari- 
able-Pitch Diameter 
V-Pulley gives 
speed variations of 
as much as 30 per 
cent when used 
with any fixed- 
diameter pulley. 


and solutions. Anvil and spindle are 
of the same wear-resisting materials 
as other Brown and Sharpe microme- 
ter calipers; they have the new “C” 
type frame with the narrow anvil 
which permits measuring deep in 
slots, and are available in both Eng- 
lish and Metric measure. These two 
models can also be furnished, at extra 
cost, with measuring surfaces of spin- 
dle and anvil faced with Tungsten 
Carbide, an extremely hard, almost 
wear-proof alloy. Primary buying 
officials to be contacted in introduc- 
ing these are purchasing 
superintendent, master me- 
chanic.—The Brown and Sharpe Man- 
ufacturing Company, Providence, 
Rhode Island.—MILL Suppuies, No- 
vember 1956. 


products 


agent, 











Plier 
4. COMPLETENESS — 
—All standard sizes and types are available. The 
MAUREY line is the world's largest line 
of single-groove V-sheaves. = 


These features build up high-volume V-Pulley 
business for MAUREY distributors. And this 
business comes at attractive profits, for MAUREY 





Maurey V - Pulleys 
are smooth-running 
Only steel or mal- 
leable iron hubs 





10 Known as Number 

B21 Lock Ring Plier, 
this plier is designed especially to 
spread the snap lock ring and horse- 


° ae ° ‘ are used. Th 
supports its distributors with complete protection have specially shoe type of brake key when remov 
and quick service. welded, heavy: ing from brakes, transmissions, differ- 


Write for complete information today 
—you owe it to your business! 







rolled edges. At- 
tractively finished 
in silver aluminum. 


MAUREY MANUFACTURING CORP. 


2907-15 S. Wabash Ave. 


Chicago, Ill. 
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entials, pedal, clutch and fan pulley 
shafts assemblies. It is drop-forged 
of fine chrome-alloy steel, chrome 
plated, buffed to a high permanent 
lustre. It measures 8 inches overall. 
The outside of the jaws are toothed to 
prevent any possibility of slipping 








UMI 


OE nee 














yx 
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when removing washers. It is de- 
signed to spread any lock ring washer 
up to 1% inches in diameter. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, maintenance 
chief engineer, 


master mechanic.— 


Bonney Forge and Tool Works, Allen- | 


town, Pennsylvania.—MILL 
November 1936. 


SUPPLIES, 


Compressors 





11 A late development 
in three- and_ six- 
cylinder vertical-angle two-stage com- 
pressors consists of a line of compact, 
self-contained units with capacities 
ranging from 142 to 445-cubic feet 
per minute. The three-cylinder unit 
has two low-pressure cylinders set 
opposite each other at an angle with 
a high-pressure cylinder set 
cally between them. The six-cylin- 
der unit is set up in the same man- 
ner, with two cylinders side by side 
in each position. The units may be 
had with Worthington Multi-V-Drive 
direct-connected to the motor through 
a flexible coupling, or with the motor 
mounted directly on the end of the 
crank-shaft. Automotive type pistons 
with two compression rings, two oil 
rings, and full-floating wrist pins 
are used on all models. Articulated 
connecting rods permit the use of a 
large crank pin bearing and the same 
center line for all cylinders. A finned, 
radiator type intercooler, with a fan 
which draws air through the cooler 
and over the cylinder head, quickly 
removes the heat of compression. A 
large oil reservoir in the crankcase, 
force-feed lubrication, an oil cooler 
and an oil filter assure complete and 
efficient lubrication of all moving 
parts. The suction and discharge 
valves are in separate compartments, 
allowing removal without disturbing 
the pipe connections. The crankcase 
is fitted with large cover plates, pro- 
viding speedy and easy inspection of 
the running gear. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, 
chief engineer, master 

Worthington Pump and 
Corporation, Harrison, New Jersey. 
MILL SUPPLIES, November, 1936. 


foreman, 
mechanic.— 


superintendent, 


verti- | 


Machinery 


Replace Obsolete Toots 


WITH 
THIS 


With motor pulley 
and belt, but 
without 
motor 


NEW DELTAUNIT 






















Here’s one of the biggest sales 
for the 
industrial supply field. The new 
Delta 17 inch Drill Press offers 
all the that 
stant recognition for the smaller 
Delta Drill Presses plus many 
others. It is the finest tool of 
its kind ever offered at such a 
moderate price. There is noth- 
ing quite like it on the market 
Get the 
descriptive literature. 
See the drill press itself. Check 
its many splendid points. Then 


opportunities in years 


features won in- 


today — at any price. 


complete 


call it to the attention of pro- 


duction superintendents and 


shop foremen. 





Today’s Greatest Drill Press Value 


(385, 600, 935, 
Floating Drive: 


Five Speeds: 
2240 R.P.M.) 


loaded double-seal ball bearings: 


1450, 
Pre- 
16- 
tooth splined spindle: Table-Raising 


gear: Head-raising gear: Tilting or 


production table: 


Completely — en- 
closed belt: Safety spring wind: Foot 


power feed. Separate drill press heads 


available. Write for full details and 
complete descriptive literature, 
Overall 66" 
wide; 27” front to rear. 
11” by 12”. 2 
by 17” surface. Floor base 10” by 
1334” table surface. Shipping weight 
150 Ibs. 


dimensions 18” 
Tilting table 


1214” 


high; 


Production table 


DELTA MFG. COMPANY 


628 E. VIENNA AVENUE, 
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MILWAUKEE, WISCONSIN 
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Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 
Drilling Cables 


Look for the Blue and 
Yellow Colored Yarn 
Reg. Trademark No. 
245091 U. S. Pat. Off. 














A Best Seller 


tor over 132 years 


Outstanding service has made Fitler Pure 
Manila Rope a “best seller” for over four gen- 
erations. Since 1804 Fitler has pioneered and 
developed Quality rope for the varied needs of 
industry and shipping. To-day, the accumulated 
knowledge and experience of 132 years is 
evidenced in a superior rope that surpasses all 
specifications for economy and safety. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA CORDAGE WORKS 
Established 1804 
NEW YORK NEW ORLEANS 
CHICAGO HOUSTON 




















TYPE 15-AL HEAVY-DUTY BENCH GRINDER 


UNEXCELLED PERFORMANCE 


the basis of VALLEY distributors’ success 


@ Whenever distributors have sold Valley Ball Bear- 
ing Grinders they have laid the soundest possible 
basis for future business—satisfaction for the user. 


@ Valley Grinders are Valley powered —they are 
driven by Valley motors. Thus every unit is built to 
a single high standard of quality, protected by the 
Valley Guarantee. 


@ We will be glad to give you prices and data on the Val- 
ley line of Grinders. 


@ Sizes from '/4, hp. Bench to 5 hp. Pedestal. 











VALLEY ELECTRIC CORPORATION 
4221-27 Forest Park Blvd. ST. LOUIS, MO. 
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Lift Truck 





12 As the photograph 

illustrates, this 
hinged frame hand lift truck provides 
a means of handling skid platforms 
of varying under-clearance. When 
the hinged frame is in upright posi- 
tion, the truck may be rolled under 
platforms having clearance of six to 
seven and one-half inches. A few 
quick strokes on the handle raises 
the load from the floor. The lift is 
three-inches. Where platforms with 
clearance ranging from eight to ten 
inches are to be moved, the hinged 
frame is dropped into place on the 
regular frame and quickly elevated. 
Can be furnished also without the 
hinged frame and provided with a lift 
of five or six inches. The six-inch 
lift model may be rolled under plat- 
forms with clearance of six and one- 
half to eleven and one-half inches, 
elevated by pulling down on the han- 
dle, and the load then being moved 
into freight cars or motor trucks on 
ballbearing wheels. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
and superintendent.—Yale and Towne 
Manufacturing Company, Philadel- 
phia, Pennsylvania.—MILL SUPPLIEs, 
November, 1936. 


Workshop Lathe 





A new 1936 model 

13 9-inch workshop 

lathe may now be had with the new 
pedestal type motor drive. The ped- 








estal motor drive mechanism is a 


j separate unit mounted on a metal 
j pedestal back of the lathe, with the 
i horizontal countershaft and motor | 
supported at the top of the pedestal 


in line with the headstock cone pulley. 


ae eam can uae aes | For These Ritattp "LonGriP” Extractors 


; lates the tension of both the flat belt 


between the cone pues and the «| for Removing Broken Screw and Pipe 


belt tension release lever attached to 


the tension brace permits easy shift- | F d | FE P| t | Y T it 

ing of the cone pulley belt eth one | n S n very an n Our err ory 
step of the pulley to another. Sev- = ee 

eral new features include: motor en- | a. X ” 
tirely apart from the lathe, thus elim- | Pied ge Ms 
inating vibration; silent belt drive peti : 
providing a smooth, steady pull; no 
overhead belts to obstruct vision or 
to cast shadows on the work; v-belt 
from motor to drive pulley enclosed 
by a guard; screw type belt tension 
adjustment for any desired pulling 
power; and belt tension release for 
shifting belt to change spindle speeds. 
In addition, the 1936 model 9-inch 
workshop lathe features ten new im- 
; provements, among which are: the 
new twin gear reverse for right and 
left hand threads and feeds, a ball | 
thrust bearing on the headstock spin- 
dle, larger spindle bearings adjustable 
for wear, improved tailstock with % 


| Rizatip' LONGRIP” 
inch set-over for taper turning, auto- | Pwo 
mete matin pros Sede bce. | ali ti, Extractors Take A 
So d, diana.—MrLL Sup- 
one ae a Ee are “Bike FULL LENGTH Grip ON 
Broken Threaded Ends 


“LonGriP” Extractor 

You drive the “LonGriP” clear into 
the broken screw or pipe end and its 
straight flutes grip all the way. No un- 
certainty, no slipping, reaming or goug- 
ing— the broken end HAS to come 
out. 








Note how the 
RIFAID “Lon 
GriP”’ takes out 
broken threaded 
ends in a hole 


‘U.S.A 


1798944 





AT N 


€ LYRIA oHr0 


for each size of screw 


Steam Trap | and bolt 


— “hes 
. am, 





-_* “ . | 


Exact tools for each size screw and 
pipe — sure safe results every time. 
RIFAID “LonGriPs” quickly pay 


for themselves. 





eaten in Sell them for vastly better extractions 
fae “Rhon- 
GriP” Extractars OF your customers and greater profits 


14 Designed to pro- 
vide low-price trap for all sizes of for you. 


: ipe from 4” t 
service on coffee urns, steam tables, a a 
unit heaters, sterilizing equipment, 


° THE RIDGE TOOL CO., Elyria, Ohio 
clothes presses, laundry machinery, 


radiators, and at drip points on steam- | . RILZAID gi ‘ 
heated equipment, this “Super-Silver- ON RI 
top No. 10” trap is only four inches STRAIGHT_ FLUTED i 
high and is said to have practically - 
all of the features of the larger sizes | SCREW AND PIPE EXTRACTORS 
| 
| 


in the line. Valve and seat are 
THIS Rizkaib> WRENCH 


made of hard, chrome alloy; bucket 
meets all U. S. Government and Navy require- 


is one piece of copper; all working 
ments —the wrench that answers 
O every heavy-duty requirement. 


parts are made of stainless steel. | 
| 
| 
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Will handle dirt and scale, hence needs 
no strainer. Can_ be __ inspected, 
cleaned or disassembled without remov- 
ing trap from the line. Head is held 
in place with stainless steel screws. 














jen. 
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NO EQUAL 
on the job! 














Those who have known the joy of wandering afield with gun and 
dog, know, too, the perfection in performance of the thoroughbred 
setter. 


Just as responsive to specific performance requirements ... as de- 
pendable on the job . . . are WOOD'S Power Transmission Devices. 
And for much the same reason. All WOOD'S equipment embodies 
the inbred quality of the best of raw materials . . . expertly, care- 
fully worked into designs of proven, practical worth. 





Consequently, for controlled, power-thrifty performance, WOOD'S 
products are the market's unequaled value. 


Write today for complete information on any of the following: 
Shafting, Hangers, Collars, Pulleys, Friction Clutches, Bali Bear- 
ings, Flexible Couplings, Rope Sheaves, Pillow Blocks, Belt Con- 
tactors, V-Belts, V-Belt Sheaves and complete V-Belt Drives. 





T. B. WOOD’S SONS CO. 


CHAMBERSBURG, Ps. 
50 Church St., New York City 387-391 Atlantic Ave, Boston 


*TA477R. The Mechanical Power Engineenng Associates 











MILFOR 





THE MODERN HACK SAW AND BAND SAW LINE 





Distributors and Jobbers: 


MILFORD is the ONLY hack saw blade that you 
can buy under a DEFINITE Sales Policy supported 
by a LEGAL CONTRACT which guarantees that 
no other Distributor or Jobber can buy MILFORD 
Blades at prices and terms more favorable than 
as published. 

REZISTOR sets the pace in cost saving! 


Backed by the Thompson reputation of over 50 
years’ leadership in hack saw manufacturing. 





C3LIN3ive 





A Special Alloy High Speed Steel blade that cuts faster, lasts 
longer and gives lowest cost per cut. Power and hand frame sizes. 
Write for sales promotion material 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 
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Pipe connections are like those on 
thermostatic traps. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, 
purchasing agent, superintendent, 
maintenance superintendent, foremen, 
chief engineer and master mechanic. 
—The V. D. Anderson Company, 
Cleveland, Ohio.—MILL SvUPPLIEs, 
November, 1936. 


Insulating Refractory 
Concrete 





15 Manufacturer states 
that this mono- 
lithic refractory can be cast in 
any desired shape or form, for fur- 
nace linings, door linings, heat shields 
and kindred uses. The material 
weighs approximately 60 pounds per 
cubie foot, has low thermal conduc- 
tivity, low heat storage. It comes in 
a dry form and is mixed with water 
and poured into suitable forms like 
concrete. Sets quickly at room tem- 
peratures and is said to be exception- 
ally resistant to spoiling and to ex- 
hibit negligible shrinkage or expan- 
sion between casting and working 
temperatures. Used in gas and elec- 
trically-heated furnaces in direct ex- 
posure to flame and furnace gases up 
to 2500 degrees F. Primary buying 
officials to be contacted in introducing 
this product are plant manager, su- 
perintendent, maintenance superin- 
tendent, chief engineer, and master 
mechanic.—Quigley Company, Incor- 
porated, 56 West 45th Street, New 
York.—MILL SUPPLIES, November, 
1936. 


Foam-Making Nozzle 





A new method, 

16 mechanical rather 

than chemical, of making foam for 
fighting flammable liquid fires and 
suitable for use with long or short 


lines of 34 inch to 24 inch hose has 






ovens 





been announced. A water stream is 
converted into a continuous foam 
stream by coupling a patented nozzle 
to a water line supplying 75 pounds | 
or more pressure at the play pipe. | 
As the water passes through the play 


pipe, Phomaide — a new foam-making 
solution carried by the operator in a i 
4 +. 
pre 
$4, a 


%e The most unusual and 














effective industrial brush and 





broom catalog ever issued for 


hip pack, and air are automatically the distributor and his salesmen 
drawn into the water stream in the 
proper proportions to form foam. 
About 20 gallons of water per minute within thirty days. 
are required. One gallon of Phomaide 
Solution makes 350 gallons of foam. 
Foam production of 300 to 400 gallons 
per minute may be continued indefi- 


will be ready for distribution 


a 3 
nitely by merely pouring additional This book will tell you the 
solution into the hip pack. A water : 

, 7 ss . rusn c € 
stream for extinguishing any linger- brush or broom to sell for most 


ing fire in ordinary combustibles may 


L1DI all industrial requirements. We 
be discharged by simply lifting the 9 


pick-up tube out of the solution. believe it will be of greater 
Primary buying official to be con- 
tacted in introducing this product is assistance in the sale of brushes 
the man in charge of fire protection ; 

: ; . and brooms 
and safety.—Pyrene Manufacturing . ooms than anything that 
Company, Newark, New Jersey. has ever been put into the 


MILL SUPPLIES, November, 1936. 





















































l | “1 ' 
hands of mill supply salesmen. 


Sockets 


sete ene rr 


* Use this sales builder! 
Make more sales and greater 
profits with the Capital Red 
Cap Line. 











1 To meet the de- 

mands of mechanics i N D | A N A p O [ | S 
working on buses, trucks and heavy 

industrial machinery, three new sizes BRUSH & BROOM MFG CO 
known as numbers X72, X94 and . . 
X100 have recently been added to this 
manufacturer’s line of one-inch, 
square drive, extra heavy-duty soc- 
kets. Number X72 has 24-inch hex- 
agon opening and is for 14-inch 
American standard bolts and _ nuts, 
while numbers X94 and X100 have f : 
hexagon openings of 21% inches and a vat lbh A 

534 inches and are for U. S. S. bolt DISTRIBUTORS - 


FOR ECONOMY 
Se 


ESTABLISHED 1890 


Corner Brush & Broom Sts., Indianapolis, Ind. 











sizes of 1% inch and 2 inches respec- “ 
tively. These new sockets are drop 
forged of chrome-vanadium _ steel, 
chrome plated and polished. Primary 
buying officials to be contacted in in- 
troducing these products are plant 
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DEMING CELLAR DRAINERS 


FOR DEPENDABLE SERVICE 


Points of Superiority 
Ball‘bearings hermetically sealed in grease . 

no further lubrication required. 

Heavy solid stainless steel shaft .. . will not 
corrode . . . insures long life of lower bearing. 
Slow speed...all models operate at 1750 R.P.M. 
Non-clogging type of impeller. . . will pass solids 
almost twice as large as ordinary cellar drainers. 
ALL BRONZE construction, including column 
pipe. 

Most EFFICIENT CELLAR DRAINERS 
ON THE MARKET. Pump more water. Con- 
sume less electricity. 

Thermal Overioad Relay built into the special 
etal head which protects motor against over- 
Furnished in five sizes, for 2, 3, 4, 6 and 8 foot 
sumps. 

Units for sump depths of 6 and 8 feet have a self- 
lubricating intermediate bearing, located in the 
column Pipe between the motor and the pump. 


PRICES BEGIN AT *35usr F.0.8. SALEM, OHIO 


S6@ 3 9 





= @ © 

















THE DEMING CO. - Established 1880 - 211 Broadway SALEM, O. 
| Water Systems, Centrifugal Pumps, Condensation Units, Deep Well Turbines, Reciprocating Pumps 





TRY CLING-SURFACE 
60 DAYS AT OUR RISK! 


We invite our distributors to sell on this powerful basis: 


Ask your customer to accept a 60-day supply of Cling- 
Surface for a test in his own plant. Unless he finds 
after 60 days that his belts have gained liveliness and 
elasticity and are delivering more power than ever be- 
fore—he need pay nothing! 


The superiority of Cling-Surface belt treatment has been proved 
so conclusively in thousands of plants that we do not hesitate to 
make this unusual offer—and will replace to the distributor any 
Cling-Surface supplied for such a test and not paid for because 
of dissatisfaction with results. If you do not stock it, write 


Cling-Surface Company, 1017 Niagara Street, Buffalo, N. Y. 


CLING-SURFACE 


Preserves Power Beits —Prevents Slipping 
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manager, purchasing agent, mainte- 
nance superintendent, foreman and 
master mechanic.—Bonney Forge and 
Tool Works, Allentown, Pennsylvania. 
—MILL Suppiies, November, 1936. 


Improved Expansion Bolt 


<< 
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BEFORE AFTER 


18 * improved ex- 
aii bolt is said 
to assure holding power up to the 
breaking point of the bolt. It has 
been developed by combining the 
strength of steel and the flowing and 
gripping properties of lead. The an- 
chorage material is lead, a dead 
metal, which absorbs vibrations, is 
soft, and doesn’t crush or break down 
the masonry. The bolt itself is steel 
and has a thin, steel-cone jacket un- 
der the bolt head, with a jacket on 
the outside. Due to variation in size 
of heads and inability to drill a hole 
exactly to size, there is always space 
left betwen head and wall of the 
hole, through which the lead flows 
releasing the holding power of the 
bolt. This bolt, called the Life-Time 
Expansion Bolt, is packed in a con- 
venient package, with setting tool. 
The bolt is stocked in sizes of 3” to 3” 
diameter and 1-14” to 8” long: fin- 
ished in plain, cadium, or hot galvan- 
ized. Special sizes furnished on or- 
der. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent 
and maintenance superintendent.— 
Chicago Expansion Bolt Company, 
126 South Clinton Street, Chicago, 
Illinois—MILL Suppiies, November, 
1936. 


Trolley Lubricator 


A device that au- 

19 tomatically applies 

to every conveyor trolley wheel bear- 
ing, every time it passes a given 
point, lubrication in the form of ar 
oil fog, and in the same manner lubri- 
cates every pin in the chain links, is 
mounted on the conveyor rail at any 
convenient point. Air pressure from 
the plant air line is regulated by a 
Norgren regulating valve and then 
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passes through a Norgren air line lu- 
bricator where oil is fed drop by drop 
to the air stream to form a fine mist. 
The trolley wheel, passing under the | 
lubricator, trips a trigger which auto- 
matically releases a jet of oil fog 
which is applied directly to the bear- 
ing. At the same time chain link 
pins are simultaneously subjected to 
individual jets. Direction and volume 
of jet are easily adjustable. Lubri- 
cator has sight feed and regulation 
of volume of oil fed to the air line is 
subject to accurate control. Primary | 
buying officials to be contacted in in- | 
troducing this product are plant man- 
ager, maintenance superintendent, | 
chief engineer and master mechanic. 
—J. N. Fauver Company, Incorpor- 
ated, Detroit, Michigan. MILL Sup- 
PLIES, November, 1936. 


Lighting Unit 














20 A cool, color-cor- 
rected light, said to 
be unusually well adapted to difficult 
seeing tasks, is obtained by combin- 
ing mercury vapor light and incan- 
descent light in a single unit. In this 
new “combination” lighting unit just 
introduced, a number of improve- 
ments have been made to utilize this 
principle more effectively. The mer- 
cury vapor light source is a straight 
33-inch Cooper-Hewitt tube, 1 inch in 
diameter, mounted horizontally _ be- 
neath a new designed reflector of 
Alzac aluminum. The incandescent | 
light sources are four 150-watt Mazda | 
lamps, located diagonally in a hori- | 
zontal plane above the mercury tube. 
Due to the use of the long Cooper- 
Hewitt tube and well-spaced incan- 
descent lamps, a total output of 11,- 
200 lumens is evenly distributed 
through the 650 square inches of 
diffusing glass which forms an angu- 
lar channel beneath the lamps. The 
lamp is furnished for operation on 
110-volt or 220 volt AC systems, with 
a high overall power factor. Exter- | 
nally the lamp has been completely | 
redesigned to improve its appearance | 
for drafting room and office use as | 





. . . . . | 
well as in industrial applications. It | 
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OVERLOQKING HIM ? 





FOR STANLEY UNISHEARS 








“MIGHTY MIDGET” 
Sells Fast At 
NEW LOW PRICE 





Same High Quality — 
Same Cutting Speed! 


The ‘“‘Mighty Midget’ Uni- 
shear—capacity 18 gauge hot 
rolled steel, other materials 
in proportion. Cuts as fast as 
you can feed it. Now priced 
within reach of everyone. So 
much faster and better than 
hand cutting. 


No. 16 UNISHEARS 
16 Gauge Capacity 


Cuts as fast as you can feed 
it, up to 16 gauge hot rolled 
steel, other materials in pro- 
portion. For steady produc- 
tion. 














Last year, heating contractors bought an esti- 
mated 361,000 tons of galvanized sheets. Any 
big user of sheet metal is a grade A prospect for 
Stanley Unishears. Look up the heating contrac- 
tors in your territory right now! 


You’ll find heating contractors will welcome a 
Unishear demonstration. 1. Because this elec- 
trically driven hand shear can be taken right to 
the job and plugged in any light socket. 2. Be- 
cause its fast-moving blades (2400 “shear cuts” 
a minute) will cut any shape, around curves or 
angles as fast as you can feed it. 3. Because it 
leaves clean, smooth edges, without distortion of 
the metal. 


Demonstrations to heating contractors in your 
territory will result in profitable sales of Stanley 
Unishears. Why not begin to-day? 


We Are Represented By 
Selected Distributors 


STANLEY ELECTRIC TOOL DIVISION 
The Stanley Works + +© New Britain, Conn. 


STANLEY UNISHEARS 


The Electricatly.Driven Hand Shears 
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Lenox is famous for the per- 
formance of “The Blades in 
the Plaid Box’? —and re- 
nowned for the excellence of 
the work they do. 


Lenox Blades—and the Lenox | 


protective sales policy—will 
bring you better profits. Do 
you sell them? 


ENO, 


“HIGH SPEED~ 
HACK SAW BLADES 
s 
AMERICAN SAW & MFG. CO. 


Springfield, Mass., U. S. A. 
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has a smooth aluminum finish which) 
simplifies cleaning and maintenance. | 
The unit weighs 67 pounds complete 
with tube and lamps and is completely 
self-contained. Primary buying offi- 
cials to be contacted are plant man- 
ager, purchasing agent, superintend- 
ent, maintenance 


superintendent.— | 
General Electric Vapor Lamp Com-| 
pany, Hoboken, New Jersey.—MILL| 
SUPPLIES, November, 1936. 


Flexible Shaft Equipment 





91 Recommended for| 

grinding and grout- 
ing operations on buildings, bridges, 
culverts or wherever large concrete 
surfaces are to be finished, this new 
flexible shaft equipment is equipped 
with a full 4 horsepower, air jacket, 
totally enclosed motor, operating at 
1725 r.p.m. A seven-foot, heavy duty 
shaft is furnished, the casing being 
equipped with patented removable 
ends. A ball bearing, grease-sealed, 
3 to 1 reduction, right angle head pro- 
vides for the use of a 54-inch cup 
wheel, two of which are furnished 
with each equipment. For safe han- 
dling on scaffolds, the equipment is 
mounted on a flat base of Met-L-Wood 
construction, equipped with four 
metal bosses to facilitate sliding. Pri- 
mary officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superintend- 
ent.—The R. G. Haskins Company, 
1636 West Fulton Street, Chicago, 
Illinois—MILL Supplies, November, 
1936. 


Cleaning Unit 


This new heavy- 

22 duty industrial 

cleaning unit, to be known as Model E 
Hypressure Jenny, was developed 
after many years research and ex- 
perimental work. It is recommended 
for such difficult cleaning jobs as the 
removal of heavy weather and metal- 
lic oxide deposits from ribbed glass 
windows and skylights; to remove 
grease and dirt accumulations from 
machines, floors, cranes, crane tracks 
and runways, and the many other} 
cleaning jobs around _ industrial | 
plants. In use, Model E utilizes the! 
combined advantage for cleaning of 
a mixture of vapor, hot water, soap 
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DARTS ARE MADE 


FOR YOU 


and your customers 


j DART 


_—_ 





és 
Lo make mere money out of pipe unions, 
take on the one line that commands a 
higher price because it’s known to be worth 


DART. 


more. And that means 


There are no two ways about it. It takes 
the best metals, machines, machinists, and 
manufacturing methods to make Dart 


Unions 


on specially designed oscillating grinders to- 


a leakproof, true-bearing, full ball joint 
And special air-refined, malleable castings 
in body and nut—to resist breakage, distor- 


tion, thread-deformation, and stretch. 


This 1s why Darts pay higher return on your 


investment of sales time and expense. Write 


for Dart’s deal today. 


E. M. DART MANUFACTURING CO., 
Providence, R. I. 


Sales Agents: The Fairbanks Company, New York, 


and all branches. 


Canadian Factory: Dart Union Company, Litd., 


Toronto, Canada. 





It takes special bronze alloy, ground’ 
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or a selected chemical, and pressure. 
The unit, being fully-contained, car- 
ries its own fuel tank, water and solu- 
tion tanks, oil burner, and vapor gen- 
erator. All that is needed to place 
it in operation is a water line to the 
water tank and an electric connection. 
Water and solution are pumped from 
their respective tanks and automat- 
ically mixed to a predetermined pro- 
portion en route to the generator coils, 
where the solution is heated. By 
turning a valve on the cleaning gun, 
a vapor spray emerges from its noz- 
zle with great velocity. A new fea- 
ture of Model EH is that two oper- 
ators can work simultaneously from 
the one machine. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, master me- 
chanic.—Homestead Valve Manufac- 
turing Company, Coraopolis, Penn- 
sylvania.—MILL SUPPLIES, November, 
1936. 


Fuse Clip Clamp 





These clamps are 

23 designed on the 

principle of applying pressure to the 
blades of fuse clips or switch clips. 
A steel clamping ring is forced over 
the outside of the jaws, exerting a 
tremendous pressure against the fuse 
or switch clips. This is done simply 
by turning the knob. It takes an 
equally firm grip on all clips, irrespec- 
tive of width. The knob is a feature 
in itself as it has a knurled exterior 
to give a non-slip grip for the fingers. 
A deep insulating skirt shields against 
live contacts. The new fuse clip clamp 
is said to cut down resistance be- 
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THERE’S A GOOD REASON 


For the ever-growing 
WINTER BROTHERS’ 
GROUND THREAD TAPS 





popularity of the 
COMMERCIAL 
And this is it: 


These taps are relieved in the threads by a 
special process, and so cut smooth, accurate 
threaded holes with LESS POWER; lengthen- 
ing their productive life. Their outstanding 
performance insures repeat orders. 


It will pay you to investigate the sales posi- 


bilities of these MODERN threading tools. 
Write for catalog and particulars. 


WINTER 
TAPS »° DIES 


THE WINTER BROTHERS COMPANY, Wrentham, Mass. 
Makers of QUALITY TAPS @& DIES since 1900 
Division of the National Twist Drill & Tool Co., Detroit, Michigan 











ro 
[E 








An Opening Wedge 


Farsighted Mill Supply executives respect Bond 
Truck Casters as an opening wedge for salesmen 
tackling new prospects or obstinate old ones. 
Why? Because every industry has use for 
truck casters, and every industry is ready to 
listen to the salesman who tells Bond’s logical 
story of the time, money and labor-saving abili- 
ties of “built-for-the-job” truck casters. Sell 
Write for all the facts. 
(Illustrated, 23-A Series) 


yourself, with Bond! 


tm 


MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 
PHILA. OFFICE: 617 ARCH ST N.Y. C. OFFICE: 30 CHURCH ST 





MILL SUPPLIES © NOVEMBER 1936 125 











SAFETY Cy the foot 


If “safety” were a packaged product, your 


industrial customers would be = steady 
buyers. As itis, when they purchase equip- 
ment for the handling of men and materials. 
the safety factor is a prime consideration. 
. You sell 


maximum safety and dependability when 


you sell Plymouth Ship Brand Manila 


Manila Rope is an instance . . 


Rope, because of the greater strength and 
uniform, controlled quality fabricated into 
every foot of Plymouth Cordage products. 
PLYMOUTH CORDAGE COMPANY, 
North Plymouth, Mass. « Welland, Canada. 
Sales Branches: New York, Boston, Balti- 
more, Philadelphia, Cleveland, Chicago, 


New Orleans, San Francisco. 


the 


igA ay Coline: | ~ You Be raver 


CHISHOLM-MOORE HOIST CORP. 





3 TON 


“CM” PULLER 
pulls and lifts 
AT ANY ANGLE 


A compact, mechanical power unit which en- 
ables one man to pull or lift up to 12,000 Ibs. 


For pulling wires and cables—stretching fence 
—trench work—mine service—construction 
—general maintenance, and many other ap- 
plications in every industry. 

In the tool room or service truck, a “CM” 
PULLER pays for itself in a very short time. 
Easy to handle and operate. % ton weighs 
only 17 lbs. and 43 Ibs. effort pulls 4 ton load. 
“HERC-ALLOY” double duty chain cannot 
kink in service or storage. All evi and 
working parts are enclosed. Gear reduction 


on all sizes. Drop forged gears, shafts and 
lift wheel. No lubrication. 


APPLY FOR BULLETIN NO. 134 


cAsk your distributor to demonstrates 


{ Division Columbus-McKinnon Chain Corp.} 
TONAWANDA, NEW YORK 








% AND 1'5 TON 


| loss. 


| 


tween clips and fuses or switch 
blades, eliminating considerable power 
It prevents burning and pitting 
of fuses and clips due to poor con- 
tact, and is particularly useful on 
heavily loaded switches or fuse clips 
where fuse replacement is frequent. 
Primary buying officials to be con- 
tacted in introducing this product are 
maintenance superintendent, chief 
electrician.—Ideal Commutator Dress- 
er Company, Sycamore, Illinois.— 
MILL SUPPLIES, November, 1936. 


Electric Hammer and Drill 





9 This electric ham- 

mer is made in two 
parts so that the driving member may 
be used as a rotary drill. Hammer 
member is removed without disturbing 
the drill chuck. Motor is the universal 
type for both AC and DC current, and 
is cooled by forced draft ventilation. 
The hammer operates practically 
without vibration. Hammer mechan- 


| ism is of simple construction and is 


| light grinding, 
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easily serviced. Drill member may 
also be used for sharpening tools and 
buffing and scratch 
brushing, with as a portable or a 
bench tool. Made in two models with 
capacities of: 14” in metal. Weights 
12 and 15 pounds. Equipment in- 
cludes 15-foot cord, star drill and 
turning wrench. Carrying case and 
other equipment optional. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, chief engineer-—Wodack Elec- 
tric Tool Corporation, 4627 West 
Huron Street, Chicago, Illinois —MILL 
SuPPLIES, November 1936. 


Shovel-Barrow 





Part shovel, part 
25 scoop, part wheel- 
barrow, the new Shovel-Barrow is a 
radical departure in materials handl- 
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AMONG THE PLUS + FACTORS IN BETHLEHEM PIPE 


yee from 
* hard | spots 


Mane easy to Cut 


/ ll 


be 


Tue pipe that is profitable for you to handle is 
the pipe that pleases industrial users. An impor- 
tant plus factor of Bethlehem Pipe that is win- 
ning this industrial preference is the ease with 
which it may be cut and threaded—a result of 
uniformly soft metallic structure, free from hard 
spots. It takes the strong, clean threads so essen- 
tial in getting tight, trouble-free joints. 

This is only one of the many plus factors that 
are helping you sell Bethlehem Pipe. Its freedom 


= ‘and Nitrate 


from scale, inside and out; its straightness; its 
tight, strong welds; the ease with which it bends 
and flanges—all are outstanding features. 

Recommend this pipe to your customers— 
you ll find repeat orders for it grow into a steady, 
profitable business. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices 

Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 

Cleveland, Dallas, Detroit, Hartford, Honolulu, Houston, Indianapolis, Kansas 

City, Los Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Portland, Ore., 

Salt Lake City, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, 

Washington, Wilkes-Barre, York. Export Distributor: Bethlehem Steel Export 
Corporation, New York. 


BETHLEHEM STEEL COMPANY 
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VERY part of these new 

Kennedy Standard Iron-body 
Wedge Gate Valves has improve- 
ments over older designs that make 
operation easier, make service more 
dependable, make adjustments more 
convenient, and make maintenance 
more economical. 


The 33 special features that are 
winning the enthusiastic approval of 
valve users are described in bulletin 
which will be sent on request. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


Standard lron-Body (Vol Gate Valves 


Send for 
Complete 


Information 
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To 
Safety 


Salesmen: 





Are you get- 
ting your share 
of the sales 
on this Vise 
Lacer? 


Hundreds of small shops 
and larger ones, too, are 
just waiting for you to 


show it to them. 
Price $3.50 


Every time you book an 
order for Safety Hooks. 
show this Lacer and don’t 
overlook the Portable. at 
$27.50. 


BELT-LACER CO. 
TOLEDO, OHIO 
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| 
Safety 
Vise 
Lacer 


THE JAWS ARE RIBBED 
CONTACT HOOKS ONLY 


Saletn™ Laces 6 inches 


in 1 


operation, 


| 
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ing equipment. In appearance it re- 
sembles a large sugar scoop on wheels. 
In operation, this  shovel-barrow, 
known as the “Lanwade,” helps to 
load itself. Lip is thrust into ma- 
terial to be transported. With a 
slight downward pressure on foot- 
treadle and upper handles, the load 
falls into the barrow. In emptying, 
it is only necessary to press down the 
foot-treadle and lift the lower handles. 
Load is so well balanced over the 
wheels that loading, transporting and 
unloading require no appreciable ef- 
fort. Any loose materials, such as 
gravel, coal, ashes, snow, can be 
“shoveled up” by this barrow, while 
the manufacturer states, heavier ma- 
terials, such as small trees, tools, logs, 
and so forth, can be picked up, trans- 
ported and discharged by the barrow 
with great economy of effort and 
time and complete elimination of 
strain and lifting fatigue. It is 
claimed that actual tests have proved 
the “Lanwade” method five times 
quicker than the ordinary barrow and 
shovel method. Two models now on 
the market—the stock model with 
steel wheels and a model equipped 
with rubber-tired wheels. Total width, 
2’84”; length, 4’ 1”; capacity, 4 cubic 
feet. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, chief engineer.—The 
Shovel-Barrow Company, 80 East 
Jackson Boulevard, Chicago, Illinois. 
MILL SUPPLIES, November 1936. 


Markal Provides 
Paint Stick Holders 


@ That “Markal’—a paint in stick 
form—may be used more easily by 
customers, its manufacturers have 
developed a nickel plated holder. 
With this the operator can use the 
stick right down to the end. 


Correction 


@iIn the advertisement of the 
Safety Belt Lacer Company which 
appeared on page 112 of our Oc- 
tober issue, the second sentence of 
the second paragraph should have 
read “The ribbed jaws sell it just 
as the Binder Bars sell Safety Belt 
Hooks.” 


Homestead Valves’ 
Hypressure Jenny 


@In the October issue of MILL 
SUPPLIES, item number 14, on page 
112, the Hypressure Jenny manu- 
factured by the Homestead Valve 
Manufacturing Company of Cora- 
opolis, Pennsylvania, was incor- 
rectly ascribed to The Weldon Tool 
Company, Cleveland, Ohio. 
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V-BELTS 


mine for gold...with 
Airplane Placer Drills 


The three Gilmer V-Belts shown on this Airplane Placer Drill 
drive have put in many months of hard work in digging for 
buried treasure... and they're all set to put in many more! 


Pacer mining for gold is no child’s play. Developing 
profitable placers means long, laborious treks into the cold 
wastes of Alaska and Siberia, and the fever-ridden jungles 
of Central and South America. Men and equipment must 
be made of sturdy stuff! 


That so many outfits choose Airplane Placer Drills for 
prospecting in inaccessible sections is a tribute to their 
ruggedness and reliability. On those drills Gilmer V-Belts 
are standard equipment. 

Like hundreds of other firms, C. Kirk Hillman & Co., of 
Seattle, manufacturers of the Airplane Placer Drill, have 
found that Gilmer V-Belts prove their dependability. 











So accustomed to Airplane Placer Drills in Alaska, the 
reindeer are unafraid. Here a herd of them, north of Nome, 
are undisturbed by drillina in a river bed. 





Invite your prospect to try Gilmer V-Belts 
on the toughest V-drive in his plant. He 
will be amazed at their stamina, at their 
ability to carry a full load day after day 
.-. effortlessly, easily. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 


Manufacturers OF COMPLETE LINE OF POWER BELTING 


V-belts - Kable Kord Roll and Endless Flat Belting Planer Belts -Speedage Endless Fabric Belts * Cone Belts 


Roving Frame Belts * Moulded Rubber Belts * Winder Belts ° Spinner Belts © Refrigerator and Washing Machine Belts 


Conveyor Belts - Round Roll and Endless Fabric Belting © Endless Belting 


Endless Cotton Belts - Laundry Feed Ribbons 


SPECEACISTS BR QUALITY -BELES SINCE 1903 
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McEwen Joins Republic Steel 
@Frank P. 


southern sales manager of Oliver 


McEwen, formerly 
Iron and Steel Corporation, has 
been appointed assistant manager 
with headquarters in 
Cleveland, of the Upson division 
of Republic Steel Corporation, ac- 
cording to an announcement by N. 
J. Clarke, vice-president in charge 
This division is con- 
cerned with the manufacture and 
sale of bolts and nuts. 

Mr. McEwen was born in Nash- 


of sales, 


of sales. 


ville, Tennessee and his first con- 
nection was with the Nashville, 
Chattanooga and St. Louis Rail- 
road in the freight department. 
He left there in 1912 to become 
commercial agent in charge of so- 
licitation of the Clinchfield Rail- 
road. 

He enlisted in the Army in April, 
1917, and was soon commissioned 
First Lieutenant in the 30th Divi- 
sion of the 115th Field Artillery. 
After spending fourteen months in 
France, McEwen returned to the 
Clinchfield Railroad as_ general 
western agent. In 1928, he ac- 
cepted the position as district sales 
manager of Oliver Iron and Steel 
Corporation and remained with 
that company until his recent ap- 
pointment. 


Kennedy Valve Appoints 
Pacific Coast Manager 
@ The Kennedy Valve Manufactur- 
ing Company, Elmira, N. Y., an- 
nounces the appointment of Leon- 
ard E. Shaffer as Pacific Coast 
Manager. Mr. Shaller will be in 
charge of the Kennedy San Fran- 
cisco Branch at 448-450 Tenth 
Street, San Francisco, California, 
where a warehouse is maintained 
for stocks of Kennedy valves, pipe 
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fittings and fire hydrants. He will 
also continue to maintain his Los 
Angeles office at 1340 East Sixth 
Street, Los Angeles, California, 
where he has been the Kennedy 
Southern California representative 
for many years. 


Bristol Company Appoints 
Salesmen 


@ Two additional salesmen to work 
with distributors have been ap- 


pointed to the field organization of 
The Bristol Company, according to 
an announcement made by S. I. 
Lyons, manager of the mill supply 
The appointment of these 


division. 

































Dodge “Rounds Up” 
New York. Above, 
Dodge’s Miller talk- 
ing from a _ chart. 
Right, interested vis- 
itors. Below, left to 
right: Larry Seggel, 
Dodge-Newark; Jim 


Brett and Dean 
Johnson, Johnson 
and _ Brett; “Bill” 


French, Dodge, and 
again, Jim Brett. 
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men forms the initial step of a 
general expansion program to be 
followed by this company during 
the next few months. 

This addition augments the com- 
pany’s service facilities, which now 
include eleven branch offices with 
resident salesmen in twelve outly- 
ing cities and distributors in all 
principal cities. The newly ap- 
pointed men are John Harper, 
Pittsburgh office, Koppers Building, 


and Edward Cross, Philadelphia 
office, Market Street, National 


Bank Building. 


SKF to Exhibit at Power 
Show 


@SKF Industries, Incorporated, 
Philadelphia, will exhibit a full 
range of ball and roller bearings 
and transmission appliances in 
Spaces 232-233 at the National 
Power Show in Grand Central 
Palace, New York City. Head- 
quarters will be maintained in 
Hotel Lexington. 


Beisheim Leaves Bunting 


@The Bunting Brass and Bronze 
Company has announced the resig- 
nation of E. N. Beisheim from the 
sales department, where for the 
past several years he has been en- 
gaged in the sales promotion of 





Pe eee, 




















dain, 
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Bunting 


bronze bars, bearing 
metals and finished bearings for 
the industrial, automotive and elec- 


trical trades. 





Ralph C. Smith, who has been ap- 
pointed manager of the material 
handling department of Robbins and 
Myers Hoist Division in the Chicago 
territory, succeeding the late Mr. 
Scott. Mr. Smith was formerly with 
Chisholm-Moore Manufacturing Com- 
pany and Ward Equipment Company. 


Linde Opens New Office 
@®The Linde Air Products Com- 
pany, unit of Union Carbide and 
Carbon Corporation, has announced 
the opening of a new district office 
at Charleston, West Virginia, ef- 
fective October 5. A. R. O'Neal 
has been appointed district man- 
ager, 

At this new office will be main- 
tained complete stocks of oxy-acety- 
lene welding and cutting equip- 
ment and supplies, as well as a re- 
pair station for welding 
cutting equipment. 

Other Linde facilities in Charles- 
ton include a manufacturing plant 
and distributing station for oxy- 
gen, a manufacturing plant and 
distributing station for acetylene, 
and a distributing station for cal- 
cium carbide. 


and | 


Disston Employee Honored 


@ Recently Mr. George Metzger | 
completed his sixty-sixth year at 
the Henry Disston and Sons, In- 
corporated, plant at Tacony. It is 
traditional with Disston’s to honor | 
outstanding examples of loyalty, | 
efficiency, and years of service with 
a suitable present. Instead of 
cigars, Mr. Metzger said he would | 
prefer a pipe, but as Mr. Metzger | 
is at the present time the oldest, 








distributor set up. 








The Imperial Brass Manufacturing Company offers exceptional profit 
opportunities because all Imperial products are sold under one strong 
Let us send you complete information. 








Spray Guns 


For all classes of 
painting. Produce uni- 
form flow of material, 
perfectly atomized 
and free from streaks. 
Simple in construc- 
tion, light weight, per- 
fectly balanced, and 
All 
Imperial Spray Guns 
are easy to operate 
and to adjust. Prices 
Junior, $18.35;  Hi- 
Duty, $28.85. 


easy to clean. 





Brass Fittings 


Markets for Imperial brass fittings exist 
wherever oil, gas, air and chemical lines 
call for tubing. All types are made—Com- 
pression, SAE, Hi-Duty, Brass Pipe Size, 
Aluminum, and Solder. The Imperial line 
will enable you to serve every customer's 
requirements, involving gas, oil or air lines 
on automobiles, trucks, oil burners, refrigera- 
tors, or air-conditioning. 


jap oa Dy) RS a 





Sette Faucet 


Good for steady business. Sold wherever 
liquids are handled; used for barrels and 
drums for oil, gasoline, kerosene, alcohol, 


Customers are 


anti-freeze, lacquers, etc. 
sold by 
perial 


such Im- 
features as 
metal-to-metal seat, 
no packing to dry 
out, automatic self- 
closing push - lever 


control, and open or 





closed locking. 


| Here are just a few of the IMPERIAL Profit Items: 


Welding Set 





AS 
ti 


vt 


Imperial Welding Outfits are the easiest to 
sell of any on the market. 














They are de- 
signed for work on the lightest to the 
heaviest jobs. Cutting torches in large size 
outfits will cut steel or wrought iron twelve 
All outfits in- 
clude torches, regulators, gauges, goggles, 


inches or more in thickness. 


and other accessories for complete equip- 
Prices, $45.00 to $120.50. 


Welding Rod Rack 


This merchandiser ef- 
fectively promotes 
sales. Labels plainly 
show name and size 
of each rod dis- 
played. It provides a 
means of storing as 
well as displaying a 
complete assortment 
of welding rod and 
flux. Is a complete 
unit, including Im- 
perial Welding Rod 
and flux to meet all 
your trade require- 
ments. 


ment. 





The Complete 
IMPERIAL LINE: 


Find out about the whole Imperial line— 
welding and cutting equipment, paint spray 





IMPERIAL BRASS 
MANUFACTURING CO. 


511 s! Racine Avenue 


ae a, St Ce © 


equipment, valves, nozzles, tube-working 
tools. 
IMPERIAL - QUALITY 4 


Completeness of Line -+ 
Strong Distributor Set Up -+t- 
Good Profit Margin + 


Protection and Co-operation 
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HAYES 
FILES 


Since 1870 


AMERICAN 
SWISS 
PATTERN 


ROTARY 
AND 
SPECIAL 
FILES 


A new policy now 
effectivewhereas 
this old line of qual- 
ity files are to be 
marketed thru the 
distributor. 


There are some ter- 
ritories still remain- 
ing open for active 
and alert dealers. 








HAYES FILE 
COMPANY 


1981-87 Franklin Street 
Detroit, Michigan 











First meeting of the X-Club, organizations of past presidents, National Whole- 
sale Hardware Association, American Hardware Manufacturers’ Association, 
Southern Hardware Jobbers and the Old Guard 


in years of service, of all Disston 
employees, it was deemed appro- 
priate to go a little further in hon- 
oring his record. 

Consequently, at a meeting of 
the Disston directors, held July 22, 
1936, a resolution of appreciation 
of his services was passed. This 
resolution was engrossed and on 
August 4, 1936, was presented to 
Mr. Metzger by Mr. S. Horace 
Disston, vice-president and general 
manager. Mr. Metzger was also 
given the pipe he desired and a 
check from the Company as well. 

Like Charles M. Hoover, who only 
a couple of months ago was hon- 
his 61 years of 
continuous service at Disston’s, Mr 
Metzger was born in the Kensing- 
ton district of Philadelphia and be- 
gan work at the Disston plant on 
May 3, 1870. His wife died about 
twelve and since then 
he has lived with his son at 7122 
Cottage Street, Tacony. 

Mr. Metzger is known as Dad to 
his fellow workers and by special 
action must be so addressed by 
members of the Philadelphia Chap- 
ter of the American Society of 
Metals. He started with Disston 
when twelve as a general utility boy 
and successively a_ helper, 
blacksmith, foreman, and superin- 
tendent of blacksmith work. A 
bulletin of the Society says in part: 

“We don’t believe Dad has ever 

plant visitation or a 
He likes them both. In 
fact Dad is game for any sort of 
expedition we have to offer. We 
know that he spends the summer 


ored because of 


years ago, 


was 


missed a 
smoker. 
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week-ends swimming and diving. 
Several witnesses testify that he 
wanted to lick a New York taxi 
driver on our recent visit there. 
We bet he could do it, too. He 
goes to bed at one-thirty and gets 
up at four-thirty, and he has more 
pep than any of us.” 


Foxboro Appoints Basford 
Advertising Agent 


® The Foxboro Company, Foxboro, 
Mass., has appointed the G. M. 
Basford Company, New York, as 
advertising and marketing counsel, 
according to an announcement 
made today by E. S. Lawson, ad- 
vertising manager of Foxboro, 
effective August first. 

The Foxboro Company is a man- 
ufacturer of controlling, recording 
and indicating instruments for 
temperature, pressure, humidity 
and the flow of fluids. Major mar- 
kets include power plants, paper 
and other process industries, chem- 
ical and food manufacture, oil and 
gas, metallurgical operations and a 
wide range of other’ industrial 
fields. 


English Manufacturing Right 
Granted by Wodack 


@ Arrangements have been com- 
pleted for the manufacture in Eng- 
land of Wodack portable electric 
tools by The Climax Rock Drill and 
Engineering Works, Limited, 4 
Broad street place, London, accord- 
ing to announcement of the Wodack 
Electric Tool Corporation, Chicago. 
They will be made from designs 


oe 
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and patterns identical with those 
used in the 
Chicago, it is stated, and distribu- 
tion of the line by the Climax sales 
organization will cover Great 
Britain and the British Dominions 
with the exception of Canada. 


Negotiations for the British 
manufacture of Wodack tools were 
begun early this year when Oscar 
P. Wodack, president of the Wodack 
Electric Tool Corporation, spent 
several weeks in England. The 
Climax organization already manu- 
factures pneumatic rock drills, tools 
and appliances, and the Wodack 
electric drills, hammers grinders, 
buffers and groovers, and the “Do- 
All” combination electric hammer 
and drill, will complete its line. 
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Admiral Byrd, in the letter shown 
above, expresses appreciation to Henry 
Disston and Sons, Incorporated, Phila- 
delphia, for contributing saws, files and 
other tools for his second expedition 
to Little America. Disston products 
were also supplied in the first 
expedition. 


Hancock Valve Releases New 
Motion Picture 
@ A four-reel motion picture, which 
is said to have been expressly pre- 
pared for showing to mill supply 
houses, has been released by the 
Hancock Valve Division of the Con- 
solidated Ashcroft Hancock Com- 
pany, Bridgeport, Connecticut. The 
first reel shows how the new Han- 
cock valves are made, including the 
first movies of the recently devel- 
oped Diamont boring machine, on 
which the 500 Brinell stainless steel 
seats and discs used in these valves 
are machined. The _ second 
shows where Hancock valves 
used in various industries, 


reel 
are 
while 





Wodack plant in 









Send for This 
New ATLAS 
Catalog 


See for yourself why the Atlas line 


of inexpensive metal and wood 
lathes, drill presses, tapping ma- 
chines, arbor presses, and other 


equipment is selling in fast increas- 
ing volume for production work as 
well as tool room requirements. 


All Atlas Equipment is precision built 
by automatic production line meth- 
ods. It is nationally advertised in 
leading trade and technical papers, 
and our sales cooperation assures 
good volume and attractive profits. 
Are you overlooking this opportunity 
in your market? Send for complete 
information today. 


(lt METAL CUTTING 


LATHES 
$39.50 TO $112.50 


(ss EQUIPMENT ial 
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DRILL PRESSES 











ARBOR PRESSES 
METAL LATHES 
WOOD LATHES 
ARBOR PRESSES 


DRILL PRESSES “J 


TOOLS, ATTACHMENTS 


ATLAS PRESS CO. 
1110 N. Pitcher St., Kalamazoo, Mich. 


Displays At: 
CHICAGO NEW YORK 
35 E. Wacker Dr. 130 W. 42nd St. 
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Feature No. 1 





Mr. Jobber Salesman! 
Here is an exclusive PARKER VISE. 


feature—Renewable Steel Jaws Pinned 
on—they cannot work loose but can 


be replaced when worn. Note that the 


jaws cover the entire top of the vise. 





THE 
POINTS OF 


PREFERENCE 


1. Renewable Tool Steel 


Jaws. 

2. A swivel with the 
strength of a solid 
back Jaw. 


3. Solid Steel Bar Slide 


Strengthener 
rior series). 
. Improved Saddle and 
solid underportion. 
. Handle that stays put. 
. Castings of Parkco 
Metal. 
. Extra strong nut and 
screw. 


(Supe- 


Thus the part that gets the most abuse 
is fully protected! 





THE CHARLES PARKER CO. 
MERIDEN, CONN., U.S. A. 


1832 1936 
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LOW-COST 
Grinding -Wheel 





Dressing 
/% q vy, 
Wy 7 
a> 4 





— THAT'S what sells 
VINCENT 


| 
| 
HUNTINGTON 


Grinding Wheel Dresser 


CUTTERS 





Many great industrial plants specify 
VINCENT - HUNTINGTON  Grind- 
ing Wheel Dresser Cutters because 





experience has proven their econo- 
my. They are milled—not stamped 

and the “Vincent Process” of 
heat treating insures long life. 
For 26 years the Vincent Steel | 


Process Company has been one of 


the foremost commercial | 
“ heat-treating organizations 
Sverv in the country. Uniform 
~ hardening and tempering 

ot g é 
VINCENT make our cutters of just 


the right hardness and 


toughness. 


Cutter 


Has 18 
Teeth 


Our line is complete. 
Write for catalog today. 


We make a _ complete 
Emery Wheel 





ne of 
t Dressers for shaping, 
Coun truing, dressing. and re 
movin he glaze on all 
y} / kinds of at nding wheels 
1e711 | Vincent AA” — 


Tool Bits are 
to sell 


THE 
VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 
DETROIT MICH. 
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Yale and Towne’s Harlan and Hedner 


were forced to the curb “somewhere 
in Pennsylvania” for this picture. The 
smiles, we believe, are a pose, if our 
photographer’s account of the ensuing 
conversation can be taken literally. 


the last two reels dramatize a num- 
ber of selling ideas, which the com- 
pany states have proved successful 
in use by mill supply houses. 


Fisher and Bambrick 

Appointed By Irwin 
@® The Irwin Auger Bit Company, 
Wilmington, Ohio, has appointed 
Fisher and Bambrick, Incorporated, 
Dayton, Ohio, to handle both its 
advertising and sales. The latter 
organization has offices in Dayton 
and Boston, and representatives in 
all parts of the world. 


Moeller Moves Factory 
@The Moeller Instrument Com- 
pany, Incorporated, of Brooklyn, 
New York, owing to increased busi- 





These three gentlemen are important 
cogs in the organization of the Mack- 
lin Company, Jackson, Michigan. At 
the left is N. H. Balz, district sales 
manager. T. J. McIntyre, president 
of the company, is in the center, and 
at the right is R. B. Howlett, adver- 
tising manager and purchasing agent. 
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NEW to te 


FOOD INDUSTRIES 
e Thoroughly Tested 
e Highly Profitable 


More than 12,000 feet of low- 
priced, waterproof and acid re- 
sisting 


FOODTEX 
BELTING 


now in service . . . lasting at 
least three times as long as or- 
dinary rubboard, ruffle or con- 
veyor belting. 


For full particulars on sizes, ser- 

vice, and savings, address... . 

VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


53 Park Place New York 
345 West Hubbard Street, Chicago 
FACTORY: EASTON, PENNSYLVANIA 














BALL BEARING 


GRINDER 





BUILT FOR HEAVY DUTY 


IT WON'T 
BURN OUT 


ball-beari me B ~ 
r-loading; 3 


-] Capacitor ‘ype. 

Dor stot or Stands repeated ov 
y single or , vomgged in t 

whoule, 1” face; heavy a "4 


he v arbor; 
losed guards 1 YEAR G 1 AR ANTEE $ 
It will sell—and stay sold 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 16 years) 
4364 Duncan Ave. 


ST. LOUIS, MO. 


a" 
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Be sure you're right— 
then go 
ahead 





It's SAFE to pin your faith to 


CESCO 
RESPIRATORS 


Push them and be sure 
mer They keep out 
even the finest particles of dust and 


of custo- 
satisfaction. 
most penetrating gases. They com- 
pletely discharge the exhaled breath. 
They haven't an iota of avoidable 


There 


every type of industrial application. 


size or weight. is one for 


Write for catalog and discounts. 


CHICAGO EYE SHIELD CO. 


2329 Warren Blvd. CHICAGO, ILL. 

















Complete Safety 





at 
Low cosT! 
aT 4 ’ 
Sherman Pressure 
Relief Valves are 
sold at the lowest 


price of any safety 
device offering the 


same measure 


protection. 


@ This relief valve sets a new standard —it 
offers maximum safety at minimum cost. The 
spring type of design, with fewest possible 
parts, combines great simplicity with de- 
pendable action. Remember — these valves 
are built for safety, not for price. They will 
not fail in emergency. Yet they will easily 
compete in price with any valves offering the 
same protection. 


@ Descriptive circulars and fur- 
ther details will gladly be sent 
on request. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 











of 
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’ 
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A. J. “Tony” Glesener of The A. J. 
Glesener Company, San Francisco, 
California points out construction 
achievements on the new San Fran- 
cisco-Oakland Bridge to Jim Hogh- 
land, Parker-Kalon Corporation, New 
York. 


have found it to 
increase their manufacturing facil- 
ities and have purchased a modern 
concrete factory located on the 
south side of 132nd Street and 89th 
Avenue, Richmond Hill, New York 


ness, necessary 


City. 
The new plant is conveniently 
located, a short block from the 


| Metropolitan station of the Jamaica 

elevated and bus lines and a short 
walk from the Long Island Railway 
| Jamaica Station. With the _ in- 
'creased floor space of this new plant 
combined with added equipment of 
the most modern and efficient type. 
the company states it will be able 
promptly to take care of its present 
volume and considerable 
increase. 


also a 
| 





A. P. Van Schaick, American Chain, 
in action at the Hardware Convention, 
Atlantic City. 
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Consider 
The Facts Behind 
The Arro Line.... 


.. there must be a good reason 


why jobbers are rallying around 
ARRO Expansion Bolts and Allied 


Products.” 


There is ...a very good reason. Job- 
bers see in the ARRO LINE everything 
they need to enable them to capture 
the Expansion Bolt market. ARRO 
Expansion Bolts depict the most 
modern design — quality materials — 
careful workmanship —a__ thorough 
understanding of customer requirement 
— with long lasting service definitely 
vouched for through CADMIUM PLAT- 
ING. 


It will 
LINE. 


jobber’s confidential price list. 


to stock the ARRO 


Write for complete catalog and 


pay you 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Originators of Cadmium 
Plated Expansion Bolts 


ARRO 
REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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7&5 


Selling 


BECAUSE IT PAYS 
FOR ITSELF’ 











Here is a new electric tool that 


enjoys increasing popularity. 
Highly versatile, it offers a wide 
range of 


usefulness—ideal for 


grinding clearances, working 
down contours, die dressing, and 


a hundred other operations. 


By using simple adapters, it can 
be applied to lathes and milling 
machines dis- 


charge of that extra operation 


for the efficient 


which often shows as a large item 
on the cost sheet. It will quickly 
pay for itself in any tool room. 
And due to its increasing popu- 
larity it offers an easy way to 
greater volume and added profits. 
Write for catalog No. 4. 


MILLERS FALLS 
COMPANY 
Greenfield, Massachusetts 
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W. O. Barnes’ Flarell and Thomp- 
son’s Tucker discuss the hack saw 
industry at Atlantic City. 


Service Caster Builds 
Warehouse 
@The Service 


Corporation, 


Caster and Truck 
Albion, Michigan, 
has recently finished construction 
on a modern all-steel warehouse, 50 
feet by 200 feet. The extra space 
was made necessary by increased 
volume. 


Stuart Oil Adds Building 
@A new two-story building adja- 
cent to its present 
being 


plant, is now 
constructed by the D. A. 
Stuart Oil Company, Chicago. 


U. S. Rubber Appoints 

Steck 

@ Mr. H. H. Steck, formerly of the 

Norton Company, has been ap- 

vointed grinding wheel sales repre- 

sentative for United States Rubber 

Products, Incorporated, in the 

Pittsburgh District. 

Mr. Steck has been selling grind- 
ing wheels in the Pittsburgh Dis- 
trict for the last twenty years and 
has many friends and acquaintances 
throughout the territory he 
cover. 


will 


New Distributors for 

Aluminum Industries 
@ Three mill supply houses have 
taken on the Permite Aluminum 
Paint distribution franchises for 
Aluminum Industries, Incorporated, 
Cincinnati, Ohio. The new fran- 
chise holders are: Nott Atwater 
Company, Spokane, Washington; 
E. B. Packard Company, 30 Church 
Street, New York City; Standard 
Supply and Equipment Company, 
143 North Warren Street, Tren- 
ton, New Jersey. 
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FLEXIBLE SHAFTS 


and MACHINES 
Vp to 2H. P. 


The Most Successful Salesmen 
Are Those Who Promote 
the Sale of 
Quality Equipment 
When You Sell the STRAND You 


Have a Steady Customer 
TYPE ML-6 


We Build Sixty 
Types and Sizes 
Vg to 2 H.P. 
Both 
Vertical and 
Horizontal and 
Many Attachments 
Covering a 
Multitude of 
Operations 
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N. A. STRAND & CO. 


Manufacturers 


500! No. Lincoln St. Chicago 


<Lonergan)> 


Back of the name 
LONERGAN is more 
than a half century of 
manufacturing 








experi- 
ence in the steam 
specialty field. LON- 


ERGAN makes over 300 
items for power plants 
—"'standard equipment" 
since 1872. 


Lonergan sells through 
distributors, backing 
them up with service 
and co-operation which 
insure satisfied users. 
Careful attention is a, Sa 
given to every order. 


Distributors: Look into the LONERGAN Line. 
The quality of LONERGAN products insures profit- 
able repeat business. 


300 
Specialties 
for 


Standard 
1872 


since 


@Have you our tatest 
catalog in your file? 


J. E. LONERGAN CO. 





213 Race St., Phila., Pa. 
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MEANS 
A REGULAR MARK-UP 


Because of the reputation for qual-| 
ity that has surrounded the C & L 
name for years, this company can 
suggest resale prices on mechanics’ 
grade tools that give the distributor 
a regular mark-up — an assured 
profit on every sale. C & L torches 
are nationally known. They sell 





and stay sold — because they give 
dependable service. 

An important model in the C & L 
line is the 325 heavy-duty torch. 
This popular tool has gained wide 
popularity in the industrial distri- 
bution trade. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 


Makers of world’s largest-selling firepots 





“It’s easy to sell 
what everyone wants” 





The DAGGETT 
ball-bearing pulley is 
easy to sell because 


executive wants to 
prevent emergency shut-downs. 

a Every superintendent wants to cut 
power costs 


@ Every 


* Every plant 


plant manager wants to 
avoid frequent pulley replacements 
@ Every maintenance man wants t 
save time in daily oiling costs. 
@ Every purchasing agent wants ¢ 
reduce the s+ of lubricants. 
© ¢ and DAGGETT will 
do all of these things! 
CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. CHICAGO 














Gillespie to Represent 
Flexible Steel in Southwest 
®@ James W. Gillespie, formerly with 
United States Rubber Company, 
General Tire and Rubber Company, 


J. W. GILLESPIE 


B. F. Goodrich Company and Buf- 
falo Weaving and Belting Company, 
and who joined the staff of Flexible 
Steel Lacing Company, Chicago, on 
April 1, has been appointed south- 
west salesman for the company. 

Mr. Gillespie will cover Texas, 
Louisiana, Arkansas, Okla- 
homa. 


and 


H. H. Cleveland with Bonney 
@H. H. Cleveland, after serving 
24 years with The Billings and 
Spencer Company, Hartford, Con- 
necticut,—-the last five years in 
the capacity of general sales man- 
ager — has resigned his connection 
with that firm. 


He has become 








| 


The package may be a decoy but E. C. | 
Nagel, Essex Brass Corporation presi- 


| dent, gets the benefit of the doubt. He | 
| is leaving his office on business. 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 







No. 79AA 
Telescoping 


INA 
NEW SIZE 


5/16 to 1/2 inch |] 
Made only 


by /UFKIY 


[UFATN leads again 


in furnishing the 
mechanic with bet- 
ter tools 


UFATIN TOOLS are 


up - to - date, and 


There's a profit for 
you in every sale 


CARRY THEM IN STOCK 
*%& SEND FOR CATALOG NO. 7 


THE [UFKIN RULE £0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
106-110 Lafayette St. 


Or Tat-tolt-lat- (onde) ata 
WINDSOR, ONTARIO 
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yy time 


Turnover on 


PUMPS 


1 survey of distributors dis- 
closed the average annual sales 
of pumps as $1323.00, the aver- 
age stock carried $380 with a 
turnover of 3.5 times. 





THAT’S A GOOD TURNOVER 
not every product will give as good 
a showing. 


YOUR CONTACTS ARE AL- 
READY MADE-—when your sales- 
men call on manufacturing plants, 
contractors, public utilities, mines, 
quarries, etc., it would be compara- 
tively easy to capitalize on those 
contacts and sell pumps in conjune- 
tion with the other products you 
distribute. 


THE MARKET IS UNLIMITED 
and Roper Rotary Pumps are well 
known to the trade. 

NOT TOO TECHNICAL the aver- 
age salesman can quickly learn the 
rudiments. 


OUR SALESMEN WILL HELP 


YOU on any difficult problems. 


\ COMPLETE LINE of Hand and 
Power Pumps for all purposes, 
competitively priced, offers vou and 
your salesmen a good profit. Write 
today for complete details. 


GEO. D. ROPER CORP. 
Rockford, Ill. 
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George S. Case, Jr., recently elected 
vice-president and general manager of 
the Chicago plant of The Lamson and 
Sessions Company. He has been with 
the company since 1930 and at the 
Chicago plant since January, 1935. 


associated with Bonney Forge and 
Tool Works, Allentown, Pennsyl- 
vania. Mr. Cleveland will, in his 
connection with Bonney, take 


charge of all tool sales in the in- | 


dustrial, hardware and mill supply 


| fields. 


| sales representative by the Dtu- | 
more Company, Racine, Wisconsin, | 
| in the Metropolitan New York | 


Dumore Appoints New York | —————————— 
‘lettin die tinaaiinadlitas 


Representative 


@ W. J. Hermes has been appointed 


Area, 
A man of actual shop experience, 


Mr. Hermes is in a position to | 





W. J. HERMES 


render a real service in the han- 
dling of difficult grinding jobs. 

Mr. Hermes is located at 100 
Varick Street, New York. In addi- 
tion to being a help on grinding, he 
is also available as a consulting en- 
gineer on motor problems. 


MILL SUPPLIES © NOVEMBER 1936 















EAGLE OILERS 
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Rugged! Efficient! 


' EAGLE 
Improved 


Welded Steel 
Valve Oilers 


Constructed of heavy steel, 
with welded construction 
throughout, these oilers can- 
not be excelled where gravity 
feed is practicable. Seamless 
drawn steel body with seam- 
less welded steel spout. Spout 
is reinforced and electrically 
welded to body. Bottom 
acetylene welded to body. 
Comfortable handle allowing easy opera- 
tion of check valve which instantly con- 
trols flow of oil by means of thumb lever. 
Can't be beaten when heavy duty gravity 
feed oiler is required. Just one of many 
quality Eagle Products available to Mill 
Supply Distributors. 


EAGLE 
MANUFACTURING CO. 
WELLSBURG W. VA. 














Just off the Press! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 page 
manual that solves your customer's caster 
and wheel problems, and points the way 
to greater profits for you. Profusely illus- 
trated with descriptive diagrams! 


Write fer your copy! 
Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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ROBBINS & MYERS. 








ELECTRIC HOISTS 


CRANES fF ¢ 
CHAIN HOISTS* - 
TROLLEYS » WINCHES 





Taylor and Farr’s J. V. Farr of Birm- 
ingham, Alabama, left, has signed on 
the dotted line with The Dumore 
Company. Lee Augustine, Dumore 


| sales manager, is his new boss, for Mr. 


Write for our new "Bulletin 6161." It's 
full of hoist and crane information and 
model installations. 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


FANS ® MOTORS ® HOISTS * CRANES 


Founded 1878 








What Directory 
Users Say! 


e “It is put to work every day.” 


“The Directory 
used frequently.” 


will be 


Issue 


“ 


- +» expect to refer to it fre- 
quently,” 


. 


“Send us another copy!’ 


“Should be on the desk of every 
mill supply purchasing agent.” 


@ The above are only a few of the 
many comments we received 
from mill supply executives and 
salesmen on last year’s MILL 


SUPPLIES Directory. 


@ Hundreds of advertisers feature 
product information in the Di- 
rectory issue. 


@ Be sure you get this book. You 
will want it hundreds of times 
during the coming year. 


® MILL SUPPLIES @ 


The only magazine published for 


distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 











Farr will cover the southeastern terri- 
tory working with distributors. 


Newark Wire Cloth Appoints 
Detroit Representative 


@ Announcement is made by the 
Newark Wire Cloth Company, 


| Newark, New Jersey, manufacturer 


of wire cloth and wire cloth prod- 


ucts, that Carl J. Eberly has been 


appointed as its representative in 
the Detroit, Michigan, territory. 
Mr. Eberly’s business address is 
2-251 General Motors Building. 


Two New Distributors for 
Republic Steel 
@® The Republic Steel Corporation 
has recently announced the appoint- 


ment of two new pipe distributors: | 


Taylor-Parker Company, 
porated, Norfolk, Virginia 
Boetticher-Kellogg Company, 
ansville, Indiana. 


Incor- 
and 
Ev- 


Hicks Becomes Chicago 


Manager 
@ Harry C. Hicks has been ap- 
pointed sales manager of the 


Chicago District by the New York 


Belting and Packing Company. Mr. | 


Hicks has been associated with the 
New York Belting 
Company since 1913. 

Mr. Hicks’ headquarters will be 
at the Chicago office, 3550 South 
Morgan Street. A major portion of 
his time will be spent in the field 
contacting distributors their 
sales organizations. 


and Packing 


and 
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“SOFT” ALLOY 


screws practical 


In setting up a Bristo Cap or Set 
the 


cumferential. 


Screw, turning pressure is cir- 
It is in the direction in 
which the screw turns, and so does 
not tend to enlarge or split the socket. 
For this reason screws made of “soft” 


alloys and metals are practical. 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 


TRACT MARK 


BRISTO 


ACG. us PAT. OFF 





SOCKET HEAD SET AND CAP SCREWS 





Easier .... BAR 
STOCK Handling 





LANSING 


BAR IRON TRUCK 
This truck has been adopted 
as standard by several large 
handlers of steel bars, pipe, 
angles, etc. Has 4-inch channel 
iron frame, 8-inch easy running 
casters, strong sturdy 14” center 
wheels with 3” face. All with 
Hyatt Roller Bearings. It will 
pay you to learn complete de- 
tails—and costs. Ask for com- 
plete information. 


ONE OF 


LANSING COMPANY 


LANSING, MICHIGAN 


MANY LANSING TRUCKS 





Chicago Kansas City Minneapolis 
San Francisco New York Boston 
Philadelphia 
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SURE-GRIP 
HOSE CLAMPS 


Will hold 


any 

pressure 

the hose 

wil ita @iiuw 
stand 

Sure- Grips 

will answer 

every hose 

clamp need 


of your customers. More than 
for every type and size of hose. 


100 sizes— 


Sure-Grips give 100% service in plant main- 
tenance or on manufactured products. 
Tighten to a true circle. Being galvanized 
after machining, there are no raw edges to 
rust or corrode. 


Sold only through jobbers. 
Write for prices. 
J. R. CLANCY, Inc. 
SYRACUSE, N. Y. 





Your 
security provided by 


customers need _ the 


JACKSON BELT 
FASTENERS... 


@ They positively will not pull loose. 
@ Sell themselves owing to their practi- 
cal simplicity. @ Used by your cus- 
tomers wherever a dependable heavy 
duty fastener is needed. @ Recognized 
as the standard belt connection thruout 
the world. 


Do you have a 
fullsupply 
of descriptive 
literature? 








| 






ISAAC JACKSON | 
BELT FASTENER CO. | 
18 VESEY ST., NEW YORK 
“BEWARE OF IMITATIONS” 


Hays C. Ulrich, Pittsburgh repre- 
sentative, W. O. Barnes Company, In- 
corporated, snapped during a recent 
visit to the plant in Detroit. 


A. M. Jones New 
Sales Manager 
@ Thirty years of service in all de- 
partments of the Buffalo Bolt Com- 
pany, Tonowanda manufacturers 
of bolts and nuts, culminated dur- 
ing the past week in the appoint- 
ment of A. Maxwell Jones to the 
position of general sales manager. 


Mr. Jones, who was born in Buf- | 





falo, is a graduate of John Marshall | 
Law School, and a member of Delta 


Theta Phi law fraternity. Switch- 
ing to commercial activities after 
graduation, Mr. Jones became a 
junior salesmen for the Tonawanda 
company in the Chicago field in 
1908. From assistant district 
manager in the Chicago office he 
went to St. Louis, opening that 
branch of the company. 


Craig Now With Whitlock 
@ W. Crawford Craig, formerly vice 
president and general manager, 
The Hoover and Allison Company, 
has been made assistant vice presi- 
dent of the Whitlock Cordage Com- 
pany. He will take an active inter- 
in all departments of the 
business. 


est 


Mr. Craig was chairman of the 
Binder Twine Division of the Cord- 


| age Industry during the NRA days. 


For several he has been a 
member of the executive committee 


of the cordage industry. 


years 


born in Scotland and was admitted 
a member of the English Institute 


| of Chartered Accountants in 1913, 
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Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 

cialties 















« ® 











Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


—————— —) 


NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 











SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off! 

These handy cartons of thin brass or 
steel shim stock will save time and trouble 
AND PREVENT WASTE in every tool room, 
maintenance and repair shop. Precision 
shim stock... thicknesses from .001” to 
.015"'; strips 6’ x 100°’. 

(Shim brass and steel also supplied in 
rolls 6° wide and sold by weight 

SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers. 
LAMINATED SHIM COMPANY, INC. 
LONG ISLAND CITY NEW YORK 
743 
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Consistent 
Profits! For 
Columbian 
Distributors 





REPLACEAMLE Too. SITE 
- => saw FACES 








Columbian Machinists’ 
sold under a policy that helps dis- 
tributors make consistent profits. 


Vises are 


Established Resale Prices and 
complete distributor protection 
guaranteed by Columbian’s written 
Sales Policy make this line attrac- 
tive and profitable to distributors. 


The Columbian Vise & Mig. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 











THIS TOOL SELLS 
—because most 
shops 
demand 


it! 












Easy to carry—easy 
to demonstrate and 
easier to sell! The orig- 
inal Portable Blower 
and Suction Tool on 
the market and the leader in the 
field today! Capitalize on its 
popularity. Saves money in 
every shop. Cleans motors or 
any delicate or intricate equip- 
ment quickly, thoroughly and 
safely. Converts instantly from 
a Portable Blower or Sprayer 
into a Vacuum Suction Tool. 
No installation cost—no main- 
tenance. Plugs into any light 
socket. 


CLEMENTS — CADILLAC 


BLOWER SUCTION CLEANER SPRAYER 
Distributors—Clements tools create 
new, profitable sales. It will pay 
you to write for our catalog, dis- 
tributors terms, and free trial offer. 


CLEMENTS MFG. CO. 


6656 So. Narragansett Ave., CHICAGO, ILL. 


a membership he still retains. In 
1914 he went to Canada where he 
soon joined the Hoover and Allison 
Company. 

Sherwin-Williams Promotes 


Three 


@ Announcement has been made by 
The Sherwin-Williams Company of 
three major promotions. First 
vice-president and director of sales 
and distribution, H. D. Whittlesey, 
has been relieved of the duties of 
director of sales and distribution, 
and will devote his entire time to 
executive duties. Vice-president A. 
W. Steudel, becomes vice-president 
and general manager. K. H. Wood 
becomes director of sales and dis- 
tribution of the company. 





Mr. S. Horace Disston, vice presi- 
dent and general manager of Henry 
Disston and Sons, Incorporated, pre- 
senting an engrossed copy of the reso- 
lution of appreciation to Mr. George 
Metzger for his remarkable employ- 
ment record of sixty-six years of con- 
tinuous service. 


I. B. Williams Moves Chicago 
Branch 


@ After November 1, the Chicago 
office of I. B. Williams and Sons will 
be located at 164 North Wacker 
Drive, according to H. C. Glidden, 
vice-president. 


Millard Joins Waterproof 
Paint Company 
@J. H. (Harry) Millard, formerly 
with Valentine and Company and 
Devoe Reynolds, has been added to 
the sales force of the Waterproof 
Paint and Varnish Company, 
Watertown, Mass. Mr. Millard, a 
paint salesman for nearly 15 years, 
will travel in New York state. His 
home is in Glens Falls, New York. 
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Est. 1897 


Profit by 
REPEAT 
ORDERS! 
Sell 

CALDER GRINDING WHEEL 


DRESSERS — Huntington, Paragon 
& Roughing Cutters 


®@ Calder Dressers and Cutters have for 
forty years enjoyed acceptance by big 
industrial users of grinding wheels. 
Their proven efficiency leads to large 
orders and profitable repeat business. 
Write today for prices and samples. 


GEO. H. CALDER CO. 
636 N. Prince Street 


Lancaster Pennsylvania 

















_ Are You Headquarters For 


Bolts, Nuts 
and Screws 


in Your Community? 
You will be if you 
handle the Clark line, 
for Clark quality, aecu- 
racy, and uniformity 
win and hold customers. 


C.ark BrosRo.t (h 


CHARLES STREET, MILLDALE. CONN. 


Send 
for 
Catalog 


Since 1854 


_GLARK BOLTS 
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MR. DISTRIBUTOR: 


Put this up to YOUR 


Customer— 






“MARVEL” 


Ball Bearing 
Portable 


ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOD- 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 

Order one on 10 DAYS’ TRIAL, 
your own plant. 
Circuit. 


Write for Catalog o7 our 
Exhaust Blowers and Ventila'- 
ing Fans. 

Model No. 2, $35.00 
(Reducid from $45.00) 
f 
yy 
We also make a . 
larger size, Medel 
No. 3, for $50.00, 
reduced from 
$6000. Vacuum 
Cleaner Attach- 
ments, $10.00 ad- 
ditional. in daily 
use in more than 
8.000 industrial 
plants. ¥ 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U.S. A_ 


and test it in 
Give VOLTAGE of your Lighting 










BRONZE 


EVERDUR 
STAINLESS 


BRASS 


COPPER 
MONEL 








BOLTS NUTS 


SCREWS 


Fict users’ re- 
quirements promptly, satisfac- 
torily, and profitably, with this 
complete line . . . Harper is 
your logical source of supply on 


ALL NON-FERROUS ITEMS. 


Write for our complete catalog. 


The H. M. HARPER CO. 


2622 Fletcher St. 





142 


Chicago, Ill. | 


M. P. Thiel, assistant sales manager, 
McGill Manufacturing Company, Val- 
paraiso, Indiana, at the left, was re- 
cently transferred to Valparaiso fol- 
lowing 17 years spent in the com- 


pany’s Chicago office. The “coated” 
gentleman is D. C. “Kell” Fabing, who 
covers an extensive sales territory for 
McGill in expert fashion. He is said 
to be a real dyed-in-the-wool bachelor. 


Babcock and Wilcox Changes 
Representation in Southwest 


@The Babcock and Wilcox Tube 
Company, Beaver Falls, Pennsyl- 
vania, has announced changes in its 
representation in its southwestern 
sales territory, including the ap- 
pointment of H. S. Dershimer as 
Tulsa, Oklahoma district sales 
manager, with offices in the Phil- 
tower Building, and direct repre- 
sentation in Houston and Dallas, 
Texas. 

The Dallas headquarters will be 
at 728 Wilson Building and busi- 
ness from that area will be handled 
by Reid R. Lumsden. 

O. E. Berg will be in charge of 
The Babcock and Wilcox Tube Com- 
pany’s office at 1007 Electric Build- 
ing, Houston, Texas. 


Chicago Pneumatic Appoints 
Straub 
@ Effective October 1, W. C. Straub, 
formerly manager of the New York 
office, was made assistant to the 
vice-president by the 
Pneumatic Tool Company. 
He was succeeded 
York office by A. D. Stern. 
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Chicago | 


in the New 





EASIER TO USE 


AND 


EASIER TO SELL 


Gardiner Flux-Filled Solder, be- 
cause of its uniform high quality, 
does neater and better work in 
less time even with inexperienced 
help. 

The many 
satisfied 
users and 
the grow- 
ing de- 
mand for 
~| Gardiner 
Solder 
makes it 
easier to 
sell. 

Available in 1, 5 In addi- 

and 20-lb. spools. tion, mo d- 
ern production methods permit 
prices lower than for even ordi- 
nary solders. 

We also make a complete line 
of bar, solid wire and pellet sol- 
ders, babbitts and casting metals. 








Ra) 
—} 


S furdi 
=< ardiner 
wa. x © [METAL CO.g 





oO 
4833 So. Campbell Ave., Chicago, Ill. 








ECONOMY— 
You'll Effect 
ECONOMY” 


HOLLOW 
SET 
SCREWS 


SOCKET HEAD 
CAP 
SCREWS 


ECONOMY MACHINE PRODUCTS CO. 


5200 LAWRENCE AVE., CHICAGO 





UMI 


DESMOND “Yppeints Laid FOUND 


>» - 
Grinding Wheel Dressers @ The New York Belting and Pack- in almost 


ing Company has announced the 


and Cutters appointment of the Laib Company. every plant 
Incorporated, Louisville, Kentucky, 
as its distributor in the Louisville Cap screws. set 
srritorv screws, coupling bolts, 
territory. or studs are found on 
the purchasing requi- 
. ~ ‘ sitions of almost every 
Goetze Gasket Expands plant. Distributors can 
"| ‘nats a ‘ — develop this highly 
@ The Goetze Gasket and Packing panes Re a sty 
Company, Incorporated, New | with OTTEMILLER Products. 
Brunswick, New Jersey, has just | q,. OTTEMILLER line of 
completed another addition to its | milled screw machine parts 
plant which was originally located is complete for practically 


. : I rposes, and it pro- 
on the present site in 1911. net meg such dooendable 






W E manufacture the only com- 


: quality that many plants 

plete line of Dressers and Cutters STATEMENT OF THE OWNERSHIP. MANAGI have standardized on this 

—a line that enables you to fill MEME. CHACULAASEM, Bee. Geena ee ais aii 

every customer’s requirements. The THE ACTS OF CONGRESS OF AUGUST 

Desmond line is unconditionally 24, 1912, AND MARCH 3, 1933 The steady, repeat charac- 
Of Mill Supplies, publish dm onthly and semi-month!s ter of this business makes 

guaranteed to give your customers in December at Albany, N. Y., for October 1. yi 


‘ ; it particularly interesting to 
complete satisfaction. state of New York | ug distributors. OTTEMILLER 
ounty ot New York 


Write to-day for our new catalog gives 100 per cent distribu 


° Kefore me, a Notary Public in and for the State i 
and discount sheet. and county aforesaid personally appeared D Cc tor service. 
McGraw, who, having been duly sworn according to 


uw, deposes and says that he is the Secretary of the 

Mc Graw-Hill Publishing Company, Ine . Publishers of W 
he Mill Supplies, and that the fe lowing is, to the best The m. H. 
of his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the 
- 3 e circulation), et of the aforesaid publication tor the ° 

date shown in the above caption, required by the Act | 
of August 24, 1912, as amended by the Act of March 

URBANA, OHIO s, 1933, embodied in section 537, Postal Laws and YORK, PA. 








Reg ‘ulations, printed on the reverse of this form, to wit 
Headquarters for Dressers and Cutters l. That t dl 
la he names and addresses of the publisher J 
for 30 Years editor, managing editor, and business managers are We also manufacture Dardelet Thread Screws 
—_ 


Publisher, MeGraw-Hill Publishing 


0) West 42 Znd Street, 


Company Inc., 
N CC. Editor, James A 
42nd Street, N. Y. ¢ Managing 





Channon 





. None Susiness Manager, Albert E. Paxton, 
1) West 42 nd Street, N. Y. € 

That the owner is: (If owned by 
ts name and address must be stated and also imme 
diately thereunder the names and addresses of stock 
holders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation 


a corporation, 


OHLEN-BISHOP 


Standard Size Chromsaws 






| 

| 
the names and addresses of the individual owners | 
must be given If owned by a firm, compan or | 
other unincorporated concern, its name and address, | 
as well as those of each ind en member, must he 
iven.) MeGraw-Hill Py iblishi Company, Tne ae 
West 42nd st N. ¥ Stockholders of which are 
James H MeGraw 30 West 42nd St.. N. ¥ ( 
dames H. MeGraw, Jr.. 350 West 42nd St., N. Y, ¢ 
Jan 


West 42nd St Y 
Trustees for: Harold W. McGraw, James H McGraw 
dr Donald ¢ MeGraw, Curtis W. MeGraw. Curtis 
W. MeGraw ” N. Y¥. €. Donald 
( McGraw 0) West ; 


Hiugus Britton 0 West 
Britten, 1) West ni 
Me hen > We Grand 
col Muir an re Guaranty 
} 


H. McGraw. James H. McGraw. Jr.. 
4 N 


- 
’ 


and 
( 
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rust 
tees for Lida Kelly -ohrpe 
Weatherby vid Clint 


The “ATLAS” manual freight car igo sporation, Pad 




















ich are Edwin S. Wilsey 
mover makes the spotting of a freight Wilsev, Madison, NJ 
car_a one-man job. The sale of an That the known bondholders, mortgagees, and 
“ATLAS” assures you of a well satis- other security holders owning or hol i r cent 
fied customer. The “ATLAS” is pec eg oe pe Reiger — i Bplay 
guaranteed against all manufacturing 4. That the two paragraphs next above, giving the : 
defects names of the owners, stockholders, and security SERS everywhere tell us of ex- 
holder if any, contain not only the list of stock % = 1 f 
holders and security holders as they appear upon the cellent’ performance records for 
book of the company but also n cases where the lias . 
tockholder or security holder appears upon the book the se SAWS, 
urtik Te Gaus at dae Caco ae Loan Lipa Every time you sell them, you get 
whom such trustee is acting, is given: also that the the far greater margin of 35°. 
said two paragraph contain statements embracing 3 
affiant’s full knowledge and belief as to the circum We protect you against stock loss. 
stances and conditions under which ockholders ; a 7 
ecurity holders who do not appear upon the books ‘ 
of the ¢ oms any as trustees, hold stock Pa, See | you CAN T AFFORD TO MISS 
in ity other than that of a bona fide owner; 
an ate affiant ha no reason to believe that re ! SUCH AN EXCEPTIONAL OP- 
othe weTsO associ on, Or corporation has any in 
terest dit said. stock, bonds, or PORTUNITY FOR PROFIT. 
ther i ated by hin : 
. That t af conte, <f cacy inne Let us mail selling literature under 
of this ie s 0 tributec through 1e a 
SELL THE FAMOUS ATLAS lie aa’ GEG, tar Gat echemnen’ eae the your own letterhead to the entire 
AND SELL SATISFACTION twelve months preceding the date shown above is. (This | 1 jist of your customers — FREE, 
inforn mii equirer rom daily publications 0 . “ 
| heady mite absolutely no obligation. 
1 D. ©. MeGRAW, Secretary, ’ 
APPLETON - ATLAS > I 
cG , A, PUBLISHING COMPANY. ING | 
MeGRAW-IILL, PUBLISHING COM |_| THE OHLEN-BISHOP CO. 
CAR MOVER CORPORATION Sworn to and subscribed before me this 28th day 
of September, 1936 : | Columbus, Ohio 
2947 North 30th St.. Milwaukee, Wis. a. 5 oe Manufacturers of Fine Saws Since 1852 
Notary Public, Nassau County, Clk’s No. 74. N. Y 
(Formerly located at APPLETON, wiS.) Clk’s No. 192, Reg. No. 8-B-1i5. 

















(My commission expires March 30, 1958.) 
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@ Don’t accept us too literally. 
Buckets still have their place 
and use, but not to catch liquids 
that drip from faulty pipe and 
gasket connections. If Key-Tite 
Waterproof Pipe Joint Com- 
pound is on the job, there will 
be no leaks in lines and equip- 


ment that carry water, gas, 
steam, compressed air, etc. It’s 


economical, too, because it does 
not settle in the can and is al- 
ways ready to use without stir- 
ring or mixing. In service, it 
retains its full elastic body in- 
definitely and does not affect the 
color or taste of potable liquids. 
@ Today, Key-Tite is being 
used in all of the large industrial 
plants for all those hard-to-seal 
jobs. Through advertising and 
sampling, it has nation-wide 
acceptance. 

Here is your chance to make 
money—handle and stock Key- 
Tite. A quick mover with a 
nice profit. Let us tell you 
about our jobber proposition. 
Write today, or, if you wish, we 
will have our representative call. 








2621 McCasland Ave., East St. Louis, i 
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